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Announcing NEW 


ECON — Cartridge FUSES 


fe Why this announcement 


is important to YoU: 


(1) OFFERS GREATER PROTECTION 

FOR ELECTRICAL CIRCUITS 

Wherever overloads are likely to occur, ECON Dual-Element 
Fuses now bring the time and money savings that result from 
positive, dependable controlled protection against unneces- 
sary blowouts — as well as against short circuits. The unique 
design and construction of the ECON Dual-Element also in- 
sures better protection against single-phasing, eliminates the 
necessity of over-fusing, and results in cooler fuse holders 


and switches. 


(2) MAKES THE ECONOMY LINE 
MORE COMPLETE THAN EVER 


In keeping with the policy of offering “Fuses for Every Pur- 
pose,” Economy is constantly adding new and improved 
fuses and other circuit-protection products to help solve 
unusual fuse problems. Thus, Economy Fuse & Manufactur- 
ing Co. rounds out its line still further with a new dual-ele- 


ment fuse that offers many special! features and advantages. 


Write for New ECON Dual-Element Cartridge Fuse Catalog, 
$-60 or for literature on other type fuses. 


ELECTRICAL WHOLESALERS— - 


You will want to have representative stocks of ECON 
Dual-Element Fuses, the latest addition to the Economy 
Line, which is now being announced to your trade 
through advertisements like this in leading electrical pub- 


lications. Write us for full particulars. 


fraaes for every purpaigy 


ECONOMY FUSE & MANUFACTURING CO, 


464 EW 2717 GREENVIEW AVE. + CHICAGO 14, ILLINOIS 
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Annual Outlook and Review 
1. OUTLOOK FOR SALES 
2. OUTLOOK FOR MARKETS 
3. REVIEW FOR REGIONS 
A three-part presentation that sums up ‘54 sales prospects and ‘53 sales. 


NAED Leaders look at 1954 R. M. Johannesen, C. G. Pyle 


What they see: a year of decision; a normal and active year. 


The Salesman’s Technical Notes .. 5. F. McPartiand, W. J. Novak 


A new department that tailors basic product information to your needs. 


isn’t the Lighting Industry Missing the Boat? . S. Weinstein 54 


The "boat": an industry-wide cooperative ad campaign for residential lighting. 


How High Are Your Sales Sights? L. Moore 56 


If they're not high enough, here are some ideas that will help you raise them. 


How A Salesman Is Made H. J. Emerson 
WHEN ROBERTS WAS HIRED GOUGH WAS LOOKING AHEAD 
ONE YEAR IN PACKING 
A YEAR IN ORDER ASSEMBLY 
CITY COUNTER, 1949 
INSIDE SALES: ON HIS OWN 
INSIDE SALES: TEAMING WITH OTHERS 
INTO THE FIELD, 1953 


An |1-page photostory that takes you through seven years of sales training. 


An Editorial 


“No Room for Industrial Complacency" is the subject. 


DEPARTMENTS 


New Products Washington Straws 


Business Index News of the Industry 
Price Index Calendar of Events 


Times and Trends New Literature 


Member ABC and ABP 























1S JUST WHAT 


THE PUBLIC ORDERED 
ee 


When you've got a product that’s really good . . . with 
exclusive features galore... you’ve got a product that’s 
sure to sell! 


But first you have to tell the public about it. And 
that’s just what we're going to do... the new 
Emerson-Electric DeLuxe Room Air Conditioner 
will be featured in America’s greatest national mag- 
azines during your selling season. Hard-selling ads 





Emerson-Electric 
DeLuxe Room Air Conditioners 
First for Comfort 


Look at just a few of the selling features! 

%-, %-, and 1-ton sizes with BTU ratings of 
6,000, 8,600 and 11,500 per hour. 

Twin compressor unit (except 4-ton unit). Ultra 
quiet, efficient, two-speed blower motor. 

Comfort Control Dial gives easily understood direc 
tions for any of 8 services. Thermostat equipped 
Perfected uniform air distribution louver, distinctly 
new, with 13 possible combinations of directional 
flow, finger-tip control. 

Beautifully designed all-steel cabinet finished in 
Antique Ivory which blends with all furnishings 











will be telling your prospects about this fine new 
line of Room Conditioners. 


Cash in on this big promotion... stock Emerson- 
Electric Room Conditioners... they’re just what the 
public ordered for a healthy summer business. 


For complete information on this complete line of 
Room Conditioners, write for Brochure No. RC26. 


THE EMERSON ELECTRIC MFG. CO. 
St. Lovis 21, Mo. 
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NEW PRODUCTS 





TEMPORARY SERVICE MAST 
Utility Service Company, Racine, Wis. 





All-steel temporary service mast raises wires 12 ft. 
off ground level, yet telescopes down to 8 ft. for 
hauling storage. Unit also knocks down into four 
sections: sliding mast assembly (112 in. pipe sup- 
porting insulators, service conduit, meter socket and 
utility box), a spacer pipe, 3 ft. ground sleeve (with 
driving head) and two 6 ft. angle-braces. Thirty-six 
feet of No. 8 service conductor furnished with unit. 
Weather-proof self-contained utility box contains: 
pull-out main switch with two 35 amp. fuses; two 
120 volt, 3 pole, grounded receptacles; one 220 
volt, 3 pole, grounded receptacle; one 15 amp. fuse 
for 120 volt outlets. Tilt-up cover with opening in 
bottom provides clearance for portable cord connec- 
tions; has padlock arrangement. Available without 
meter socket, but with brackets spaced for meter tub 
if desired. Shipping weight, 53 Ibs. Unit meets all 
code requirements is designed for new construction, 
field, military bases, oil fields, quarries. 


FLUORESCENT FIXTURE 


Day-Brite Lighting, Inc., 16 N. Ninth St., St. 
Louis 1, Mo. 

Lengthwise brightness of a parabolic troffer is 
claimed to be reduced by 50 per cent without chang- 
ing the efficiency of the fixture. Parabola is divided 
into segments and projected onto a flat surface; a 
second series of parabolas, with an axis to reflect 
light upwards, is designed to join the larger segments 
so that all of the light is controlled. The lengthwise 
brightness of the Alzak aluminum parabolic troffer 
has been lowered from its previous 1.2 candles, to 
approximately .6 candles per square inch. 





POLE MOTORS = 


Inc., 


HEATING CONTROL 
Tork Clock Co., Inc., Mount Ver- 





lamps spacings. Designed primarily for 
commercial and institutional installa- 
tions. Sides and bottoms have ribbed 


Howard Industries, Racine, 


Wis. 

Shaded pole motors come in five 
stacking lengths for various output 
powers. Pancake style motor has two 
drawn hardened steel housings that 
telescope over the stator. A completely 
housed motor has a three piece zinc 
die cast housing, and can be supplied 
with an internal fan if desired. Both 
models can be supplied with either 
open or closed construction 


FLUORESCENT FIXTURE 
Smithcraft Lighting Division, Chel- 
sea, Mass. 

Intensity of illumination can be varied 
in the field to meet existing or chang- 
ing requirements without removing 
the fluorescent fixture. Exclusive 
socket holder bridge makes it possible 
to change the number of lamps or 
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frosted prismatic glass panels for low 
brightness. Additional down-lighting 
may be obtained by installing special 
top reflectors. Fixture is for two, three, 
four 48-in. bi-pin fluorescent lamps 
Regular or rapid-start for two, three, 
four 48-in., 72-in., or 96-in. T-12 
line lamps 


slim- 


BLOWER 
Standard Electric Mfg. Co., West 
Berlin 12, N.J. 


Capacity 





blower 
which 


Large features an 
automatic Cutout stops the 
completely enclosed 110 volt, 60 cycle 
motor before it can overheat. Unit has 
a 6-inch wheel and moves up to 600 
cfm. of air. For use in removal of 
fumes, smoke, stale air and for cooling 
and ventilating 


non, N.Y. 


Automatic heating control is a com 
bination of an inside control panel 
and an outside weather head. Unit 
times heat to weather and synchron 
controls 
‘off 


device allows the system to provide 


izes heat output. Once set, 


need no further adjustment. An 


hot water in the summer without 
building heating. An omitting device 
for 
which buildings may be closed, is op 
The 
voltage only, comes in 
cycle and 208-230 volt, cycle 
models. The for pri 
marily in places with large heating 
systems such as multiple family dwell- 
ings, office building, factories, hospi 
tals, schools—in any building using 


automatic gas, oil or coal heating 


automatically skipping days on 
for line 
volt 60 
60 


tional equipment unit, 


115 


control is use 





CONDUIT PLANT 
Moundsville, West Virginia 


In 1916, we 

factured two product 
in a little Brooklyn 
plant. Today, we 
operate four large 


factories making a 


huge variety of 


i ACompany Grow? 


5 AiR LA ARIA ‘has euainy of ts poodocs We, 
at Triangle, are well aware that success depends on something more. 
Seceeet Capants on 'tet GES Rg poeple — customers and pros- 


That's why, at Triangle, you in Seldition to top quality products — 


om HUMAN TOUCH 
LOYALTY 
EXTRAORDINARY SERVICE 


a 


Those are our roots. Those are the reasons why we grew. 


TRIANGLE CONDUIT & CABLE CO., INC. 


New Brunswick, New Jersey 
Manufacturers of arteries for electricity, liquids and gases 
WIRE © CABLE © CONDUIT © PLASTIC PIPE © BRASS AND COPPER TUBE 


PLANTS: NEW BRUNSWICK, NEW JERSEY 


WIRE AND CABLE PLANT + ROD MILL « BRASS AND COPPER TUBE MILL 
PLASTIC PIPE PLANT 


The Trade Mark MOUNDSVILLE, WEST VIRGINIA: CONDUIT PLAN 


 mysr Ot arGHT’ ® 
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PANELBOARDS 
Square D Co., 6060 Rivard St., 
Detroit 11, Mich. 


Lighting and distribution panelboards 
are for use where combustible dusts 
are present. Units are designed to pre- 
vent entrance of grain dust, carbon 
black, coal or coke dust, and metal dust. 
Panelboard incorporates thermal mag- 
netic quick-make, quick-break circuit 
breakers for a.c. and d.c. service. Lugs 
only or main circuit breaker construc- 
tion available. Branch models come in 





ratings from 15 to 50 amps., single 
pole; and 15 to 100 amps., 2 and 3- 


pole. 


FUSES 
Economy Fuse & Manufacturing 
Co., Chicago, Ill. 

Dual-element fuses are for applica- 
tions in which long and controlled 
blowing time is desired. Range of 
sizes is 0 to 600 amps., in both 250 
to 600 volts, National Electrical Code 
Standard, in ferrule and knife-blade 
types, all carrying U.L. approval. The 
alloy employed in these dual-element 
models has a precise melting point 
which, it is claimed, as it is heated, 
maintains both shape and strength 
until becoming completely liquid. 





FUSE PULLER 
Holub Industries, Inc., Sycamore, 
Ill. 

Test light and fuse puller is made of 
transparent red Tenite hi-dielectric 
plastic. Jaws hold all cartridge fuses 
up to 100 amp. size. Inside jaw 
surfaces are serrated to provide a firm 
grip. Two 24-inch flexible leads are 
furnished with each tool. One lead 
has a 4-inch plastic handle prod, the 
other a spring clip with safety rubber 
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jacket. Test light is neon type with 
resistor which meets Navy specifica- 
tions. May be used for handling live 
electrical parts up to 600 volts, a.c., 
d.c. When testing circuits, light glows 
once on d.c., and twice on a.c. 


BROODERS 


Jackson Electrical Co., 900 W. Van 
Buren St., Chicago 7, Ill. 


Poultry brooders may be used for 
thawing frozen pipes; over work 
benches; as hair dryers; defrosters; 
therapeutic lamp holders; spotlights; 
or for keeping automobile motors 
warm during winter. Complete with 
heavy duty 6 ft. cord and plug. 





EXIT LIGHTS 


Marvin Manufacturing Co., 
Angeles 23, Calif. 


Hinged “Exit” lights have a housing 
that may be surface mounted or re- 
cessed. Two frames fit the same hous- 
ing—one for surface, the other for 
recessed installations. Plaster bars are 
to provide a quick method for install- 
ing housing in all types of wall con- 
struction. Five knockouts permit wiring 
access from all directions. Letters are 
six inches high. Lighted by two 25 
watt lamps 





Los 


ATTACHMENT CAPS 


Eagle Electric Mfg. Co., Inc., Long 
Island City 1, N.Y. 


Rubber attachment caps cord 
clamps are rated at 10 amps., 250 volts 
and 15 amps., 125 volts. Prongs are 
riveted to the rubber. All caps have 
non-removable metal cord clamp, ad- 
justable to many wire sizes. They are 
ULL. listed and CSA approved. 


with 


KITCHEN VENTILATOR 
Trade-Wind Motorfans, 
Angeles 37, Calif. 

Redesigned blower assembly of the 
kitchen ventilator has resulted in im- 
proved performance and better ap- 


Inc., Los 


NEW PRODUCTS 





pearance. The scroll, housing the mo- 
made as a 
wrap-around assembly. The motor and 
components spacers are 
inserted in the forming process. Model 
incorporates a 4-speed switch control 


tor and blower, is now 


blower and 


Ventilator’s full capacity is 550 cfm 
The unit can be installed in any wood 
or metal cabinet which provides a 
clear space of 181% in. wide, 16 in 
high and 11% in. deep 


CABLE TERMINAL 


The Thomas & Betts Co., Inc., 36 
Butler St., Elizabeth 1, N.J. 


Color-coded sheath 
nector permits fast assembly of cable 
terminations in circuits. 
Device consists of a pair of tubular 
sleeves that fit one inside the other. 
Installed on a cable, the sleeves sand- 





grounding con- 


electronics 


wich the end of its braided shielding 
and a grounding wire between them 
A tool compresses this assembly to- 
forming a positive uniform 
connection between brain and ground 
lead. Each double sleeve-type fitting 
is dyed in one of seven bright, per- 
manent colors for quick size identi- 


gether 


fication. 


WINDOW FAN 
Fasco 
N.Y. 
Multi-purpose window fan has 20- 
inch hand balanced blades and is man- 
ually reversible. Powered by a 1/15 
hp. shaded pole, rubber mounted mo- 
tor that develops 980 rpm. at highest 
of 3 speeds and moves 3,000 cfm. 
Weight 20 Ibs 
into a portable air circulator. 81% fe 
molded rubber cord. Panels adjust 
from 29 to 37% inches to fit 
standard double hung window 





Industries, Inc, Rochester, 


Base legs turn unit 


any 











1000 Kye 13,200 yé . (compartment panel removed) 
\ \ 


\ 


A substation jno better/han i ang sorgel air-cod ed drytype transformers are 
therefore,Af is important that she tr; lop quality, tim tested\.and are thus recog- 
is of thebest quality——a Sorgél air-gooled/dry nized\ and ‘accepted by digcriminatindengi- 
type’ transforme ! neers and users. Their rugged constructign 
Dry-type transformers ay€ the most prdctica sures\contimous, reliable service. Their de> 
type for indoor instalYations. Mhey yequire sign is l\beral. Efficiency is high. Quiet opera- 
maintenagce; no quid t ipa? \ ‘ 
no firg hazard;Amall a ic Co. has had over 3 years 
asy and onveni experik nce in the oars ma 
: cgn b> plz tu apn and appli 
load center, 

lation, more 
wiring cost, ' 
expansion /or alterations. 


Co plete Line = = = | oe Also 


fof every purp¢gse ape D.C. Satubable 


Y% Kva to 3000/Kva = = be : | 
All Voltages Tr Dy ‘Type. 4 ecia 
agin ANSECRMER Tieaiothers 
Sales Engtneers in Princifial Cities \ 


ORGEL ELECTRIC CO., 832) West Natioral Ave., Milwaukee 4, Wis 


Piongers in the developnjent and manufactgring of Air-Cooled Dry-Type Tran\formers—Over 35 yaars 
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SAFETY SWITCH 
Murray Manufacturing Corp., 
Brooklyn 16, N.Y. 

Side operated 30 amp. general purpose 
safety switch has rotor blade construc- 
tion to allow for cool operation and 
double break on each pole. Specially 
designed built-in arc-snuffers divide 
and extinguish the arc thus saving 
wear and extending contact life. 
Helper spring assures quick break at- 
tion. Available in two and three wire 
with plug or cartridge fuse. 





TRANSFORMER 
Marcus Transformer Co., Inc., Hill- 
side 5, N.J. 

Unit load center features built-in 
automatic forced draft equipment to 
increase capacity under overload con- 
ditions. Rated: primary 4,800, 60 
cycles, 3 phase; secondary 480 volts. 
Unit packaged complete with fused 
load break air switch on primary, and 
secondary metering and pull section- 
primary switch handle, and access door 
interlocked for safety. 





GENERATORS 
Katolight Corp., 624 N. Front St., 
Mankato, Minn. 

Emergency power generators range in 
sizes of 2,000 watts to 15,000 watts. 
They may be belted to ordinary farm 
type tractors or any other speed gov- 
erned engine power. Units develop the 
same 115/2,300 voltage as supplied 
by the highlines. Revolving armature 
and revolving field designs. Group has 
1,800 rpm. 





BALLAST 
General Electric Co., Schenectady 
5, N.Y. 

Enclosed clamped-core ballast is for 
14, 15, and 20-watt fluorescent lamps. 
Designed specifically for use on small 
fluorescent fixtures, the ballast can 
also be applied to signs where en- 
cased, compounded units have been 
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used previously. Unit is about 10 per 
cent lighter, 25 per cent shorter and 
between 15 and 20 per cent less ex- 
pensive than the ballasts it replaces. 
Singly or in combination, it succeeds 
nine ratings in three sizes 


SAFETY SWITCH 
General Switch Corp., Brooklyn 11, 
N.Y. 

Newly designed 30 amp. 
safety-switch has bronze alloy fuse 
clips with reinforcing steel springs 
Breakjaw design is to assure correct 
blade alignment and more compact 
enclosure with ample wiring room 
For faster maintenance and inspection, 
the interlock cover may be defeated 
to open door when switch is on. The 
defeating mechanism also permits 
switch to be thrown on when door is 
open. No special tools or keys are re- 
quired to accomplish this. 





enclosed 


UTILITY SAWS 
The Black & Decker Mfg. Co., 
Towson 4, Md. 

Redesigned heavy-duty utility 
come in 7, 8 and 9 inch models and 
feature a “king-size” blade guard re- 
tracting An auxiliary knob 
allows two-handed guiding when de- 
sired. Saw illustrated cuts from 0 to 
2 13/16 inches. Universal motor is for 
power saving. 





saws 


lever. 


LOOM SWITCH 
The Arrow-Hart & Hegeman Elec- 
tric Co., Hartford 6, Conn. 
Across-the-line, manual starting switch 
is for single or multiple shuttle tex- 
tile looms. Housed in lint proof en- 
closure, free swinging hinged door and 
a baloon type, neoprene impression 
gasket. Outstanding feature is said to 
be a statically balanced, rotary type 
mechanism capable of resisting shock 
and vibration far in excess of any 
encountered in actual loom installa- 
tions. 





NEW PRODUCTS 





REFLECTORS 
Abolite Lighting div., Jones Metal 
Products Co., W. Lafayette, Ohio 
Lamp reflectors feature all-white, ti- 
tanium life-line porcelain enamel fin- 
ish. Ventilator slots aid in keeping dust 
and grime on the move and the unit 
cooler. Tested with 1,000 watt reflec- 
tors, lamp neck temperatures were re- 
duced an average 40 deg. F. 





WINDOW FAN 
Viking Air Conditioning Corp. 
5601 Walworth Cleveland, 
Ohio. 

Electrically reversible window fan has 
5 buttons for a 





Ave., 


bush-botton controls 
choice of high or low speed cooling 
on either exhaust or intake. Fan 
features a 4-blade propeller design and 
a 1/6 hp. motor that pulls 3,500 cfm 
of air. Claimed to be very quiet, the 22 
inch fan turns only 712 rpm. on belt 
drive. On the reverse cycle, the U.L. 
listed fan directly intakes over 2,000 
cfm. of air. Adjustable to any double 


hung sash from 24 to 42 inches wide 


AIR CONDITIONERS 
Fresh’ nd-Air 
Corp., Chicago 1, IIL. 





Co., div. of Cory 


air conditioner line consists of 
models.Units are 


Room 
14, % and | 
equipped with electromagnetic push- 
button controls, a built-in heater, and 
Air 


conditioners are flush construction, de- 


ton 


an automatic thermostat control 


signed to permit them to be installed 


so as to hide behind a line of window 


drapes. 


CORE DRILLS 
Tilden Tool Manufacturing Co., 
San Clemente, Calif. 





core drill has rolled thread 
y diam- 


Concrete 

spirals, on 38 in. through 1 in 
eters. Multi-spiral sloped thread is a 
faster elevator which is said to clear 


the hole cleaner and more rapidly. 





Wiremold’ 
big 








build 
better 
business 
for you 


oo GF 
a profit ! 











ALL OVER THE COUNTRY, progressive electrical contractors are using Wiremold’s 
BIG 4 — best way to wire most buildings and the only way fo wire many buildings. 
Write today for full information — see how the BIG 4 will build better business for YOU! 


WirREMe uD) 
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Sensible Saving 


is the smart reason for the 20 ft. length of these rolls. You get 
this size in the 10-roll container of Gold Seal Plastic Tape. 

For companies that supply tape to many workers for varied 
jobs, it’s the best buy. “Tape-saver” size, we call it. It’s 
enough for the average job... footage of “lost” tape is 

kept low. Workers like the small size, too. It “swings” 

easy in tight places. And remember, you start 


saving the minute you say 


GCLP SEAL 
plastic tape 


It gives you the many plastic tape advantages, 
with the plus of proved Gold Seal quality. 
With the warranty of Jenkins Tape specialists, 
you can be sure it will speed the job, stick 
right, and stand up under toughest ae HANDY pact 
conditions. Try it... sample free on 
request. Jenkins Bros., Rubber Division, 
100 Park Ave., New York 17. 





a 3-way volume a 
wo ACTION-RUBBER-PLAST 


© sous we" 
20 #r. 10” 











Gold Seal Plastic Tape — single 60 
ft. rolls in round metal cons ond 
Handy Pack of ten 20 ft. rolls. 


i we 


Single rolls and 10-roll containers. 

Also Diamond Seal Friction and 

Rubber Tapes made to ASTM 
Specifications. Products of Jenkins Bros. 
— mokers of famous Jenkins Valves. 
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eye-insurance for Peninsular Life Insurance Company, 


Jacksonville, Florida 


Guth LITE-BLOX TROFFERS 


It’s Peninsular Life’s business to think of the 


future. And they have chosen Guth Troffers! 


Just picture those inspiring lines of light in any office 
you plan or build. See how the troffers blend with the 
modern decor... how they appear to be custom-made 
for the setting. Notice how the even, low-brightness light 
softens every surface it strikes ...even shiny steel files. 


Guth Troffers fill the entire building with beauty and 
eye-ease. They create an atmosphere of efficiency ...a 
pleasant place to work 8 full hours a day. 


PACKED WITH ADVANTAGES 


UNLIMITED LIGHT PATTERNS—They form any design 
that can be made with standard 12” ceiling tiles! 


UNBROKEN LINES OF LIGHT— Precision-built units align 
perfectly in arrow-like lines. 


CUSTOM-MADE LOOK—Gleaming snap-on trim hides 
flange screws and “teebar gap”... adds a distinctive 
tailored appearance. 


PERFECT CORNERS—Tile-Lites are used with troffers to 
make continuous light around corners. 


May we send you our Catalog 869-G? 
Just drop us a line on your letterhead. 


*TM—U. S. Pat. No. 2478822—others pending 
**U. S. & Can. Pats. Pend.—TM Reg. 


THE EXACT FOOT-CANDLES YOU NEED — Use 1, 2, 3, or 
4 lamps... 2’, 4’, 5’, 6’, or 8’ lamps...choose from 24 
different sizes of standard, slimline or low-brightness 
types. 

EASIER INSTALLATION—Complete units... ready to 
mount. One man can hang them! Wide-open space for 
wiring. Modular lengths that fit the job: 2’, 4’, 5’, 6’, and 
8’. No trimming! 

LOW MAINTENANCE COST—Hinged shield frame for 
easy relamping or cleaning. Slide-in reflectors are simple 
to remove and replace—no latches or nuts. Ballasts may 
be replaced without taking troffer down. 
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Two and three conductor Rome FlexAll is 
manufactured in sizes 14 AWG through 10 
AWG. Standard color is pearl gray, put up in 
250’ cartons. Two conductor construction is 
avaiiable with or without ground wire. Under- 
writers approved as Type UF and Type NMC— 
600 volts. 


Rome FlexAll, single conductor, is manu- 
factured in sizes 14 AWG through 4 AWG. 
Standard color is black, put up in 500’ car- 
tons. Underwriters approved as Type UF— 
600 volts. 
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Another Rome product you can sell profitably! 

Rome FlexAll opens up new sales opportunities for every Rome Cable distribu- 
tor. It is an indication of Rome's continuing program to manufacture wire and 
cable that meet today’s changing requirements with benefit to both you and the 
ultimate user. 


Rome FlexAll to cut installation costs 


Desicnep for multi-purpose use, Rome FlexAll is economical, safe, 
neat appearing and has excellent resistance to the hazards of wet or 
corrosive locations. They are no longer wiring problems. 

A new product of Rome engineering, Rome FlexAll is available 
with single, two and three conductors for branch circuit and feeder 
services. It is the answer to low cost industrial and commercial 
wiring, as well as the wiring of amusement areas, outlying farm 
buildings and residences. 

Specifically, Rome FlexAll, single conductor, is approved by 
Underwriters’ Laboratories, Inc., as Type UF ( Underground Feeder ), 
while the two and three conductor constructions are approved as, 

Chase cut into wall both, Type UF and Type NMC (Non-metallic Sheathed Cable— 
Corrosive Resistant). Such dual approva! makes Rome FlexAll 
the inventory-saving choice for branch and feeder circuit work. 

Rome FlexAll is recognized by the National Electrical Code for 
1953 for the following types of installation: 


Single Conductor 
Solid cement @ For branch or feeder circuits buried directly in earth when pro- 
block or tile vided with over-current protection. 


Multiple Conductor 
e@ For branch or feeder circuits buried directly in earth, as above. 
e For interior wiring, either exposed or concealed in dry, wet or 
corrosive locations. 
For installation within hollow spaces of outside or inside masonry 
block or tile walls. 
e For embedding in plaster or shallow chase in masonry, when 
suitably protected. 
Rome FlexAll, single conductor, has an integrally applied all- 
resistant Rome Synthinol, Type TW, thermoplastic insulation and 
sheath. Rome FlexAll, two and three conductor, is insulated with the 
same high quality compound, with individual conductors covered 
with an inorganic glass yarn wrap. Over the assembled conductors 
is an abrasion, moisture, rot- and flame-resistant Rome Synthinol 
thermoplastic sheath. 
If your wiring requirements involve direct burial in earth or the 
hazards of wet and corrosive conditions ...ask for Rome FlexAll. 








Cay ROME CABLE 
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It Costs Less to Buy the Best 
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COMING ANOTHER BIG 


ITZ 


FEATURING 


ADS+TV+DISPLAYS=$$$ FOR YOU! 


TV LIFE 


JANE FROMAN FULL PAGE 
SHOW ADVERTISEMENT 


March 4, 11, 18 March 8 
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GENERAL ELECTRIC 


PROMOTION | 


G-E WHITE LAMPS 


RE it comes again! General Electric’s big 

March “Blitz” Promotion on White lamp bulbs. 
Sales-packed advertising in LIFE, three weeks of the 
JANE FROMAN TV SHOW plus spot radio in key 
areas and effective display pieces will boom your 
bulb volume. 


General Electric White lamps . . . with the famous 
“Q” coat that softens shadows, reduces glare... are 
among the most popular bulbs for the home. They’re 
popular with retailers, too, because they bring in 5¢ 
more per sale than regular bulbs. 


‘BLITZ’? DOUBLES NORMAL 
60 AND 100-WATT VOLUME 


Actual sales records from previous years show that 
retailers who give proper store display to G-E White 
bulbs during the “Blitz” average double their nor- 
mal sales of 60 and 100-watt bulbs. 


During past White lamp promotions WHITE 
LAMPS ACTUALLY OUTSOLD REGULAR 


60 and 100-WATT BULBS...and SALES OF 
THE REGULAR LAMPS WERE MUCH HIGHER 
THAN NORMAL. 


Start taking orders now. Urge your customers to 
buy plenty of the fastest selling sizes . .. 60 and 100- 
watts. And get them to build mass displays so they'll 
get their share of extra sales. 





G-E WHITE BULBS ARE NOW IN A NEW PACKAGE 
THAT MAKES THEM EASIER TO SEE AND SELL 











GENERAL @® ELECTRIC 
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FASTER TURNOVER 
GREATER eS 








Exclusive self-holding feature saves time, 
eliminates fumbling and dropping, makes 
difficult installations easier .... makes 
Blackhawk SNAP-STRAPS easy to sell. 
Made of heavy gauge steel, zinc plated 
after fabrication. Wide range of sizes 


for rigid and thinwall conduit. 


Immediate Delivery From Stock to 
Electrical Wholesalers Only 


Write for Free Catalog 


SNAP IT ON HOLDS IN POSITION BLACKHAWK 
WHEN YOU BUY ASK FOR B-] HAS IT 
BLACKHAWK INDUSTRIES, DUBUQUE, IOWA 


kh Entrance Cable Fittings « Staples * Yard Lights « Sill Plates * Locknuts and Bushings « Wire Holders 

ac aw. Fluorescent Brackets « Cable and Conduit Straps « Connectors * Box Supports *« Conduit Entrance Caps 
Grounding Assemblies « Grounding Clamps « Bar Hangers « Fish Tape * Conduit Hangers *« Beam Clamps 

ndustries Machine Screws * Wood Screws « Tools 

is San Se adh yet OEY: 


meg, CR ee eee > aT —E 


mi 
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THE THREE CUTLER-HAMMER STARS y x & 


STAND FOR THREE NEW STANDARDS 


XC nstalls easier 


The cost of installing motor control today is 
usually much more than the cost of the control 
equipment, often two to three times as much. 
Thus this new control offers large savings. 


Look for the three silver stars on the famous 
Cutler-Hammer nameplate; they identify the 
new spectacular Cutler-Hammer 3x3x yx Motor 
Control. These three stars stand for three en- 
tirely new standards in motor control satisfac- 
tion and value. yx 1... Easier, faster, lower 
cost installation any electrician can readily 
prove. Y 2... Time-saving, trouble-saving, 
cost-cutting better performance which any test 
will confirm. ¥¢ 3...Amazingly longer life 
due to advanced engineering features anyone 
can understand. Compare it by features and 
by performance. You too will say it is the finest 
control you. know. CUTLER-HAMMER, Inc., 1327 
St. Paul Avenue, Milwaukee 1, Wisconsin. 


<\( Works better 


New adjustable overload protection lets motors 
work harder with fewer nuisance interruptions. 


Revises ail existing ideas of long trou sle-tree 
life in motor control. Cuts rate of wear to 
point that maintenance care and cost are vir- 
tually eliminated for 90% of all control uses. 


Order from your nearby 
Authorized Cutler-Hammer 
Distributor today. 


CUTLER-HAMMER % % % MOTOR CONTROL 
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General Purpose . . . one, two or 
three pole Dust Tight . . . one, two or three pole 


GROWING in usage 


all the time... 
... BECAUSE THESE CIRCUIT 
BREAKERS ARE HYDRAULIC-MAGNETIC oe 


(O) 5 Sie avn Gn that HEINEMANN Circuit Breakers are 


unaffected by ambient temperature is the greatest reason for 


Explosion-proof (Class |, Group D) 
. one, two or three pole 

















the growing demand. Time delay for starting inrush and 
momentary overloads is provided by a_ hydraulic-magnetic 
operating principle , eliminating thermal elements, thus also 
eliminating the need for de-rating to compensate for tempera 
ture change. HEINEMANN Circuit Breakers are unaffected by the 
ummer heat or winter cold by adjacent heating pipes or 
open windows 

No need for de-rating also, in effect, increases your power 


Safelet also available with pilot 
capacity because you can always carry the full safe rated load light ond receptacle 





of the wires 

All these enclosure types are available for the growing busi 
ness in the HEINEMANN Circuit Breaker line 

Send for literature. HEINEMANN ELectrRIC Co., | 152 Sige 


Street, Trenton 2, New Jersey 


don’t use heat... USE POWER 


§ Circuit Breaker 
d three pol 


100) ampere 


Indoor Service Center 





Temporary 
Service Unit 


Auxiliary Explosion-proof Housing Outdoor Service Equipment 
. one or two circuit breakers to 100 amperes 
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rOrgotife... FAN-MOBILE 


The 1954 Fan-Mobile features at- 
eary en cel mogral, lustrous 
t chrome 
very PAN HOUSING IS RE- 
MOVABLE FOR SEPARATE 
USE. New full 180° up or down 
tilt eens - . improved 
—?. adjustment ‘from 22” to 

Ideal for one room, ities 
apartment or small home. 3 
; rubber wheels; 16” blade. 

to offer real value. 


Ask your jobber or write for fully 
illustrated catalog to 
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WINDOW VENTILATORS 


Streamlined, shallow design that is 
unequalled in appearance .. . trim and 
modern .. . beautifully ‘finished in 
lustrous Ivory baked enamel. ELEC- 
TRICALLY REVERSIBLE —WITH 
TWO SPEEDS FOR BOTH EX- 
HAUST AND INTAKE ... to cool 
an entire small home or apartment. 
In 16-inch and 20-inch models at 
sales-making prices. 

Same handsome design available 
in 10-inch and one and two speed 
12-inch manually reversible models 
. . . also 20-inch standard (exhaust 
only) model. 


| 


CIRCULATOR om any Sloor 


LOW COST Handsome styling with rich Ma- 
mahogany finish combined with typical Air King 
quality and efficiency make this the easiest-to- 
sell Floor Circulator ever offered. 3 speeds. 

Safety design. Rubber mounted a 12-inch 


model at a price everyone can afford. 


DRI-AIRE Electric Dehumidifier 


Luxurious nellogany finish with sparklin 
Chrome grill, bumper strip and handles to look 
“at home”’ in any interior. Measures only 13” x 
18” x 20"; extremely quiet operation. Dehumid- 
ifies up to 10,000 cu. ft.; removes 2 to 3 gals. 
every 24 hours. Removable drawer type con- 
tainer. Equipped with non-marking rubber cov- 
ered casters. Economically priced for easier sales 
Automatic Timer optional and extra. Starts 
Dehumidifier once every 24 hours. . . operates 
it for the number of hours selected. 


3050 NORTH ROCKWELL ST. 
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Also listed by Underwriters’ Laboratories as 
TYPE NMC — NON-METALLIC SHEATHED CABLE 


Type UF Underground Feeder and Branch Circuit Cable is 
a new type first adopted in the 1953 National Electrical Code. 
It is recognized in single conductor construction, sizes +14 to #4 


A.W.G. inclusive and in two-conductor and three-conductor flat 
construction, sizes 14, 12 and 10 A.W.G. CRESCENT SYNTHOL 


TW thermoplastic compounds are used in insulation and jackets 
of these cables. 


Multiple Conductor Type UF Cables are also listed as Non- 
Metallic Sheathed Cable, Type NMC, and may be used for both 
exposed and concealed work in dry, moist, damp or corrosive 
locations and in masonry block walls. 





va —_ CRESCENT TYPE UF 6 UNDERGROUND FEEDER CABLE 


Type UF single and multi-conductor cable is designed to be used under- 
ground, including direct burial, on feeders or branch circuits, when provided 
with overcurrent protection not in excess of the rated capacity of the individual 
conductors. 





Send for Descriptive Bulletin 


CRESCENT 


WIRE & CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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Look for this label 
‘| when you buy fittings. 





CONDUIT PIPE PRODUCTS Co., 


‘PIPE COUPLINGS * PIPE NIPPLES + ELBOWS, RIGID & E.M.T. 
RUNNING THREAD ¢ GOOSENECKS * WALL PLATES A 
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“U.S.” has all 3 tapes to give you 4 -way profit! 


FRICTION, RUBBER and PLASTIC 


SECURITY® FRICTION TAPE 


For electrical and general purpose jobs. 
Your customers know it’s the strong, rub- 
bery, sticky tape that really grips and stays 
on. The fabric has unusually high tensile 
strength to handle tough jobs. Straight- 
tearing, non-ravelling. No pinholes to 
cause leaks. Rely on Security to turn over 
fast and bring profits. Available also in 
specification grade — U.S. Holdtite® — ex- 
ceeds A.S.T.M. specifications 














SECURITY RUBBER TAPE 
For all general electrical work. This unvul- 
canized rubber splicing compound has the 
necessary physical properties: tensile strength, 


elongation, tackiness, plus the dielectric * SECURITY 
strength needed for durable splices. It is easy I : ee ee 
to handle and will fuse into a solid mass with- 4 Runcorn TARE 
out heat or undue pressure. Available also in 
a specification grade—U.S. Holdtite—exceeds 
A.S.T.M. specifications. 





ROYALASTIC PLASTIC TAPE 


Does the work of both rubber and friction tape 
in many uses. Many electricians and mainte- 
nance men want a tape that makes a thin splice 
and keeps wiring neat and uncluttered. Royalastic 
is the answer. Complete mechanical and elec 
trical protection. High tensile strength and ex 
cellent resistance to abra- 

sion and to water, oils, 

acids, alkalies and corro- 

sive chemicals. Good 

stretch...clings tightly... 

strips cleanly. 


These U.S. Tapes sell speedily and bring 
profits all year. Check your stock. Order NOW! 


GORitcaese ATA TEES.,.8R.VS RBA COMPANY 


MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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Bureau of the Census. November-December projection is by this publication. Per cent change in 


sales is first ten months of 1953 from first ten months of 1952. 
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« *4 RWHN-|] 
*12 RWHN-1 
CCT 22 4 RWHN-|1 
CCT ®235C *T2 RWHN-1 
CCT *24-3 
CCT *24C 


it’s quality-controlled 
=e = © CONDUIT | 
that makes the difference here -+- 


CENLACO 


CENTRAL BLACK 


CENTRAL WHITE 


tilts te ceitiabes) aT 


SPANG-CHALFANT SPANG EMT 
Divi 


ion of The National Supply Company 
GENERAL SALES OFFICE 
PITTSBURGH 30 PA 
District Offices and Sales Repr 


in Principal Citic 
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FLECTRICAL GOODS WHOLESALERS Bi Sales Inventories 


(% Change) (% Change) 


F F F F 
OCTOBER 1953 = 2 Ff = €& 
. 1953 1952 1953 1952 


NEW ENGLAND 
Full-line 





+15 +10 
Wiring supplies and 
construction materials +10 39 


Appliances and specialties . 3 
MIDDLE ATLANTIC 


Full-line 





Wiring supplies and 
construction materials 


Appliances and specialties 
EAST NORTH CENTRAL 
Full-line 





Wiring supplies and 
construction materials 


Appliances and specialties 


WEST NORTH CENTRAL 





Full-line 


Wiring supplies and 
construction materials 


Appliances and specialties 
SOUTH ATLANTIC 
Full-line . 


Wiring supplies and 
construction materials . 





Appliances and specialties . . 


EAST SOUTH CENTRAL 
Full-line 


Wiring supplies and 
construction materials 





Appliances and specialties .. 


WEST SOUTH CENTRAL 


Full-line 





Wiring supplies and 
construction materials 


Appliances and specialties 
MOUNTAIN 


Full-line | +32 


Wiring supplies and 
construction materials 





Appliances and specialties 0 : +25 
PACIFIC 
Full-line + 9 + 





+20 


4 
Wiring supplies and Pa - 
construction materials +15 2 24 
9 


o. fae j . 1 
Appliances and specialties + § 70 
*10 months 1953 from 10 months 1952 Source: Bureau of the Census 
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stock your shelves 
with 


FAST TURNOVER ITEMS! HERE’S WHY: 


° easier installation 
e longer service life 
e lower costs 


The new WEAVER Service Entrance Heads 
have an all-purpose connector clamp 
built-in. The same head fits EMT or 

rigid conduit without extra fittings. 


WEAVER Ground Rods are copper armored 
from tip to tip... pole bottom plates 

have 25% more copper area than 
provided by others. 


WEAVER Ground Clamps are cast of bronze 
...can't rust or corrode. The swinging 

top cuts installation time. Priced lower 

than other leading clamps! 


WEAVER Heavy Duty Connectors are built 
of high strength electro-bronze. They 

give you high pressure connections that 
can’t vibrate loose. Easy to install and 
tape. Priced far lower than split-bolt 
connectors... you save up to 30% 

on larger sizes! 


These user advantages make Weaver 


products profitable for you! Write for your 


complete line catalog today. 


J.A. WEAVER 


HOT LINE 
_ CLAMP 





BONDED COPPER 
GROUND ROD 


JUMPER CLAMP 





POLE BOTTOM 
GROUND PLATE 


GROUND 
ROD 





—_ 
(fi 
7 UL . 


~ 


HEAVY DUTY 
CONNECTORS 


UU LL 
SeeetOatiCnieberay 


GROUND CLAMP 


TELEPHONE CEntral 0881 
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Wholesale Price Index for 62 Electrical Products 


Product (1947-49—100) Nov. 1953 Oct. 1953 Nov. 1952 


Copper Wire, bare. Unit: pound 132.8 132.8 123.2 
Building Wire, type R. Unit: M feet 96.4 107.2 125.8 
Non-metallic Sheathed Cable. Unit: M feet 81.9 96.3 112.8 
Varnished Cambric Cable. Unit: M feet 145.4 145.4 140.0 
Flexible Cord, type SJ. Unit: M feet 129.2 129.2 120.2 





Lighting Panelboard, fuse type. Unit: each ..... 115.4 115.4 114.1 
Lighting Panelboard, circuit breaker type. Unit: each 122.4 122.4 118.4 
Safety Switch, 2 pole, type A, 250 volts. Unit: each 145.7 145.7 132.9 
Safety Swith, 3 pole, type C, 575 volts. Unit: each 139.2 139.2 133.0 
Air circuit breaker 250 volts. Unit: each 142.3 142.3 129.3 
Power Panel, fuse type, 250 volts. Unit: each 122.0 122.0 140.0 
Power Panel, circuit breaker type. Unit: each 126.8 126.8 122.3 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch. Unit: each 145.0 145.0 133.1 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each , 136.6 136.6 131.4 
Motor Control, a.c., 50 hp., 440 volts. Unit: each 141.1 141.1 126.9 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 137.3 137.3 131.8 
Motor Control, d.c., 10 hp., 239 volts. Unit: each . 152.4 152.4 138.5 
Renewable Cartridge Fuse, 250 volts. Unit: each F 110.4 110.4 
Non-renewable Cartridge Fuse, 600 volts. Unit: each d 115.6 115.6 
Plug Fuse, 125 volts, non-renewable. Unit: each . 101.1 101.1 


Motor, d.c., 1/6 hp., 115 volts. Unit: each . : . 141.4 136.3 
Motor, a.c., '/4 hp., 110-115 volts. Unit: each .. 4 111.8 107.0 
Motor, a.c., '/2 hp., 220-440 volts. Unit: each . 118.3 117.0 
Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each , 122.7 121.3 
—. a.c., polyphase, induction, 3 hp., ball bearing. Unit: each . 129.6 126.5 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: each 129.1 122.4 
Motor, a.c., Reap induction, 10 7" ball we Unit: each . 135.0 126.1 
Motor, d.c., 5 hp. Unit: each ...... : mee? ; 140.1 135.2 


Fan, under 12 inches. Unit: each ’ 111.4 108.3 
Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit: each . 143.6 135.0 


Drill, production line, /4 in. Unit: each j 112.0 112.0 
Drill, production line, '/2 in. Unit: each fi cen ane F 107.0 105.6 
Saw, production line, 6-8 in. Unit: each ......... t 103.7 103.7 
Pliers, 6-in., long nose. Unit: each .......... i 164.1 150.0 


Lamp, 60-watt, 110, 115, 120 or 125 volts. Inside frosted. Unit: each : 136.9 117.9 


Distribution Transformer, 15 kva. Unit: each t 130.5 121.3 
Distribution Transformer, 45-50 kva. Unit: each . 125.5 116.5 
Dry Type Transformer, 15 kva. Unit: each . / 122.8 121.3 


Dry Cell Battery, flashlight, type D. Unit: each , 149.3 124.4 
Dry Cell Battery, portable radio "B" pack, 67!/2 volts. Unit: eoch . 108.0 104.4 
Dry Cell Battery, general purpose, No. 6 type !'/2 volts. Unit: each ‘ 140.1 124.9 


Voltmeter, portable type, 3!/2-6!/2 inches. 0-300 volts. Unit: each 142.5 133.6 
Ammeter, portable type, 4-6!/2 inches. Unit: each ..... 129.7 124.4 
Watt-meter, for instrument transformer, 110-150 volts. Unit: each 126.9 117.6 


Toaster, automatic, “pop up.” Unit: each .. 106.8 102.2 
Iron, under 4 pounds. Unit: each t 108.2 102.7 


Cooking range, standard size. Unit: each ; 101.2 101.1 
Washing Machine, non-automatic, wringer type. Unit: each . 106.5 107.1 
Washing Machine, automatic. Unit: each ... . 104.1 106.2 
lroner, table model. Unit: each ......... 112.9 112.9 118.7 
lroner, portable mode!. Unit: each . ra 100.5 100.5 102.7 
Vacuum Cleaner, upright. Unit: each . 107.1 107.1 104.8 
Vacuum Cleaner, tank. Unit: each .. 110.5 110.5 108.2 
Refrigerator, capacity 7.4-9.4 cubic feet and over. Unit: each 106.1 106.1 104.5 
Home Freezer Chest, 8-12.4 cubic feet. Unit: each 109.7 109.7 

Water Heater, 52 gallon storage tank, 230 volt a.c. Unit: each 112.2 112.2 


Radio, table model. Unit: each 88.2 90.9 
Radio, console model, radio-phonograph combination. Unit: each 97.8 97.8 
Radio, portable model. Unit: each .. 93.8 93.8 
Television, console model. Unit: each : ; 73.5 73.5 
Radio-television-phonograph combination. Unit: each 74.5 74.5 
Television, table model. Unit: each .......... 76.5 76.5 


Source: Bureau of Labor Statistics 
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Durasheath: all-purpose power cable 


In heavily industrialized areas, util- you need stock only one cable type. for such uses as Type USE cable 

ities can cut their installation and * * * for underground service entrance. 

maintenance costs with light, tough As one of several types of ANACONDA Anaconda Wire & Cable Company, 

DURASHEATH*. This flexible, easily | power cables, puRASHEATH is avail- 25 Broadway, Neu York 4 . Y. 

handled cable may be run buried able in all sizes, single or multi- 

in the earth, in ducts or overhead conductor, copper or aluminum, pe DAY 

(or in any combination) without from 600 to 15,000 volts. It is thor- 

needless, time-consuming jointing. oughly dependable for industrial Primary and secondary distribution cables 

Its light weight and flexibility make _ plants, railroads, series or multiple * building, machine tool, control and com- 
> ; : , : ' munication wire + portable cords and 

duct pulling fast even in zero _ street lighting, traffic control, and 4). . beo-drop cables + apparatus 

weather. Aerial assemblies go faster. airportt lighting, residential pri- cables * copper, aluminum, copperweld 

Linemen like to work with it. And maries and secondaries, as well as conductors « wire and cable accessories. 


twhen ordered to CAA Specifications L-824 


TIMES and 





TRENDS 


Coordination Brings Better Profits 


Coordination, brought about by a closer understanding 
between the various departments in an electrical whole- 
saling organization, will lead directly to improved service 
and better customer satisfaction. The result can be a 
greater profit for the wholesaler and everyone on the 
payroll. While the salesman, for example, is chiefly con- 
cerned with selling wiring supplies, lighting and appli- 
ances, he will do a better and more profitable job when 
he knows something about the operation and problems of 
the credit manager, warehouse boss, shipping staff and 
others. Similarly, better all around efficiency will result 
when the credit manager and other inside personnel 
realize what the outside salesmen are up against. 

Too often, though, a wholesaler spends a considerable 
amount of time and money breaking in a new salesman, 
only to confine that educational period to the teaching 
of detailed sales pointers and no more. During this pre- 
liminary schooling, the future salesman learns about 
materials, style numbers, lists, discounts, and deliveries 
from suppliers. 


e There’s More To Training—This phase of the train- 
ing is of first importance to be sure, but it is only part 
of a really effective and complete training program. To 
develop a close-knit, hard-hitting outfit, a smooth opera- 
tion must be established by familiarizing each salesman, 
as well as other members of the company, with the activ- 
ities of departments other than his own. 

Since the salesman is the personal representative of 
his company, his commitments to the customer are usually 
the responsibility of the employer. His activities repre- 
sent loss or gain to the sales manager. Therefore, within 
the reservations of good business and common sense, the 
sales manager should take these men into his confidence. 

Also, hard-won customers can be lost because a specific 
policy for the inside staff wa. not sufficiently developed. 
The lack of set procedure, of designation of authority, 
of a definite outline of responsibilities, and of an in- 
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sistence by management on the fulfilment of regulations 
can result in dissension, poor morale, and eventual loss 
of business. It is imperative, therefore, that standards be 
drawn outlining comprehensively the aims of manage- 
ment. 


e Plan A Program—aAn effective way lies in consistent 
educational meetings, addressed by department heads 
These should cover operating costs, reasons for credit 
requirements, explanation of stock conditions, methods 
of handling shipments, and knowledge of compensation 
policies. Intelligently carried out, these meetings will not 
only explain why the credit manager has to be tough 
occasionally; why they should watch expenses; why de- 
liveries are delayed, but the meetings will also develop 
a spirit of participation, rather than just being so many 
individual employees. 


e Coordination Pays Off—The inside force, too, once 
it understands that the very heart of the business beats 
in tempo with the measure of its cooperation, will almost 
unconsciously smooth out the small difficulties which are 
sometimes present. Members of the staff will realize that 
their income, as well as management’s, is entirely de- 
pendent on the difference between the buying and selling 
price, and that this income is dependent on satisfied cus- 
tomers. Thus, an effective and efficient internal organi- 
zation is needed to hold these customers. Without it the 
wholesale firm loses, regardless of the sales force or dollar 
volume. 

Better service to the customer, brought about by com- 
plete coordination of all departments, will build a prefer- 
ence for this company over its competitors. Therefore, 
the wholesaler, who takes the time to acquaint each de- 
partment of his organization with the other, gains many 
advantages. Salaries alone cannot give him a coordinated 
and profit-making business. It requires some serious plan 
ning by an alert management. 


Bao heegen 


EDITOR 





Rigid testing of 
Explosion- Proof CONDULETS 


assures safety 
and long 
dependable service 


Crouse-Hinds extensive 
laboratories and modern 
manufacturing combine to 
give you top quality 


Laboratory testing is one of the key operations 
in the production of electrical equipment of the 
highest quality. Crouse-Hinds laboratories are 
equipped with the latest scientific instruments and 
staffed with expert technicians. 

Products are constantly tested to make sure that 
they are being made to withstand field conditions. 
New devices are tested to predetermine their meet- 
ing or surpassing the requirements of Underwriters’ 
Laboratories. 

The photographs at the right show three of the 
many testing operations that are done in the Electri- 
cal Laboratory. It is equipped with apparatus for 
making both alternating and direct current tests, 
heat tests, pressure tests and many others. 


Close cooperation between Crouse-Hinds labo- 
ratories and manufacturing departments is one of 
the reasons why Condulets have been the “Standard 
of Quality” for nearly fifty years. 


Specify CONDULETS on every job. They’re 
made right ... to serve you better... and last longer. 


When quality counts 
+++ you can count on Condulets 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


Conese: Birmingham — Boston — Buffalo — Chicago Pay nm ~ Cleveland — Dallas — Denver 
Detroit — Houston — Indianapolis — Kansas City — Los Angeles — Milwaukee — New Orleans 
New York  Philodelphio Pittsburgh — Portland. Ore — San Francisco — Seattle — $t Louis — St Paul 
Tulsa — Washington RESIDENT REPRESENTATIVES ey Auante — Baltimore — 
Corpus Christi — Reading. Pa — Richmond Va — Shreveport 
Crouse-Hinds Company of Caneda Lid. Toroata Ont 


A 
Nationwide 


\ First in the field | * COMDULETS a eeion 
- j rough Elect 
STA RD) = are made ony by \(istinstor 


woah CROUSE-HIMDS 


Probing for maximum exterior operating tempera- 
ture on a Type EVA Explosion-Proof Lighting 
Fixture using a multiple point recording potentiome- 
ter. 


pre ag em 


1. RRO Me 


Adjusting carburetors and flow meters to create a 
predetermined explosive mixture within an ex- 
plosion-proof Condulet for an explosion test. 





Photographing the pressure wave in the Oscillo- 
scope to determine the maximum explosion pressure 
within an explosion-proof Condulet that is behind-- 
the concrete wall. 


me), 19) 9) ea SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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Washington 
STRAWS 


PROTECTION OR FREE TRADE e Electrical manufacturers are finding that foreign compe- 
tition is growing. Anti-protectionist group can see no reason for sidestepping the 
competition. 

The National Electrical Manufacturers Assn. has entered the fight over the US. 
foreign trade policy. It did this by disclosing the results of a trade study made for it 
by the National Industrial Conference Board. 

NEMA has submitted the study to the Randall Commission (the group set up by 
President Eisenhower to study U.S. foreign economic policy) without recommendations, 
it says. No decision has yet been made on whether NEMA will take a position on the 
tariffs as an organization. There is evidence, though, that individual members plan to 
do so. Westinghouse, for example, will soon release an interpretation of the NICB 
findings by Prof. O. Glenn Saxon of Yale University. Saxon holds that any further 
general reduction of the United States tariffs would be disastrous. 

The Committee for a National Trade Policy, a U.S. anti-protectionist group, is 
starting to throw its weight around in the tariff fight. The committee is not out for 
free trade or a sudden drastic cut in U.S. tariffs. But it does take a firm stand for a new 
US. tariff policy that would be based on “an assessment of the total national interest.” 

Some of the changes that the committee believes are necessary are: (1) removal of 
the “escape clause” and the “peril point” provisions from the reciprocal trade agreement 
act, (2) further simplification of customs procedures, and progressive removal of 
discriminatory provisions from “buy American” legislation, (3) provision for federal 
assistance to American enterprises, employees, and communities that might be hurt 
by tariff cuts. 


FEDERA'. TRADE DECISIONS e The “rule of reason” is showing up in federal trade deci- 
sions—a break for businessmen. The idea is to take a less doctrinaire view in deciding 
whether a company is violating the law. For instance, the FTC of the Democrats could 
find a company’s practices injured competition if it had a certain percentage of the 
market. Now, in cases coming up, evidence of injury to competition must be found 
before such practices as exclusive dealing contracts, advertising discounts, mergers, etc., 
can be found illegal. 


HOUSING e Suggestions from the Cole Advisory Committee that the Federal National 
Mortgage Association be abolished will get solid Democratic opposition. Instead, 
Democrats will seek new money for Fanny Mae to buy housing mortgages. Without 
new authority, they say, housing starts will drop as low as 500-thousand, under last 
year’s million-plus. 


Continued 
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LABOR e Taft-Hartley revision, as it is shaping up in the White House, is going to be too 
liberal for most Republicans. Democratic senators figure they will “save” labor from 
drastic restrictions voted by the House. Upshot probably. will be no new law at all 
And on minimum wage the Democrats think they can increase Eisenhower's offer of 
85-90 cents. 


FAST AMORTIZATION e¢ Faster amortization of new machinery, equipment, and buildings 
is the administration’s key proposal for keeping employment and prosperity high. In 
general, the idea is to let you step up the deductions you can take on your capital 
equipment. The proposal at the outset is to allow you to write off two-thirds of the 
cost in the first five years of the life of the property. The figures may change before 
they are written into law. 

This added inducement is being counted on by the top Eisenhower strategists on 
the business outlook to give the economy what it needs to keep up the already high 
tate of investment in new plant and equipment. 

Democratic powers in Congress are fighting this theory. Senator Paul Douglas, a 
top economist himself, argues that the way to keep off a recession now is to hand out 
more tax Cuts to consumers. He and other Democrats will argue loud and long that 
consumer spending, not business spending in plant and equipment, is what needs 
boosting to keep the business slide from growing. 


FEDERAL. POWER e The year 1953 has been a vastly significant one from the standpoint 
of shifts in federal power policy. Not since 1933 has there been such a clearly-defined 
break with the past in administration thinking on electrical power matters. That year 
witnessed creation of the Tennessee Valley Authority, which signalled an era of federal 
and public power expansion. 

Many of the attitudes formed and policies established during those 20 years will 
probably be with us for decades to come. Certainly some of the vast federal power 
projects built during that era will stand as a reminder for a century or more. 

In nearly every section of the country, organizations are springing up to oppose or 
cope with new federal power policy. Announced support and aims of these organizations 
make rather impressive reading and might give pause to any administration official 
trying to weigh the political impact of these new groups. 

In the Pacific Northwest it is the National Hells Canyon Association which was 
formed to fight for a high federal dam on the Snake River after Interior Department 
stepped out as a special pleader. 

In the Missouri River basin it is the Missouri Basin Electric Consumers Association 
set up to fight the new federal power marketing criteria announced by the Bureau of 
Reclamation. 

In the Southwest it is the Southwest Power Cooperative organized to improve power 
supply for co-ops after Congress declined to provide funds for a huge federally oper- 
ated system in that area. 

In the Southeast it is the Citizens for Tennessee Valley Authority, organized to gain 
further federal investment in TVA. 

In Denver, National Farmers Union attempted to add still another name to the list 
with its National Electric Consumers Conference. Part of the idea was to get a large 
block of the opposition under one nationwide banner. 

Job of administration officials trying to weigh the political effects of the present 
power controversy is to determine how much fire is behind all the belching smoke. 


(Washington, D.C—January 5, 1954) 
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Annual Outlook and Review 








Percentages indicated are the medians 


Midwest 


How Wholesalers See Over-all Sales for 1954 








1. Outlook for Sales 


most buoyant region last year, is the 


HE nation’s electrical wholesalers 
go into 1954 with a sort of fingers 
crossed optimism. Most see a strong 

possibility of sales increasing slightly 

1953. Only a 


relative few think the predicted “roll- 


or at least matching 


ing readjustment” of the economy is 
going to flatten their sales in a big 
way. But a big majority expect oper- 
ating costs to go up again this year, 
adding more strength to the squeeze 
on profits 

Briefly, that sums up some of the 
findings of ELECTRICAL W/HOLESAI 
[NG's annual survey on how whole 
salers see sales and costs for the new 
year. (Last year distributors saw over 
all sales rising 3 per cent—a conserva- 
considering that 
through October 1953 were actually 


tive outlook sales 


tional outlook is for a 1 


regional differences 


reau of Census. ) 
e Ups and Downs—Though the na 


per cent 


The 


up 8 per cent, according to the Bu 


in 


crease in over-all sales, there are some 
South, the 








What's in This Section 


The 12-page Annual Outlook and 
Review section is in three parts: 
1. Outlook for Sales—how whole- 
salers see sales and costs for 
1954; 2. Outlook for Markets—an 
analysis of the ‘54 prospects for 
five basic markets; 3. Review for 
Regions—a review of electrical 
distributors’ sales, by regions, 
during first 10 months of 1953. 








bluest about prospects this year. A 


majority of 54.5 per cent of the area's 
wholesalers pr lled expect sales to drop; 
gain; 9.1 
1954 


per cent 
The 


a 5 per 


i per cent sec 
forecast no change from 
estimates 


Midwest and 


thei 
Northeast 


expect sales to go up 


median of 

cent aip The 

Far West all 
see map above 

e Product Picture 
look like the hottest product for 1954 


Lighting fixtures 


The national outlook is for a 5 per 
cent gain in sales. Fans and ventilating 
equipment rank second, with an anti 
The outlook 


motors and motor controls, 


cipated rise of 4 per cent 


for others 


ip 2 per cent; wiring supplies, up 2 
per cent; electric housewares, up 1 per 


cent; powe! tools, no change. 


Turn page for complete picture of the outlook for sales and costs 


January, 1954—ELECTRICAL WHOLESALING 35 





How Wholesalers See 


Product Sales 


And Costs for 1954 
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Fan and Ventilating Equipment 
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Electric Houseware Sales 
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Power Tool Sales 


45.5 








Operating Costs 
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2. Outlook 
for Markets 


Industrial Construction 


LIGHTLY trimmed of some excess 
defense fat but still at its best 

fighting poundage—that’s what the in- 
dustrial market will look like in 1954. 
Over-all industrial investment will be 
down about 8 per cent; construction- 
wise, capital outlay for new plant and 
equipment in 1954 will be nearly $27 
billion—a decline of about 4 per cent 
from 1953. 

Electrically speaking, the market 
will look as good, if not better, than 
it did in 1953. Electric power genera- 
tion will outdo its record 1953 output 
of 441.5 billion kilowatt hours, which 
incidentally was 11 per cent higher 
than 1952’s output. 

Industry wili make greater use of 
that power as it adapts more electrical 
equipment for economical, efficient 
production growth. 

As in the other sectors of the con- 
struction trade, the electrical share of 
the building dollar will gain tremen- 
dously. Here’s a roundup of the rea- 
sons why: 

e Advancing utilization standards 
will require more electrical work per 
unit of building area. 

@ Industrial lighting requirements 
will make large-scale gains with re- 
sulting gains in component systems. 

e Industrial power loads will con- 
tinue to increase in hp. per unit area 
for process and material handling. 

e Industry adoption of economical, 
space saving electric heat will con- 
tinue to spread. 

e Industrial control will become 
more automatic involving elaborate 
electronic equipment and related elec- 


It's still a heavyweight 


trical components. “Automation” will 
surge in 1954. 

e New capacity needs will require 
more adequate s.rvice, new wiring 
systems and extensive rewiring in pres- 
ent plants. 

e Growing complexity and extent 
of electrical systems will create an 
expanding market for expert quality 
maintenance and repair services. 

All these factors add up to a healthy 

10 per cent increase in the electrical 
share of the industrial building dollar 
in 1954. The amount of industrial 
electrical work will be about $300 
million. 
e Roll With Punch—Industries as 
a group will go through their own 
form of “rolling readjustment” when 
it comes to expenditures for new plant 
and equipment. Some will rise; some 
will decline. A few examples: auto- 
mobiles and electrical machinery will 
invest 15 and 10 per cent more, re- 
spectively. On the down side, steel, 
chemicals and textiles will dip 24, 14 
and 12 per cent, respectively. 

More specifically, cuts in plant and 
equipment will be felt chiefly in heavy 
industries that have almost attained 
their defense goals. Their outlook 
seems to be, “1954 will be a good 
year but not as good as 1953—the 
super-boom year”. 

Increased outlay by electrical ma- 
chinery manufacturers, on the other 
hand, indicates their continuing ex- 
pansion of capacity to meet surging 
vital needs for the growth products— 
handled by the electrical distributor. 
These items will be more in demand 


as labor- and production cost-con- 
scious industry seeks more efficient, 
economical methods of manufacture. 
Though the truly automatic factory is 
still years away, the trend to industrial 
use of electricity and all its compo- 
nents stronger in 1954, 
providing new selling opportunities 
for the electrical distributor and his 


will grow 


salesmen. 

As for construction itself, the sta- 

bilizing factor in 1954 will be a sub- 
stantial backlog of $11.1 billion—big 
enough to support the present con- 
struction rate for about 7 years. 
e Stiffer Competition—Actual phys- 
ical volume in 1954 may far outstrip 
total dollar volume. Here’s why: a 
growing number of contractors from 
other segments of the trade have en- 
tered the industrial building field 
(EW—Sept. 53, p.84). Competition 
will be rough, bids lower. Industry 
is in a better position to demand 
more for its money—and it will. 

Incidentally, industry will have still 
more spending money in 1954 as a 
result of the automatic reduction of 
the excess profits tax to 52 per cent. 
The windfall for corporations may 
total as much as $3 billion with a 
further cut of 2 per cent in the works 
for early in 1954. 

With no sign of any sharp cut-back 
in expansion outlays and the financial 
cushion of greater electrical equip- 
ment needs, 1954 will be a fair in- 
dustrial construction year for the 
electrical wholesaler, if he and his 
electrical contractors help to keep in- 
dustry an electrical heavyweight. 
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IGHTENING the building pic- 

ture for 1954, commercial construc- 
tion will easily sustain its current 
boom. It will go up at least 10 per 
cent and could offset moderate de- 
clines expected in other types of con- 
struction. 

More important to the electrical dis- 
tributor and his salesmen, the elec- 
trical share of the 1954 building 
dollar will rise an estimated 10 per 
cent due to: 

e Increased acceptance of higher 
lighting standards. 

e Growing complexity of electrical 
systems and their maintenance. 

e Greater over-all use of electricity 
in offices, stores, etc. 

e Wide adoption of air condition- 
ing, creating heavier loads. 

Extensive remodeling, alteration and 
reconditioning of existing commercial 
structures will also bolster the poten- 
tial electrical work share. Hard-hitting 
national and local industry-wide pro- 
motions will create new selling op- 
portunities for adequate wiring (EW 
—Oct. 53, p 69) and lighting mod- 
ernization (EW—Sept. '53, p. 68) in 
the renovation market. 

e Stabilizer—The controls-free com- 
mercial building upswing, catching up 
on long delayed plans, could provide 
a healthy stabilizing influence in the 
1954 construction year. What's more, 
the possibility of a sudden, serious 
dip in commercial building is remote. 
The reason: a tremendous backlog 
estimated at $11 billion. About 50 per 
cent of that backlog represents ware- 
houses, office buildings and lofts; 20 
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Commercial Construction 


It's putting on a lot of weight in 1954 


per cent is for lighter unit construc- 
tion—stores, restaurants, Both 
categories, incidentally, as of Novem- 
ber, 1953, exceeded the November, 
1952 figure by more than two-thirds 

The commercial surge, though even- 

ly spread across the nation, will be felt 
most in and near the larger cities. Large 
office buildings will be clustered par- 
ticularly in the Northeast and South. 
This type of construction has shown 
signs of building up to the record 
highs reached in the ‘20's. Right now 
the volume equals about one-half the 
1929 figure. It’s on the upgrade in 
Chicago, Denver, San Francisco, Hous- 
ton, Dallas, Atlanta, Boston, New 
York, Philadelphia, Baltimore and 
Syracuse. 
e They Add Up — Decentralization 
of population in urban areas has 
fostered decentralizing of commercial 
structures of all kinds. There is a 
vital, growing need for smaller office 
buildings which in the aggregate will 
account for a great deal of new con- 
struction in 1954. 

What's more, near cities like New 
York, Chicago, etc., giant enterprises 
are erecting office buildings in out- 
lying areas. Another factor stimulating 
office building construction has been 
the sharply rising increase in clerical 
employment, estimated at over 50 per 
cent since 1940 — evidence of our 
continually growing economy. 

Construction expenditures for new 
stores and restaurants will continue to 
climb as newly built retail facilities 
try to catch up with the last five 
years record urban residential con- 


etc. 


struction. Many state and local gov- 
ernments will initiate construction of 
additional administrative buildings, 
schools and hospitals previously de- 
ferred. Hospital building, held back 
for fund raising, will rise substantially 
to offset its 1953 drop of 20 per cent. 
Schools will gain on 1953's 22 per 
cent rise, opening a big market for 
lighting replacement of intolerably 
low and obsolete standards in existing 
educational facilities. 

The nation’s churches will continue 
the extensive new construction and 
remodeling which amounted to ap- 
proximately $500 million in 1953 
Their programs are continuing, long- 
run propositions with full impetus to 
be gained in the next few years (EW 
—Oct. ’53, p. 86). 
© Counter-balance — Continuing its 
surge, commercial building's dollar 
volume for 1954 will total an esti- 
mated $1,350 million. The electrical 
share of this volume will rise from 
$325 million in 1953 to about $358 
million in 1954. The boom, resulting 
from initiation of long postponed and 
controls-stymied building and mod- 
ernization programs, can provide the 
construction industry with the counter- 
balance for its own “rolling readjust- 
ment,” nullifying the slight declines 
predicted in residential and industrial 
building. 

Electrical wholesalers who sell their 
electrical contractors on upping their 
shares of the commercial building 
dollar will gain a profitable foothold 
in 1954’s hottest construction market, 
and it’s getting hotter 





Residential Construction 


It's losing pounds, but gaining electrical dollar proteins" 


HOUGH residential construction 
seems headed for a drop in 1954— 

about 10 per cent—the electrical 
share of the residential building dollar 
will continue to grow rapidly away 
from the traditional proportions. The 
reasons: larger houses, more appli- 
ances, wide demand for air condition- 
ing, higher home lighting standards, 
and resulting increased loads requiring 
more intricate electrical systems. Elec- 
trical modernization of existing homes 
will also increase concurrently with 
the expected increase in “fix it” re- 
pairs, which now account for more 
than one-third of all residential build- 
ing expenditures. 

What's more, the electrical industry 
—manufacturers, wholesalers, contrac- 
tors and utilities—plan to widen the 
electrical-building dollar ratio by force- 
ful, national and local promotion bids 
for greater acceptance of 
electrical living, adequate wiring (EW 
—Oct. 53, p. 69) and residential light- 
ing modernization and light condition- 
ing (EW—Dec. '53, p. 52). 

New trends in selling residential 
lighting through the electrical contrac- 
tor (EW—Sept. 53, p. 86) and for 
the contractor (EW—Nov 
86) will stimulate the electrical 
dollar climb even more, and should 
provide electrical wholesalers, particu- 
larly, with a cushion against the ex- 
pected decline of housing starts from 
about 1,075,000 units in 1953 to ap- 
proximately 925,000 units in 1954. 
Dollar volume should dip from $11.3 
billion in 1953 to about $10 billion 
in 1954. 


consumer 


"35," Dp. 


40 


¢ Boom Continues — Despite the 
moderate decline to come in 1954, 
home building is still booming. Pres- 
sures of population growth, the desire 
for better conditions and all 
the other factors that built and sus- 
tained the postwar housing boom will 
felt, though less 


living 


continue to be 
strongly 

One influential 
that may force the expected 925,000 
figure up to a million housing starts is 
government the 
program advocated by the President's 
advisory committee on housing pro- 


potentially factor 


underwriting via 


grams and policies. Spelled out, the 
plan calls for 

e Easier terms for FHA-insured 
financing of new homes—raising loan 
ceilings, lengthening amortization to a 
30-year maximum, cutting down pay- 
ments 

e Equal FHA terms for old houses, 
raising eligibility to 95 per cent of 
value as with new houses. 

e More liberal loans for moderni- 
zation and repairs. 

e Encouragement of apartment 
house and cooperative housing con- 
struction by higher loan ceilings. 

e Low cost home down payments 
as low as 5 per cent and maturity pay- 
offs years for FHA- 
insured mortgages. 

e Replacement of the Federal Na- 
tional Mortgage Association with a 
privately financed corporation that 
would buy government-backed mort- 
gages from lending institutions. 

e Homes Are Key — The govern- 
ment apparently is determined not to 


as long as 40 
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let housing starts slip down too greatly 
from the million-unit mark that has 
characterized the trade for the past 
five years other related 
industries are involved to permit any 
unhealthy snow balling of a slump 
in residential construction. 

Residential been 
important to our economy and will 
continue to be even though the boom 
shows signs of easing. Declining in- 
comes, the 
from rural areas to cities, difficulties 
in resales and the decline in the for- 
mation of new families all will begin 
to affect the trade in 1954. People 
generally will be forced to remain in 
their present and 
that’s why the “fix-up” market will start 
te surge ahead. This trade, by its very 
nature, is tailor-made for electrical 
modernization, adequate wiring, air 
conditioning, appliances, new 
lighting, 2tc. 

By grabbing hold of this business, 
the wholesaler and his contractor cus- 
tomer can nullify or at least stave off 
the financial effects of any slight de- 
clines. This market may not rise 
enough in 1954 to completely offset 
the dip in housing starts, but it will 
help. 

e Greater Needs—Furthermore, an- 
other counter-balancing factor will be 
the trend to larger houses and the 
resultant more electrical 
equipment. These factors will prevent 
the residential building dollar volume 
—and its electrical share—from drop- 


Too many 


has 


construction 


slowdown in migration 


accommodations 


extra 


need for 


ping as far as the number of starts 
in 1954 and the next few years. 


1954 





ROM all indications, farmers will 

earn 5 to 7 per cent less in 1954 
than they did in 1953. The reasons 
production costs will continue to rise, 
prices to drop and foreign markets 
to dry up (EW—Oct. °53, p. 91). 
Nonetheless, farm income is still high 
by historical and it will 
stay relatively high as long as the 
economy remains generally 


standards, 


general 
healthy. 

In spite of widely publicized price 
skids and the “cattlemen’s 
to Washington, farmers had a fair 


caravan’ 


year in 1953. Gross farm income was 
estimated at $37.6 billion—third high- 
est on record and about the same as 
1952. 
highest on record, though about 7 


Net farm income was seventh 
per 
cent down from 1952, according to the 
Department of Agriculture 

Farmers with diversified crop pro- 
grams fared best in 1953, despite a 
sharp mid-year readjustment in prices 
from the highs reached in post-war 
years. 
e Well Provisioned — As 1954 be- 
gan, the rainy-day minded rural mar- 
ket was prepared for rough 
going. Farmers as a group have never 
been so well fortified with bank de- 
posits, U.S. Savings Bonds, real estate 
and livestock balanced against unusual- 
ly small debt. Nor were they ever as 
reluctant to get in over their heads 
with large scale borrowing. Non-real 
estate farm debt (excluding price sup- 
port loans), of which 42.5 per cent 
is owed to banks, was heading down 
at the end of 1953. This trend was in 
significant Contrast to its steady rise 


well 
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Rural Market 


The silo is full but the take is less 


in every year since the war. It was 
expected to fall from $8.3 billion in 
1952 to $7.2 billion by the end of 
1953. The “Now 
isn’t a good time to borrow.” 

At the same time farmers borrowed 
less to operate their farms, they were 
working harder to keep costs down. 


farmer's attitude 


Many took greater advantage of elec- 
tric power, investing in efficient time 
and labor saving electric “hired hands” 
at the other farm ma- 
chinery. Result: manufacturers of non- 
electric farm implements are affecting 
radical retooling and 


expense of 


extensive and 
modification of their products to keep 
pace with electric machinery tailored 
to beat the farmer's toughest problems 
Faced with the rising cost of a dwin- 
dling labor force and lower prices, 
America’s farmers are turning more 
frequently to electrical mechanization 
as the economical increase 
yield at lower costs (EW—July, °53, 
p. 94). 

The rural market 
trical machinery readily available for 
versatile, 24 hour-a-day specific serv 
ice — when and where 
Recent surveys show that three-fifths 
of farmers polled have purchased elec 
trical farm production equipment in 
the last five years. Economical 
sanitary milking of cows, milk filter- 
ing and cooling, irrigation, corn shell- 
ing, hay drying, barn cleaning, live 
stock feeding, etc., were just a few of 
the many tedious chores electric “hired 
hands” were slicing into and elimin- 
ating as expensive and time-consum 
ing. More important to the business 


way to 


has found elec- 


it's needed 


and 


minded farmer: this equipment was 
paying for itself within relatively short 
periods after purchase 

e Continued Aid — Right now the 
farmer's eyes are focused on Washing 
ton. Congressional attention has turned 
One of 
the first items on the 1954 legislative 


to him, and for good reason 


calendar will be the question of farm 
price supports. Later in the year, every 
House 


face the 


member of the and one-third 


of the Senate voters—many 


of them farmers. Indications are that 
farm prices will be pegged at 90 pet 


both 


sensitive to 


cent of parity. Members of 


parties in Congress are 


farmer's price fears and will act ac 


cordingly 
e Efficiency To Rise—What will the 
Inde- 


pendent-minded farmers don’t intend 


farmer do to improve his lot? 


to let their enormously raised living 


standard drop without a fight. Farm 


prices are expected to stabilize—at a 
lower level in 1954; some items 
or down with 
changing The 


farmer knows that the nation’s rapidly 


like cattle, moving up 


supply and demand 
- gaining 2! 


should help his 


increasing population 
million per 
outlook provided he can cut his costs 


year 


by increasing his yield 
Despite great gains in the use of 
the farmer is 


“hired hands”, 


beginning to see them as the 


electric 
just 
best ally in his fight to stay prosper 
Manufacturers, 
tors and dealers will push electrical 


ous utilities, contrac 


farm mechanization harder than ever 
in 1954 


What will you do? 





Retail Market 


Richer than ever but harder to sell 


INSUMERS have the wherewithal 

tO maintain retail business at or 
near its continuing record high peak— 
but they have to be sold. That's how 
it looked at the close of 1953. 

Savings and personal income have 
never been so high. And money in 
circulation was expected to reach a 
record $31 billion-plus by the end 
of 1953. Savings rose to an estimated 
$24 billion at the same time. Personal 
income reached an annual rate of over 
$287 billion by October 1953—about 
$1 billion higher than the preceding 
month and $10 billion more than a 
year before. 

In themselves these factors don’t 
mean a good year for your dealer 
customers, but they do underline the 
retail market's tremendous backlog of 
buying power. Consumers were not as 
easy to sell at the end of 1953. The 
mad rush to buy, evident in other 
years, was gone. In its place was a 
hesitancy to cut into prudently hus- 
banded savings. Families weren't cut- 
ting corners on the ordinary day-to-day 
needs and comforts, though. The buy- 
ing public spent as much as ever for 
these items but stepped back for a 
better look at the more expensive 
merchandise—major appliances, cars, 
homes, etc. Any major item that sliced 
heavily into savings fostered reconsid- 
eration, selectivity and a sell-me atti- 
tude in the consumer's mind. 

Widely publicized rises in unem- 
ployment and cuts in overtime-bal- 
looned work weeks, even though local 
and relatively limited, also had a 
dampening effect on consumer buying 
enthusiasm. Money that might have 
gone into down payments was chan- 
nelled into savings instead. Consumers 
didn’t borrow as heavily and consumer 
installment credit rose very little. On 
the other hand, repayment of debts 
rose more rapidly than the granting 
of new credit at the end of 1953. 

e Higher Incomes — Shedding fur- 
ther light on the potential retail mar- 
ket, a recent Department of Commerce 
report points out a substantial increase 
in the number of families with in- 
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comes of $4,000-and-more from 1944- 
50. In all classes below $4,000, the 
number decreased during the period; 
while in all classes above $4,000, the 
number increased. 

Another factor expected to brighten 
the consumer saving/spending power 
picture is the January 1st personal in- 
come tax cut—about 10 per cent. The 
government estimates that the cut will 
add an additional $3 billion to con- 
sumer income. 

There was little doubt at year-end 
that the consumer had the money and 
was willing to buy, but was harder 
to sell. One encouraging sign was the 
humming Christmas season retail 
trade. Business was brisk, running 
near the 1952 all-time record even in 
New York City where retail stores 
were temporarily deprived of a power- 
ful promotion medium by the 11-day 
newspaper strike. 

Among major appliances, washers 
and electric ranges made the greatest 
1953 gains percentage-wise. Room air 
conditioners hit an estimated 1 mil- 
lion units and television sets ap- 
proached the 7 million mark despite 
a growing wait-and-see attitude on 
color TV. Color sets, incidentally, 
won't be generally available until 1955 
and the first such sets are expected 
to cost from $700 to $1,000 each. 

e Road Ahead—As for 1954, con- 
sistently reliable surveys gave no in- 
dication of an impending shift from 
saving to spending, but they did point 
out that consumers believe now is as 
good a time to buy as any point in 
the past two years. They don’t feel 
as well off as in 1952 when they 
purchased more than $6 billion worth 
of appliances, radios and TV sets. And 
there’s no excessive long range opti- 
mism evident, but consumers are just 
as willing to buy. This feeling has 
been nourished partly by 1953's gen- 
eral leveling off of prices and the 
apparent halt of inflation. Appliance- 
radio-TV figures for 1953, based on 
the first nine months, pointed to a 
$6-7 billion mark for the year. Con- 
sensus of industry estimates indicate 


a total volume for 1954 of 5 to 10 
per cent less than 1953. 

e Promotion, Training — What's 
more, most manufacturers intend to 
launch big, forceful, fear-reaching sales 
and consumer promotional campaigns. 
Many are re-appraising the distrib- 
utor’s unique role in solving the acute 
problem of poorly trained retail sell- 
ing personnel. Their plans call for 
greater wholesaler support and inten- 
sification of product training and pres- 
entation for distributors’ salesmen. 

There will be some restriction in 

the number of retail dealerships, many 
due to the natural rising rate of appli- 
ance store failures caused by the gen- 
eral business readjustment and lack 
of sales know-how. As one manufac- 
turing executive put it,” “We're asking 
wholesalers to push harder than ever 
to get good veteran dealers who've 
been exposed to hard prewar selling 
and have good store locations.” 
e AW, Too—Another factor point- 
ing to an improved retail market will 
be the widespread industry adoption 
of national and local adequate wiring 
programs. Manufacturers, realizing the 
appliance sales-limiting potential of 
ancient and defective wiring and 
service will actively support adequate 
wiring promotions—but big. 

Since the war the American con- 
sumer has bought appliances and other 
durable goods at an astounding rate. 
Industry and economists wondered 
and worried every time there was a 
temporary slackening, but each time 
the trade bounced back-—stronger than 
ever. It can happen again. 
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How the Regions Shared Sales of Full-Line Electrical Wholesalers” 


Pacific 


Mountain 


West South Central 


*Based on sales for first 10 months 1953 compared with 1952 


West North Central 


East South Central 


East North Central 


Middle Atlantic 


South Atlantic 


Data: Bureau of the Census, Electrical Wholesaling 


3. Review for Regions 


N increase in sales of about 8 per 
cent over 1952 1953 the 
biggest dollar volume year in the 

history of the electrical wholesaling 
industry. The industry’s total take 
almost $5.7 billion. This compares 
with $5.55 billion for 1951, the sec- 
ond biggest year. 

As measured by  ELBCTRICAI 
WHOLESALING, business activity for 
full-line electrical wholesalers reached 
its peak for the year in July. The 
index hit 145 (1947-49—=100). Sep- 
tember was the second highest month 
with 


made 


143. For wiring supplies and 
construction materials distributors, the 
sales peaks were October (158) 
June (152) 

e Good Balance 


and 


Full-line whole- 
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salers maintained a good balance be 


tween sales and inventories through- 


out the year. At the end of. October, 


inventories stood at 148, sales at 133 


Although stocks were moving up 
slowly as the year ended, they were 
far below the high water mark of 185 
reached in July 1951. But inventories 
of wiring supplies and construction 
materials distributors were a different 
story. They did hit postwar highs. The 
index broke through 170 in March 
and remained in the middle and high 
170’s through October 

e All Regions Gain — Regionally, 
some long-term trends slowed up in 
1953. The surging South Atlantic and 
West South Central areas took a back 


seat in comparative gains for the first 


time in many years. It was not that 
these regions didn’t do better in 1953 
It was just that they didn’t do as well 
as other sections of the country (see 
map above). The bigger comparative 
gains of the northern and western 
mainly to 


The 


was the 


regions, however, served 


make up their 1952 losses only 


real sprinter in 1953 East 


South Central area. Its 11 per cent gain 
(as of the first 10 months) comes on 
top of a 7 per cent gain in 1952 
The West North Central area made 
a real comeback last year. Despite a 
farm income 


continuing decline in 


the region’s full-liners upped their 


t 


sales 9 per cent. Appliances and spe 


back 


22 per cent over 1952 


cialties wholesalers came even 


stronger 


Turn page for close look at regional records for 1953 
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New England 


Despite a slight downward industrial trend as a result 
of its retrenching textile business, New England's eco- 
nomic health remained good throughout 1953. The 
region's full-line electrical wholesalers accounted for 5.8 
per cent of total national sales—a drop of 0.1 per cent. 
But 1953 sales in the region were up 7 per cent, helping 
to offset the 9 per cent drop in 1952. Average monthly 
gross sales totaled $217,870—roughly $47 thousand below 
the national average monthly figure. The best sales month 
for New England's full-line distributors was September 
when a peak of $243,848 was reached. Strangely enough, 
it was preceded by the year’s sales low of $190,529 in 
August. Housing dropped slightly; new urban dwelling 
units authorized reached 25,918 as of September 1953. 
For the same nine-month period in 1953 the figure was 
26,289 units. Massachusetts was highest construction-wise 
with 14,799 units and a dollar valuation of $239,461,000. 
Government plans more defense spending in the region. 


Middle Atlantic 


Full-line electrical distributors in this high per capita 
income area upped their 1953 share of total national sales 
to 15.9 per cent—a gain of 0.1 per cent over 1952. 
Middle Atlantic region sales rose 8 per cent to aid in 
counterbalancing the 10 per cent drop in 1952. Average 
monthly gross sales amounted to $292,559 — approx- 
imately $25,000 above the national average monthly 
mark. Highest sales month in 1953 was September; the 
figure: $338,127. Low sales month for the region was 
May with $258,137. Sales by Middle Atlantic appliance 
wholesalers for the first ten months of 1953 showed an 
8 per cent gain over the same period in 1952. Wiring 
supplies and construction materials distributors registered 
a 2 per cent gain on the same ten-month basis. New 
urban dwelling units authorized up to September 1953 
hit 70,469—slightly off the same period 1952 total of 
71,731. New York led with 33,734 units; dollar valua- 
tion: $552,763,000. 


East North Central 


Resuming their pace-setting sales stride, East North Cen- 
tral full-line electrical wholesalers realized a 0.3 per cent 
greater share of total national sales. In 1953, the area 
accounted for 23.7 per cent of the country-wide total. 
Sales in the region were up 9 per cent, effectively erasing 
1952’s drop of 7 per cent below 1951. Average monthly 
gross sales totaled $323,559—almost $60,000 more than 
the national monthly average. Highest 1953 sales month 
was July with $348,292. From that peak, sales dipped 
to $277,774 in August, but climbed right back to $345,- 
084 in September. In the first ten months of 1953, sales 
of the region’s appliance and specialties wholesalers 
surged 17 per cent ahead of the same 1952 period. Wiring 
supplies and construction materials distributors showed a 
7 per cent gain. Housing was up. By September 1953, 
88,242 new urban dwelling were authorized compared to 
84,303 units for the same period in 1952. Illinois led the 
nation with 25,455 units valued at $497,654,000. 
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Sales of Full-Line 
Electrical Wholesalers 


First 10 months of 1953 
from first 10 months of 1952 


Mor Apr Moy June July Aug Sept Oct 





NO 
CHANGE 


Data: Bureay of the Census 
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West North Central 


On the way back up, the West North Central region's 
share of full-line electrical distributors’ sales in 1953 
rose from 8.2 per cent to 8.3 per cent. (The 1951 share 
was 8.9 per cent.) Despite a declining market for farm 
products, wholesalers’ sales in the region were up 9 per 
cent—a considerable improvement over 1952's 11 per 
cent drop from the previous year. Average monthly gross 
sales reached $243,559—abour $20,000 under the na- 
tional monthly average. January's sales were lowest, total 
ing $195,209. The peak month was June with a sales 
figure of $254,511. For the first ten months of 1953, 
sales of appliance and specialties wholesalers in the re 
gion zoomed up in the largest of all regional gains to 
22 per cent more than the same period in 1952. Wiring 
supplies and construction materials distributors gained 
per cent in sales. Housing slipped to 29,904 units by 
September 1953 from 1952's mark of 35,896 starts for 
the same date 


South Atlantic 


The South Atlantic’s boom slowed up somewhat in 1953 
The area’s share of the national total of full-line electrical 
wholesalers’ sales skidded from 1952’s 14.2 per cent to 
13.7 per cent. This was in spite of the fact that whole 
salers’ sales in the region actually climbed 4 per cent 
Attainment of defense goals and restricted federal ex 
pansion and construction are the main reasons for the 
slow-up. Average monthly gross sales amounted to $280, 
i09—roughly $15,000 over the national average monthly 
total. March was the best South Atlantic sales month; 
the average dollar volume per full-line firm was $296,016 
January was the lowest with $226,730. Sales of South 
Atlantic appliance and specialties wholesalers held even 
for the first ten months of 1953. Wiring supplies and 
construction materials distributors gained 14 per cent in 
sales during the same period. Housing declined from 
67,034 by September 1952 to 63,076. Florida led with 
22,175 units; dollar valuation: $283,655,000 


< Ss 


East South Central 


Industry continued to boom in this region but at a 
slightly lower rate as the year ended. Full-line electrical 
wholesalers accounted for 4.8 per cent of the total na- 
tional sales—a rise of 0.1 per cent over 1952. Sales in 
the region soared 11 per cent and, on top of the previous 
year’s gain of 7 per cent, the area's electrical wholesaling 
prospects are excellent. Average monthly gross sales 
totaled $225,889—about $35,000 below the national 
monthly average. The region's highest sales month was 
June with $273,769. August was lowest with sales of 
$183,759. East South Central appliance and specialties 
distributors held even in sales, as did the region’s wiring 
supplies and construction materials distributors. Housing 
was down; 18,665 new urban dwelling units were author- 
ized up to September 1953 compared with 26,407 units 
for the same period in 1952. Tennessee was first with 
6,148 units at a valuation of $82,632,000. Alabama was 
next with 5,676 dwellings at $70,413,000 





West South Central 


This region continued its tremendous industrial growth 
throughout 1953. Full-line electrical wholesalers’ 1953 
share of total national sales declined 0.2 per cent to 9.2 
per cent, but sales in the region were up 5 per cent over 
1952 when they rose 4 per cent from the previous year. 
Gross monthly sales of full-line distributors averaged 
$249,699 — approximately $16,000 off the national 
average. The highest sales month was June with $310,- 
234. The August figure—$214,771—was lowest for 1953 
Sales of West South Central appliance and specialty dis- 
tributors in the first ten months of 1953 were down 
1 per cent from the same period of 1952. Wiring sup- 
plies and construction materials wholesalers’ sales dropped 
2 per cent. Housing was off considerably; 54,104 new 
urban dwelling units were authorized up to September 
1953 as against 65,209 units in same period in 1952. 
Biggest builder was Texas with 37,486 units. Dollar 
value: $529,920,000. 


Mountain 


The Mountain region's full-line electrical distributors’ 
share of the total national sales rose 0.1 per cent to 3.6 
per cent for 1953 as the area continued to grow mili- 
tarily, industrially and commercially. Work on atomic 
energy installations continued in the area, bringing more 
population with it. Sales in the region jumped 12 per 
cent, climbing back after a 1952 drop of 5 per cent. 
Average monthly gross sales totaled $215,871. April's 
sales mark of $226,750 was highest for 1953. January, 
with $181,857, was lowest. Appliance and specialties dis- 
tributors’ sales in the area rose 3 per cent in the first 
ten months of 1953 over the same period in 1952. Wiring 
supplies and construction materials distributors’ sales were 
up 4 per cent on the same basis. Housing was down 
slightly; 19,377 new urban dwelling units were author- 
ized as of September 1953 compared to 20,183 units for 
the same period in 1952. Colorado led with 5,580 units 
valued at $94,669,000 


Pacific 


Leading all regions in gross monthly sales, full-line elec- 
trical wholesalers marked up a 1953 monthly average of 
$340,956. Their 1953 share of total national sales rose 
0.1 per cent to 15.0 per cent. Sales in the region climbed 
9 per cent in 1953 to nullify the previous 9 per cent 
drop in 1952. This region’s highest sales month was 
March, when distributors averaged $375,830. January's 
figure—$276,948—was lowest for the year. Pacific region 
appliance and specialties wholesalers’ sales gained 5 per 
cent in the first ten months of 1953 over the same period 
in 1952. Wiring supplies and construction materials dis- 
tributors gained 15 per cent on the same basis—reflecting 
the region's building boom. Housing was up in the Pacific 
area. 86,994 new dwelling units were authorized as of 
September, 1953 compared to 86,496 starts for the same 
period in 1952. California led with 78,586 units with a 
dollar valuation estimated at $1,094,186,000. Contrast 
was Oregon’s 3,403 units at $72,784,000 
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Quick 
Quieter operation 
e+e FOR Pe: KITCHEN ILG 
®) 
KITCHEN VENTILATORS 


NEW LOW PRICE! Now even the most economy- WHISPER-QUIET OPERATION! You hardly know 
minded building budget can include a famous- it’s on...no annoying whine, screech or roar 
for-quality ILG Kitchen Ventilator—your best 
buy for kitchen exhaust 


...just smooth, even, extremely silent operation 


FAMOUS ILG Quatiry! ILG’s famous one-name- 
CERTIFIED CAPACITY... under standard indus- plate guarantee covers the complete unit... 


try testing codes. Special blade design plus your assurance of many years of carefree 
more than adequate horsepower moves more air. service. 


ILG ELECTRIC VENTILATING CO. 


2850 North Pulaski Rood, Chicago 41, Illinois 


AUTOMATIC BUILT-IN ILGETTE CEMING KGETTE PACKAGE NGETTE 
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positive control 


A ) 
“evetier ’ double walled 


switch action ; — | brass shell 


extra heavy 
screw shell 
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at last! « socket that refuses to wear out 


to save you replacement costs 


Model 4100 Here is a heavy-duty, dou- 
ble-walled industrial socket that will with- 
ie stand the hard wear and abuse of strenuous 
; model 25 ; ow f 
4 A=. industrial applications. Its use eliminates 
mocel 41 Be. 6 Amp “T” 125 V. frequent socket replacement, costly mainte- 
6 Amp “T” 125 V. Colored plastic levers nance and production time losses. 

McGill No. 4100 Sockets are equipped 
with the proven dependable Levolier Switch 
mechanism .006” heavier screw shell, button 
contact, and numerous other design advan- 
tages not available in ordinary sockets. 
Brushed brass finish, 14”, 3” and pendant 
cap, bead chain or plain lever. 


Send for the new McGill Cata- 

' log No. 49-A describing the 

model 71 3 Amp 125 V. complete line of McGill Sockets, 
Plain chain switch § Switches and Lamp Guards. 


model 4200 MS G | oi 


A new Levolier quality electrical specialties 
Twin Socket Lamp Assembly 
with Adjustable Sockets 
and 41 Switch. McGILL MANUFACTURING CO., INC. 


Colorful Molded Phenolic, 250 N. Campbell St., Valparaiso, Ind. 


6 Amp “T” 125 V. 
Smallest made. 
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NAED Leaders Look at 1954 


A Year of Decision 


Distributors must decide on: 


@ Profitable sales vs volume possibilities 
e Business prospecting vs competitive selling 


By R. M. Johannesen 


President 


National Assn. of Electrical Distributors 


| bran year 1954 may well go down in business history as 
the “Year of Decision.” It’s up to us, then, to make the 
tight decisions for our business. 

Vital decisions must be made by appliance and televi- 
sion manufacturers as to whether or not they are going to 
give their distributors and dealers the necessary support 
and cooperation to enable them to operate in an orderly 
and profitable manner. 

Distributors must decide on the lines that will be given 
their maximum sales effort, and those decisions will likely 
be made because of opportunities for profitable sales rather 
than on volume possibilities alone. 

In fact, the false god of “Volume for Volume’s Sake” 
is becoming tarnished and may well be replaced by a more 
stable and realistic philosophy. Necessity may force this 
change because new venture capital for the appliance dis- 
tributing industry is almost impossible to find due to the 
financial hazards and lack of profit opportunities in that 
business today. 

The forecasters are predicting a good year in 1954 for 
the construction business, with the total perhaps 5 to 10 
per cent less than 1953. The large industrial projects will 
be off, but there will be much plant renovation and 
modernization. Commercial building projects will be very 
active. 

All of the favorable factors in the construction business 
for 1954 mean real opportunities for the electrical ap- 
paratus and supply distributor. And while this phase of 
the electrical distributing business has been most competi- 
tive recently, the building and modernizing programs for 
this year should be particularly attractive to the electrical 
supply distributor who knows his business. 

Modern plant machinery installations call for expert 
motor control layouts and wiring jobs. Commercial proj- 
ects will give the lighting engineers opportunities to excel 
in their field—which frequently acts like a rolling snow- 
ball in causing more and more stores and offices to relight 
to keep pace with competition. 

Perhaps competition in the housing field, plus a stepped- 
up adequate wiring program, may even get home wiring 
and lighting allowances up somewhat to where they should 
be. Housing starts may be large, but houses will be harder 
to sell unless they contain plus features such as better 
wiring and better lighting. 
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A Normal and Active Year 


Distributors must concentrate on: 


@ More and more selective selling 
e Teamwork from top management down 


By C. G. Pyle 


Executive Director 


National Assn. of Electrical Distributors 


POSITIVE outlook coupled with selective selling meth 

ods can make 1954 a normal business year 

Calamity Janes and bureaucratic economists 
hasten a slump which is the gloomy prediction in some 
quarters. Such negative thinking and reasoning as the pro- 
ponents of that philosophy employ can be countered ef- 
fectively by just talking positively on the facts of the 


could 


situation. 

All economic yardsticks point to anything but a depres- 
sion. For example, the people of this country had liquid 
assets—at the end of 1952—of $195 billion; by the end 
of 1953 this figure is estimated to have been increased to 
$210 billion. An even more impressive augury is the out 
look for a greatly expanded rate of electric power con 
sumption. 

All who are engaged in selling should re-examine some 
of the basic rules of business and at the same time revamp 
their techniques. Even though money is available the 
nation is well into a buyers’ market and the buyer must 
be sold. 

Those in the distributing field should concentrate more 
and more on selective selling. This simply means avoiding 
a cluttered inventory—remove the slow motion by vigor- 
ously hitting the lines that sell and keep at it 

Many seem to give the impression that the salesman has 
forgotten to sell. I thoroughly disagree with that view. The 
fact is that he hasn't been required to exercise his sales 
ability in a sellers’ market. We'll soon see if he can sell in 
the buyers’ market. We'll find, I'm sure, that he still can 

Some say that the salesman of today hates to get off 
the seat of his panis. I don’t believe that either. Actually, 
the salesman has just become rusty in his art. With a 
little practice he'll again remember how to sell. He 
hasn't forgotten how to sell at all; his art is just dormant 
from dis-use. 

It could well be claimed that the rest of a salesman’s 
organization could pitch in harder, too, right up to top 
management. If they do, you can be sure the salesman 
won't lag behind. Success has always been the result of 
team work. 

Let's forget about the past and think of things as they 
are. Let’s start anew. And don’t forget 
today’s problems with yesterday's ideas if you want to be 
in business tomorrow 


You can't solve 





FOR OFFSET NIPPLES, NO-THREAD FITTINGS, CONDUIT BODIES... 


GEDNEY 4LWAS/ 


WHEN YOU SELL Gedney Fittings you help ticles . . . quick and easy to install . . . made of 
your customers cut their installed costs and unbreakable malleable iron. Always feature 
save real money. For Gedney Fittings are al- Gedney Fittings and you'll really cash in. 
ways accurately machined and threaded . . . They're tops for sales because theyre your 
smooth finished, with no burrs or metal par- customers’ best buy. 


TYPICAL OF THE FULL GEDNEY LINE ARE: 





Offset Nipples in sizes from 2” to 2”, with 
%" offset. Cadmium plated. 





A wide choice of No-Thread 90° Elbows for 
rigid conduit, and of No-Thread Couplings and 
Connectors for Sealtite* conduit — all cadmium 
plated. 


©Trede Mark —The American Meta! Hose Branch of The American Brass Co 





Conduit Bodies in a full range of types and 
sizes for heavy wall rigid conduit —hot dip 
galvanized. 











RKO BLDG. « RADIO CITY « NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 
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Introducing a New Department... 


The Salesman’s 
Technical Notes 


This issue marks the beginning of a new ELECTRICAL WHOLESALING service—a de- 
partment that will present basic product information tailored to your specific needs 


the following page, is designed to fit your specific 

needs. Its purpose: to help you do a better job of 
serving your customers by rounding out your knowledge 
of products and electrical technology. 
e Why It’s Important—Today more than ever you are 
being measured by what you know about the scope and 
detail of the industry’s technology. That's one reason 
behind the creation of “The Salesman’s Technical Notes.” 
The others are: 

e You're supposed to know about a lot of electrical 
products—thousands of them, as a matter of fact. This 
means more than just knowing a product's catalog number. 
It means understanding a product's applications and oper- 
ation; how its use affects or is affected by associated prod- 
ucts; how its features compare with those of others of its 
class. “The Salesman’s Technical Notes” will give you the 
basis for such an understanding. 

e The product literature that manufacturers provide 
for your use is of varying quality. A few pieces are meaty, 
but most are long on breathless sales appeals and short on 
actual product information. “The Salesman’s Technical 
Notes” will correlate the basic product information of 
many manufacturers, along with sifting out the chaff from 
the wheat. At the same time it will give you a sound back 
ground for making better use of manufacturers’ booklets 
and bulletins. 

e Manufacturers are spewing out new products at an 

ever increasing rate. That complicates the job of maintain- 
ing your grasp of the industry’s technology. “The Sales- 
man’s Technical Notes” will not only keep up with recent 
developments, but will show you where new—as well as 
older—products fit into the over-all electrical picture. 
e What the Customer Wants—To double-check on the 
need for such a presentation, it was decided to field-test 
the idea. We went to the guy who is at the receiving end 
of your efforts—the customer. We asked him what he ex- 
pects from an electrical supplies salesman. Here’s what one 
contractor told us: 

“I've been doing electrical work for the past 15 years 
and have seen salesmen come and go. I’ve found that the 
ones who keep selling year after year are those who can 
give me the information I need and come up with some 
ideas that maybe the catalogs don’t furnish. 

“The way I see it, there are two sides to every salesman: 


MT ve Salesman's Technical Notes,” which starts on 


the ‘salesman’ side and the ‘electrical’ side. Let's take one 
salesman I know. He knows the fine points of selling, has 
a pleasant personality, just the right amount of aggressive- 
ness, and an organized manner of sales presentation. You 
pick out a catalog number; he writes it down and fills the 
order. Everybody's happy, as long as you know and order 
exactly what you want and need. 

“Then there's another salesman I know. Maybe his sales 
technique is just as good as the other fellow’s, maybe not 
But this salesman is acquainted with electrical theory. He 
knows the application and operation of electrical equip- 
ment, is up on the code and local ordinances, talks your 
language. He helps you with your ‘take-offs’ and materials 
problems, checks estimating details. In short, he knows 
your work too well to foul up on orders 

“You think that’s too much to expect from a salesman? 
Well, that’s what I look for, and the salesman who has it 
gets my order every time.” 

e How It'll Be Presented—This convinced us that a 
technical information department, handled in a special 
way, had real merit. It was decided to devote two pages in 
each issue to a subject—one page consisting of cartoon 
type illustrations that highlight important general facts 
about the equipment; the other page filling in the details 
of construction, operation and performance introduced by 
the drawings. 

e What It Will Cover—This “framework-then-detail’ 
presentation will take up a different product class in each 
issue. In the months ahead, products to be covered include 
fluorescent lamps, mercury vapor lamps, lighting fixtures 
single phase motors, polyphase motors, d.c. motors, motor 
controls, circuit breakers, fuses, switches, transformers, 
wire and cable, conduit products, busways, signaling 
equipment, welding equipment, electronic equipment, 
electric heaters, appliances, and others 

e Who the Authors Are—Producing “The Salesman’'s 
Technical Notes” are two electrical engineer-writers, 
Joseph F. McPartland and William J. Novak. Both are 
editors on Electrical Construction and Maintenance maga- 
zine, and have co-authored some ELECTRICAL WHOLE 
SALING articles as well (Mr. McPartland acts as our tech- 
nical consultant). They are intimately acquainted with 
electrical contracting and industrial maintenance opera 
tions. They know what your customers want in the wa) 
of product information 


Turn page for the first installment of “The Salesman’s Technical Notes” 
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P: Pear Shape Straight Sides 
RP: Re¢/ector, Pear- Shaped 


TL: lens rd, Tubular 
A: Genera/ Service 
G: Round (Globular) 
S: Straight Side 
PS: Fear Shape 
PAR: Parabotic 

R: Ref/lecfor 

FE: Flat End 
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Pinpoints the Information You Need on... 





Incandescent Lamps 


By J. F. McPartland 
And W. J. Novak 


NCANDESCENT lamps operate on a 
simple principle. An electric current 
passing through a very high-resistance 

tungsten wire coil, encased in an evacu- 
ated or gas-filled glass bulb, raises the 
temperature of the coil to an intense 
“white” heat. The coil is then said to be 
incandescent, and the white light pro- 
duced is sufficient for purposes of illu- 
mination. 


Construction 


These are the elements of an 
descent lamp: 

Filament—lInvariably, the filament is 
some type of coil of fine tungsten wire. 
The filament is the light source in the 
lamp, and its electrical characteristics 
determine the rating of the lamp. Its 
wattage (and the wattage of the lamp) 
equals the voltage applied at the base 
times the current flowing through it. 

Incandescent lamp efficiency is deter 
mined by the operating characteristics of 
the filament. Of the energy put into a 
filament, only about 12 per cent is con- 
verted to light; the balance is converted 
to heat. As a result, incandescent lamps 
are inherently inefficient, far less efficient 
than mercury vapor or fluorescent lamps 

Lamp efficiency is expressed in terms 
of light produced (lumens) per watt of 
power consumed. For a given voltage 
and life rating, high-wattage lamps are 
more efficient than low-wattage lamps. 
One 50-watt, 120-volt lamp produces 
more light than two 25-watt, 120-volt 
lamps. For a given wattage, low-voltage 
lamps are more efficient than high-volt- 
age lamps. 

Bulb—To prevent disintegration of 
a filament at incandescent temperature, 
it must be operated in a vacuum or under 
pressure of an inert gas, sealed in a 
glass envelope—the bulb. Soft glass is 
used for general service lamps; hard glass 
is used to provide sturdy bulbs for lamps 
of high operating temperatures—outdoor 
lamps, projection lamps, spot lamps, etc 
Bulb sizes and shapes (shown on oppo- 
site page) are determined by lamp 
application. 

For general service lamps, inside frost 
(etched with acid) is the most common 
bulb finish. This finish diffuses light 


incan 
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output, absorbs very little, and makes 
the complete surface of the bulb act as 
the light source. The clear bulb lamp, 
with the smaller, concentrated filament 
source of light, is required in optical 
systems which provide accurate control 
of a small output source. 

Bases—The base provides the means 
for connecting a lamp to the electric 
circuit. Types and applications of bases 


are shown on the opposite page. 


Operation 

Lamp life and light output are deter 
mined by filament temperature 
given lamp, the higher the 
temperature, the greater the light output 
and the shorter the lamp life. Light 
output and lamp life are therefore inter 


For a 
filament 


dependent 

Some lamps have high output, short 
For 
example, the photoflood lamp with its 


life; others, low output, long life 


high light output has a life of about 
hours; general service lamps have much 
lower output but last about 800 hours 
General service lamps may be operated 
position, from 
Gas-filled 


(40-watts and 


‘base-down” to 
general 
suffer 
depreciation in output if operated “base 
up.” 

Certain lamps—projection, spot, flood 
and some series street lamps 


in any 
base-up.” service 


lamps up) lower 


must be 
operated in the position specified by 
the manufacturer 

Ordinary lamps are highly susceptible 
to failure if subjected to excessive vibra 
tion or shock. For conditions of lamp 
vibration, vibration service lamps, with 
specially constructed filaments, should be 
used. Rough service lamps, with special 
filaments, are available 
for applications where excessive shock 
be encountered 


shock-resisting 


may 


Lamp Types 

General Service Lamps—Most pop 
ular type; find widest range of applica 
tion. 

Watts—6 to 2000 

Bulbs—A, S, G and PS 

Volts—120 
and 30-volt ratings ) 


(some also in 240-, 60- 
Finishes—clear or inside frosted, 150 
watts and up; inside frosted, standard 
under 150-watts 
Projector Lamps—Two-piece 
struction of molded, heat resistant, hard 
giass, with inside aluminum reflector 


con- 


lens cover which 
Have wide- 
application; cost more 
and are than R lamps 
Available with spot or flood light dis 


finish on bulb and a 


determines beam width 


range outdoor 

more efficient 

tribution 

PAR-38, 200-watt 

PAR-56; 120-volts. 
Mold-blown, soft 

reflector 


Sizes—150-watt 
PAR-46, 
Reflector Lamps 


bulb, 


finish on 


400-watt 


glass with aluminum 


walls and frosted face, the 


density of which controls beam width 
Should not be exposed to rain or snow 
or brought into contact with metal parts 
ot equipment Available in spot or flood 
types 
75-watt R-30, 150-watt R-40, 
300-watt R-40, 500-watt R-52, 750-watt 
R-52; 120-volts 
Silvered Bowl 


shaped bulbs with 


Sizes 


Lamps—A- or PS 
half of the 
end of the bulb coated on the outside 


b« ywil- 


with silver For “base-up” mounting 


in a variety of suspended or recessed 


louvered fixtures; provides a range of 
Silver bowl 


Sealed re 


indirect-type applications 


efficiently refiects light up 


flector remains dirt- and dust-free; lamp 
requires minimum cleaning 
60 to 1000 watts; 120-volts 


bulbs 


Sizes 
Tubular 
with 


Lamps——T-shaped 


elongated filaments, in clear or 


frosted finish. For lighting showcases, 
signs, display boards, and in other appli- 
cations requiring a linear source of light 
of minimum diameter, tubular lamps are 
With 


and 40-watts 


screw bases, available sizes 
150 


! j 
ised 
are 25 (some to 
watts 


Sealed 


lamps for a 


Beam 


wide 


Lamps—PAR-type« 
range of low-voltage 


applications—automotive, marine, air 
craft 
Projection Lamps 


used in picture projection systems. De 


T-shaped lamps 
signed to meet need of precision filament 


positioning in optical systems. lamps 
have special filament assemblies and pre- 
focusing bases 

Series Lamps—For 


lamps are 


street lighting, 


series rated in lumens and 
amperes instead of watts and volts. In 
a series circuit, all lamps should have 
Same current rating 

Infrared Lamps 


principles as lamps for lighting 


same 
Have 
lower filament temperature and longer 
life; produce less light but more infrared 
energy 
Sizes—1 z 
120-volts 


Operate on 


5-, 250- and 375-watt R-40: 





Distributor Sam Weinstein, photo oppo- 
site, has a plan he thinks can be a sound 
impetus for sales in the residential light- 
ing fixture industry. It’s not a new plan. 
In fact, he thinks it dates back quite a 
number of years. It’s cooperative adver- 
tising. Strange, he says, how other sections 
of the industry can jack up their sales 
just by this devised means of close co 
operation. He’s speaking particularly about 
the appliance industry and the millions 


of dollars it spends annually to promote 


on both the national and local levels. And 
with how much markup does this appliance 
industry work on? Surely not as much as 
the lighting fixture industry. Then why 
can’t we promote our products on the same 
cooperative basis? Mr. Weinstein asks. Is 
it too much to ask lighting fixture manu- 
facturers, distributors and dealers to kick 
in with a very small percentage of their 
over-all profits for cooperative advertising 
so as to create a desire to buy on the part 
of the consumer? If it is, then Mr. Wein- 


its products through saturation advertising 


stein’s next question can only be. . . 


Isnt the Lighting Industry 


OOPERATIVE advertising, a clue 
to the success of the appliance 
industry, is practically unheard of 

as an industry-wide tool in the resi- 
dential lighting fixture business. After 
years of patient observation and un- 
successful intervention on behalf of 
this sales spader, we have come to the 
conclusion that the only real obstacle 
blocking the way is the absence of 
the key element—cooperation. 

By the end of 1953, the appliance 
industry had spent millions of dollars 
to promote the sale of various major 
and traffic appliances to the public— 
this by a devised means of closer co- 
operation between the manufacturer 
and distributor, distributor and dealer. 
We find it hard to swallow, in the 
light of this revelation, the fact that 
the lighting industry has failed to 
follow suit by properly promoting the 
sale of lighing fixtures through the 
same medium—local newspaper ad- 
vertising. 

Actually, both segments of this 
great industry produce, distribute and 
sell products that have a strong con- 
sumer appeal. The home, as the setting 
for modern, gleaming white goods, 
should also be the setting for the 
finest in lighting. Sometimes, though, 
it doesn’t always work out that satis- 
factorily. Sometimes the modern home, 
replete with the most modern work 
savers, is lighted throughout with only 
the barest of sight savers. Can we 
blame this situation on the absence 
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By Samuel Weinstein 


Vice President in Charge of Sales 
City Electric Co., Inc. 
Syracuse, N. Y. 


of proper advertising by our industry 
on the local level? We certainly think 
it has some bearing. 
e Combatting Deficiencies—Over a 
year ago, we decided we'd do some- 
thing on our own to combat this un- 
healthy advertising deficiency right 
here in Syracuse. Our firm set aside 
a sizable appropriation for the pur- 
pose of promoting the sale of resi- 
dential lighting fixtures through local 
newspaper advertising in cooperation 
with our dealers. We contacted every 
dealer account on our books and 
offered each a straight 50-50 adver- 
tising plan without any strings at- 
tached. We told them we would 
match them dollar for dollar in their 
newspaper advertising endeavors. 
We didn’t pin them down to any 
specific amount. We found from our 
experience that we didn’t have to 
worry about the fact that maybe the 
dealers would spend more than we 
could appropriate. For the past year 
and a half now we have had this open 
50-50 advertising plan in operation 
and we have not as yet used up our 
total appropriation—which is, at pre- 
sent, only 1 per cent of purchases 
In fact, the plan balances out so as 
to keep it within our means; some 


dealers spend a small amount, others 
spend a large amount—and some don't 
even spend a cent. 

Those that do advertise, however, 

send us a bill at the end of the month 
for half the amount they spend. The 
bill is accompanied by the advertise- 
ment tear sheet from the newspaper 
and a receipted invoice for the full 
amount. We in turn send them a 
credit memo to offset this charge— 
exactly half the amount—and we 
charge it against our fund. 
e Why Not National ? — This plan 
worked so well in our own community 
that we thought it might prove useful 
if the lighting fixture industry as a 
whole were to organize such a plan 
nationally. About a year ago, we sent 
a letter to the American Home Light- 
ing Institute laying out this plan to 
them along these lines: 

Why not set up a working fund 
similar to our plan on a national 
scale, bringing the manufacturer into 
the picture. Have the manufacturer set 
up a certain appropriation for coop- 
erative advertising based on actual 
sales—say 2 per cent of the amount 
of billing, no more. Have the distri- 
butor match that sum with the special 
fund he sets up for advertising pur- 
poses. This would mean that for every 
$100 worth of merchandise that the 
distributor would buy from the manu- 
facturer, a $2 fund would be set up 
by the manufacturer and $2 would 
also be put away by the distributor. 
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Weinstein: He's for co-op advertising 


issing the Boat? 


That would make a total of $4. The 
dealer would then match this amount 
with $4 of his own, thereby bringing 
to 8 the total number of dollars ap- 
propriated for advertising per $100 
worth of lighting equipment sold. 

The only way this amount could 
be spent would be if the advertising 
were actually done. When this hap- 
pens, the dealer will bill the distrib- 
utor for 50 per cent of the amount 
he spent and the distributor, in turn, 
will pass the bill on to the manu- 
facturer for 25 per cent of the total 
amount. In this manner, records at 
the three offices can be kept straight 
e 2 Per Cent Is Tops—Our predic- 
tion is that this 2 per cent appropria- 
tion by the manufacturer and distrib 
utor will be more than enough to 
satisfy the cooperative advertising de- 
mands of the industry. It probably will 
not exceed 1 per cent because not 
every dealer will take advantage of 
this advertising plan regardless of the 
enticements placed before him. 

If such a plan were put into effect 
on a national basis, or at least by a 
large percentage of manufacturers and 
distributors, hundreds of thousands of 
dollars of additional lighting business 
could be achieved. We don’t claim 
that every manufacturer, every distrib- 
utor, every dealer will go for this 
plan. It takes momentum. It takes 
time to build up the desire to adver- 
tise cooperatively. 

Again we'll go back to the ap- 
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pliance industry. There isn't an 
agressive manufacturer or agressive 
distributor or dealer who doesn’t do 
a certain amount of advertising. They 
have to, even though they don’t real- 
ize the same markup, say, that the 
lighting industry enjoys. To counter- 
act competition and to get their share 
of the market and volume, they must 
advertise 

By the same token, that will become 
true in the lighting fixture business 
Once the various sections of the in- 
dustry realize that the only way they 
can make a play for their share of the 
market is to have their 
stantly before the public, competition 
will ease them gradually into coop 
erative advertising efforts. They may 
yet actually be forced into it. But 
eased or forced into it, the 
results can only mean one thing— 
increased profits for all of us. 
e There’s Some Interest—We have 
been trying to put this idea across to 
the American Home Lighting _Insti- 
tute for the past year. This is the only 
special group of manufacturers, we 
think, that can promote such a cam- 
paign fully. We have contacted a few 
of the fixture manufacturers whom we 
represent—leaders in the field—and 
they infer that they'll definitely be in- 
terested in such a program if it were 
adopted on a national basis. All they 
need is the counsel of the Institute 
to say, “We think it has merit, let's 
try it.” 


names con- 


into it 


At least they can try it for, let's say 
Anything started 
forever. If it 


one today 
doesn't 
has merit and clicks, okay. If it doesn’t, 
well there’s nothing to prevent us from 
Our prediction is, how- 
it starts we will realize 
that it is one of the finest moves that 
the industry can make to promote a 
better understanding between the ulti- 
contractor, 


year 


have to go on 


stopping it 
ever, that once 


mate electrical 
wholesaler and manufacturer. 

Still another facet of this cooper 
ative advertising plan, and one in 
which the electrical distributor will be 


most interested, is the opportunity it 


consumer, 


gives to the wholesaler to create a 
certain amount of good will between 
himself and the electrical contractor- 
dealer that he ordinarily could not do 
It gives him a chance to be 


him 


before 
come closer, to show how to 
properly merchandise his wares 

e Just Added Expansion—Since our 
company is a distributor of many na- 
tionally known major appliances, this 
plan is not new with us. We spend 
tens of thousands of dollars a year 
promotung the sale of appliances. So 
to us, this new venture was only an 
other means of expanding our adver- 
We know the amount 


of goodwill that we create among our 


tising program 


major appliance dealers; we also know 
contractor-dealers are 
make 


that small 
appreciative of the 


known in 


our 
chance to 
themselves better the com- 
munity 

As you know, the average electrical 
contractor who doesn’t merchandise 
major appliances doesn’t normally do 
ny advertising. A man can be located 
in a community for years and the only 
way he is known is by word of mouth 
We know from our experience what 
advertising means. Our 
vertisers spend millions and millions 
of dollars every year just to keep their 
names in front of the public. Why 
true in the smaller com- 


advertising can give 


national ad 


isn't that 


munity where 
the contractor an opportunity to let 
his customer know in his market that 
he is there to serve him on all of his 
electrical requirements—not only on 
lighting fixtures but on all needs 

Cooperative advertising is a positive 
way of putting that over. If we, as 
distributors, can help these thousands 
of contractor-dealers throughout our 
individual markets in cooperative ad- 
vertising efforts, it will be just another 
way to render a better service. We 
wouldn’t just be selling to them, we'd 
be helping them sell, too 





How High Are Your Sales Sights? 


They may not be high enough, even if your sales are ahead on four counts. That's the 
pace the average salesman set last year. By checking the ten questions this article 
poses, you'll better your chances of "zeroing in" your sights for tougher ‘54 selling 


By Lloyd Moore 


HOEVER you are, whatever com- 
pany you sell for, there’s a good 
chance that . 

... Your sales last year were slightly 
ahead of the year before. 

... Your sales in 1952 were slightly 
ahead of 1951 sales. 

... Your sales are way above those 
of the last fellow who covered that 
territory. 

... You are selling accounts that the 
last salesman didn’t get to first base 
with. 

If that description fits you, then 
you have earned the right to be called 
an “average salesman.” It’s rather 
startling, but it’s true. The average 
salesman today is making the four 
yardsticks above, which at one time 
denoted outstanding achievement. 

Stop and think, how could it be 
otherwise when a typical wholesaler's 
sales are growing 3 per cent or better 
every year; when the prices of most 
items have been steadily creeping up 
for the last few years; when the 
country’s consumption of consumer 
goods has risen 15 per cent since pre- 
Korea? 

Whoever you are, whatever com- 
pany you sell for, there's a good chance 
that you aren't very happy about be- 
ing branded as an average salesman. 
To a salesman the word “average” 
is a term you prefer to apply to other 
people whose sales are not nearly as 
good as yours. The word “average” 
has a kind of bad ring to it ever since 
one of the sales philosophers said, 
“After all, ‘average’ is the poorest of 
the good and the best of the lousy.” 

Whether you are average, below it 
or above it, you'll probably agree that 
you're not selling the best you know 
how and your quota isn’t nearly as 
high as it would be if you set it your- 
self—based on the real opportunity 
im your territory. 

If you can answer 


“yes” to the fol- 


36 


lowing questions, then indeed you are 
well above average and you have no 
business reading this article about 
setting sales sights higher: 

1. Have you taught your dealers 
all the tricks you know for selling 
more merchandise faster? Your 
sales are exactly as good as your deal- 
ers’ sales. Isn't there a potential 10 per 
cent sales increase there? 

2. When a dealer says “business 
is bad,” is that your signal to sit 
down and tell him _ business 
shouldn’t be bad? Or is it a signal 
for you to put on your hat and get 
out? Why not stay and see what he’s 
doing to make business good; check 
his displays, his outside selling effort 
and how well trained his salesmen 
are? 

3. Have you tried real hard to 
sell the few intolerable, unreason- 
able old bearcats who refuse to 
buy from you? Have you ever figured 
out how much business they could be 
giving you if you would swallow your 
pride, find some way to make them 
like you and your products, then go 
sell them? If they're bearcats to you, 
they probably are to other salesmen, 
so there probably aren’t many sales- 
men calling. Couldn't the bearcats give 
you another 5 per cent increase in 
sales? 

4. How about those smaller ac- 
counts on the side roads and in the 
out-of-the-way places; wouldn't 
they be bigger if you called on 
them more often and helped them 
grow? Couldn't you pick up plus sales 
just by being more solicitous of these 
little fellows—coaching them and 
nursing them along? That's what 
makes big ones out of little ones, 
you know. 

5. Are your sights high enough 
around home base? Now be honest, 
don’t you spend too much time and 
effort out around the highly competi- 


tive fringe of your territory where 
there isn’t nearly as much business to 
be had as there is right in your own 
back yard? Sure you like a scrap with 
competition. Who doesn’t? But selling 
more goods is more fun than pinning 
fringe competitors’ ears back. 

6. Are your orders as big as they 
could be? Aren’t they simply as big 
as you've mustered the courage to ask 
for? Move your sales sights up 10 per 
cent on every call, and you'll wind 
up with better than a 5 per cent in- 
crease in sales. 

7. When you’ve just knocked off 
a big order, do you use the head 
of steam it gives you to sell a big 
order to somebody who never gave 
you a big one before? Try it. It 
works. Better still, look in the mirror 
right after you've made a big sale. 
Observe how happy, how confident, 
how positively appealing you are with 
your multiplied enthusiasm. Try and 
duplicate that image on every sales call. 
There's a good sales increase to be 
had just by selling big packages to 
more people. 

8. Do you try to sell more items 
to people who are already good 
customers? When a dealer says, “I'll 
buy this item from you, but I’ve been 
buying this other item from another 
company for many years,” do you let 
him get away with it? If you do, then 
there’s another 10 per cent increase 
in sales that’s yours for the asking. 
There’s a small place in heaven for 
salesmen who battle for slightly more 
than their share of an account's busi- 
ness. 

9. Have you got everybody in 
the act that you could rope in? 
While you're out selling, is the girl 
in the office sending out selling letters 
and cards for you? Is your wife trained 
to grab a phone call from a customer 
and run with it in a sales sort of way? 

(Continued on page 114) 
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SPRING, 1946 John Roberts starting as a packer in the FALL, 1953 John Roberts completing his first five 


supplies department of Gough Industries, Inc., Los Angeles 


Between these dates, seven years of the work, training, 
experience and guidance tell the story of ... 


months as a Gough salesman and tripling a territory's volume 


How a Salesman Is Made 


Photostory by Howard J. Emerson 


HE transformation of John Roberts 

the trainee to John Roberts the 

salesman did not happen over- 
night. It took seven years to be com- 
pleted. 

Here's how this thorough training 
is paying off today. Thirteen thousand 
dollars represented the average month- 
ly billing from one territory of Los 
Angeles when Gough Industries, Inc., 
placed John Roberts as the new sales- 
man representing this large electrical 
supplies distributing firm in that area. 
By the third month, Roberts had built 
$27,000. The fifth 
month saw Roberts’ billing reach $39, 
000. And been 


no decrease in the gross margin of 


the volume to 


this had done with 


profit. 
Sounds like the 
known hot shot pirated from another 


record of a well 


wholesaler who had been getting too 


much business from 


tory; or maybe that of an aging sales- 


Gough's terri- 


man using 30-odd years of sellipg 
experience as a Gough trouble shooter 
Hardly. Those five months represent 


the first field selling for 31-year old 


John Roberts. And it reflects the seven 
years Gough Industries had _ been 
giooming Roberts for just such a job, 
just as it had successfully trained many 
other young men for key positions 
both inside and in the field. 
e Promoting from Within—Many 
concerns boast of a policy of “pro- 
moting from within the company” but 
too often rely on the chance that there 
will be someone within the company 
prepared for the promotion. Under the 
policy set by President Phil Gough 
and carried out by Vice President and 
General Manager E. E. Karsten, a con- 
scientious effort is made to plan years 
in advance for the company’s regular 
need for men prepared to work on 
both inside and outside sales. Today, 
10 of the 15 men selling electrical 
supplies in the field for Gough Indus- 
tries “came up through the ranks.’ 
“It's the only way to do it,” says 
Mr. Karsten. “We've tried many men, 
some with impressive backgrounds, 
lots of experience and every indica 
tion that they would succeed as sup- 
plies salesmen for us. But really very 


few become the type of salesman we 
want to have representing us. 

“The men we bring up through the 
company get the feel of the organiza 
tion, they know every operation and 
every policy. We have had a chance 
to guide their training which we know 
they will need. We are proud of our 
And we that 
efforts to put trained and 


sales force think our 


such well 
responsible men into our sales force is 
appreciated by our customers 

Of course, the 43-year old Gough 
Industries, Inc., one of the nation’s 
largest independents, is by no means 


alone among wholesalers—large and 


small—in this feeling. Most put men 
into sales positions only after thorough 
training inside the company. But 
Gough's is an outstanding example 
To present to the industry a study 
of this commendable and _ practical 
method of developing supplies sales 
men, ELECTRICAI W HOLESALING 
made an intensive analysis and photo 
re-enactment of the development of 
Roberts during his seven 


John years 


of preparation for outside selling 


Turn page to see the step-by-step development of trainee to salesman 
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How a Salesman Is Made cont 


WHEN ROBERTS WAS HIRED... 
Gough was looking ahead 


The policy at Gough Industries is to leave its employ- 
ment doors wide open regardless of immediate needs 
Personnel Manager B. M. Burd is regularly alerted by 
President Phil G. Gough to “look for a couple of bright 
young fellows to put on out back.” Says Executive Vice 
President E. E. Karsten, “Much of our assurance of being 
a successful wholesaling concern five, ten or more years 
from now depends on what kind of young men we 
get into the organization now. You can get immediate 
delivery on anything in this industry except experience.’ 
Why Gough Industries keeps its employment doors open 
to young men who show potential as sales or supervisory 
personnel is seen in this photo history of salesman John 
Roberts. How Gough handles the employment of “young 
men with a future” is told in 
Roberts’ hiring in May, 1946 


this re-enactment of 


ROBERTS’ APPLICATION is reviewed by Personnel Manager 
Burd and interview is arranged with General Manager Karsten 
Karsten gives Roberts facts about Gough and its potentials 


ASSIGNMENT is to shipping department. Here Karsten puts 
Roberts in care of E. M. Karlson, Gough warehouse manager, 
under whom he’ll work for more than two years. 
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COLD CALL by John Roberts gets warm reception at 
Gough in May, 1946. Ass’t. Personnel Manager Ralph 
Brown finds Roberts is vet, attended U. of Nebraska 


ACCEPTING ROBERTS for supplies department, Karsten has him 
meet sales manager James Idrabetin. Roberts gets personal 
treatment, Hrabetin gets look at potential sales material 


FAR BACK from plush of executive offices, Roberts gets picture 
of basic work that is his immediate destiny. Less desirable 
candidate may balk at non-white collar work 


$. 











ONE YEAR IN PACKING... 
Exposure to products, people and 


GETTING THE FEEL of the nature of electrical goods, Roberts 
develops a curiosity that will be filled later, learns packing 
techniques, weight ‘classification, shipping methods 


HE ASKS questions in his own department, uses lunch time 
to get more information on products they handle, work they do, 
picks up their feelings on the company as an employer. 


As just one of several packers in the supplies shipping 
department of Gough Industries, Roberts works through 
1946 and on into the spring of ‘47. At the end of a 
year it is doubtful if he was much better as a packer 
than he had become at the end of the first week. But 
he was further on toward becoming a permanent em 
ployee. 

While there was 
technique, there was an increase in knowledge of both the 
industry and the company that came primarily from ex 
posure to this one phase. He had realized in watching the 


a limit to improving the packing 
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company 


¢ 


HE LEARNS about products through association with 
assembly men who feed goods to his tables. He 
their jobs, type of work pportunities that may lie 


Y 


order 
learns about 


and ahead 


‘he 
HE IS NOT FORGOTTEN by Gough executives. An 
friendly pat of encouragement from someone like Vice Pres 
dent James Addis keeps Robert bright 


view of the future 


relationship of the assembly department, will call, pack- 
ing and shipping some idea of the teamwork that enabled 
Gough Industries, Inc., to eficiently and 


profitably. 


Ope rate 


From association with the gang in the department, from 
the leadership and guidance of Manager Karlson, he began 
to feel the pleasant morale that prevailed 
that these many who had joined the company long before 
he did had found it a nice place to work. And, primarily 
this 


an indication 


he learned what electrical supplies are, as seen in 


re-enactment 
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A YEAR IN ORDER ASSEMBLY... 
Roberts gets into the action, learns 
as the wheels turn 


As a packer, John Roberts was in a routine job at the end 
of the line. “Everything had been done except to wrap it 
and ship it.” Although he learned fundamentals in that 
first year, he never really felt he was in action until he was 
elevated to order assembly in the spring of 1947. 

Like many people, he didn’t feel a job was very impor- 
tant unless a mistake would be serious. The period in order 
assembly gave him the opportunity, in a small way, of 
seeing whether or not he liked responsibility as a member 
of the company. 

It was, too, a period when Gough Industries could watch 
his handling of limited responsibility. But more important, 
it was a period when a potential salesman or a junior 
executive was receiving another session of sound training 
and experience to make him familiar with “inside opera- 
tion.” 

What a year as an order assembler meant to Roberts 
and to Gough Industries as a part of the young man’s 
apprenticeship in the company is seen in this picture 
sequence. 


HE IS GUIDED in his understanding of orders and products 
by warehouse manager Karlson and is aided in handling prob- 
lems, like when order number and description don’t match 


HE LEARNS to relate catalog numbers to physical items, 
beginning an acquaintance with inventory control and ware- 
housing, essential to any job further up in the company 


IDENTIFYING goods without checking numbers comes with 
experience as he repeatedly handles every type goods stocked, 
preparing him for day he discusses them with customers 


SALES MEETINGS are now open to trainee Roberts while still 
in order assembly. Besides learning company policy he meets 
with salesmen whom he questions after meeting. 


r 


(7? 














HE IS HELPED by co-workers, experienced assembly men 
who show him the small differences between models, give 
him broader knowledge of the stock and its application 


HE IS EXPERIENCED as an assembler and now looks to 
outside sales as objective—a turning point forward. At 
coffee break he asks Karlson’s advice, asks for a step up 


PROFESSIONAL TRAINING begun on his own prepares 
him for opportunities he sees ahead. At local city college 
Roberts adds courses im.salesmanship to other training 





ASSEMBLING GOODS to customers’ 


necessary experience during 


pecifications another 
period, 
helps him in knowing customers’ cial ve filled 


HE IS RECOGNIZED as a trainee who will go much higher 
in the company, is advised by Karsten on what to do until 
opportunity for advancement opens, suggests studying catalog 


TRANSITION PERIOD comes after a year in order assembly 
as Roberts is put on “‘will call” for six months. New job in 
same department brings him in contact with customers’ men 
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CITY COUNTER, 1949... 


Gough’s places trainee Roberts 
in the doorway to selling 


For two and one half years John Roberts had worked for 

Gough Industries only in connection with goods already 

sold. He had learned how electrical supplies are ware- 

housed, assembled and shipped. He had learned much 

about the goods he was handling, had seen from the orders 

he filled what customers usually buy and he had talked FIRST CONTACT with pricing and extension comes as Roberts 

with many customers’ men and a very few customers but 89S 0n City counter staff. Under guidance of new 

had still to influence the granting of an order to Gough Rapes: Sane mew te une grice bast 
Could he work with customers? Make them like to deal 

with him as a representative of Gough's? Could he “sell” 

even in a limited sense. He thought so. Gough executives 

believed he was progressing nicely toward that goal. A 

period on the city counter would tell both trainee and em 

ployer very much 


supervisor 


Roberts’ career on the city counter was relatively short 
—four months—but it was a period crammed with work. 
experience and training that were of extreme value to the 
more responsible jobs to come 
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GREETING CUSTOMERS—attitude, approach, assistance— is 


learned by watching experienced counterman Dick Bennett 
handle customer: Counterman’ importance 
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impresses him 


INDUSTRY NEWS, problems, markets are absorbed by Roberts 
through regular visits of manufacturer executives like R. G 
Holabird and R. E. Stone, National Electric Products. 


. 
at 


28 29 30 
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SPECIAL TRAINING in sales is provided Roberts well in ad- 
vance of any opportunity as regular 
sales training courses held by Sales Executives Club 


salesman. He attends 
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SELLING UP on quality items or to bring 
an order to profitable size, he learns, 
sne of counterman’s basic duties 


counter 


PACIFYING CUSTOMERS at counter is PUSHING ITEMS is explained t 
is  stressed—he learns to hold his tongue and Rot 


man John Ceok and Roberts by Grams. He 
temper on complaints coming his way tells them about pitt 


i mn time switch 





CREDIT and its ability to kill a sale is 
learned by Roberts as his new job brings 


PURCHASING comes within § Roberts RELATIONSHIP with manufacturer 
him into contact with credit 


scope as he calls on purchasing depart 
manager ment manager to find out of stock 


re p 
begins for Robert 


goods cts trom 


HIS EVENINGS are not all free for bridge or bowling. Al 
though pleasantly interrupted sometimes, as below 
many of them studying latest manufacturer literature 


INVENTORY CONTROL 


another 
he spends Roberts as 


company waits for 


rigr t 
inside sales. Sound knowledge 
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INSIDE SALES, 1951-‘53 ... 
Now on his own, 
he prepares for the field 


Roberts’ rapid progress on the city counter, his demonstra 
tion of sales ability, his acceptance by Gough executives 
in their judgment of his personality, integrity and business 
maturity, made the responsible job of inside salesman a 
natural placement for either a permanent spot or as a 
transitional training ground for outside sales. While his 
move onto a telephone order desk was not a guarantee that 
he would be given an outside sales job, it represented a 
period of experience and training which the Gough execu 
tives consider almost essential in the preparation of a man 
for the field. As Roberts did go into the field two years 
later, the ELECTRICAL WHOLESALING camera looks back 
at his period on inside sales to analyze and report on th 
major features in his work, his training, his associations, 
and his personal effort that contributed toward preparing 
him for the responsibilities of an outside salesman 


PLANT VISITS, like the one above to Anaconda in Orange, 
Calif., are regularly scheduled events for Gough Industries 
full sales force. Here, Roberts inspects copper drawing. 


THROUGH STAFF MEETINGS, held regularly, Roberts learns 


about company policy, market condition new lines 


HE KEEPS ABREAST of the products Gough's sells but may 
not stock——heavy switchgear, special controls—and learns 
from purchasing agent Broker how to quote and order them 
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which are of vital interest to phone MORE HOMEWORK: Roberts keeps up with salesmanshiy 


salesman as well as field salesmen course in electricity while sharing evening with Mrs. Rober 





HE DRAWS ON EXPERIENCE of other salesmen like Charles NEW TELEPHONE SALESMAN gets briefing from Lou Sapelli 


Beaver when going gets tough, relies without question on his on tools of new job—tools Roberts expects | 


x pé i nside man t 
id 


knowledge as he will in the field years later use efficiently when later 


MAKING DECISIONS—important ones that may make or VISITING manufacturer 5 erious attention t 
break the order—impresses Roberts. He must make them Roberts because they kn e can n influence movement 
quickly and accurately, realizing that poor decisions are costly of their products, like (below 3urndy agent Ed Breck 
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INSIDE SALES, 1951-’53... 
This preparation teams Roberts 
with outside salesman 


Of major importance, both to Roberts’ work on telephone 
sales and to that period as a preparation for his eventual 
job outside, was his alliance with two outside salesmen, 
Ed Hughes and Stuart Woodhill. Roberts’ job was more 
than just the responsibility of answering the telephone 
The phone man is the steady contact with the outside 
man’s territory, serving the customer's needs often several 
times a day while the outside man maintains the accounts, 
works on the customer's special problems, develops new 
accounts, and relies on the competence of his inside man 
to write the orders that he gets flowing toward Gough 
Industries. The close alliance between inside and outside 
salesmen, and how that arrangement serves also to prepare 
an inside man for field work is seen in this picture 
sequence of John Roberts and Stuart Woodhill 


JOINING WOODHILL for periodic review of accounts with 
sales manager Hrabetin gives Roberts chance to learn devel- 
opment of a territory, meeting product or price competition 


ON THE SIDELINES while Woodhill writes an order, Roberts 
learns salesman’s techniques with customer, is better able 
to handle that firm’s phone needs in the future. 








CUSTOMERS BECOME PEOPLE. As inside salesman, Roberts 
meets salesman Woodhill’s customers. It helps put persona! 
touch to phone contact, gives him chance to sell himself 


AS WOODHILL’S “PARTNER” in sales, it's important that 
Roberts be taken by Woodhill into field, where, like at 
Fidelity Electric, he sees custorners and their operations 


LUNCHEON BUSINESS—a valuable selling tool to the out- 
side man— is one of techniques Roberts learns while becoming 
identified with customers as partner of Woodhill. 











WARM RELATIONSHIP with sales manager Hrabetin helps 
Roberts over early humps and disappointments, guides him 
toward success through better understanding of territory 


FREQUENT CONTACT with other executives, like a chance 
water cooler confab with Karsten, keeps up Roberts’ con- 
fidence and keeps executive in touch with his progress 


SALES MEETINGS, whether held by Gough's or by manu- 
facturers, mean even more to Roberts now as he goes to them 
in search of information he can use profitably in the field 


~ - 
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INTO THE FIELD, 1953... 
Seven years in the right jobs 
make Roberts a Gough asset 


A fair haired boy in a crew cut, a shiny new briefcase 
sales drive built on personal ambition, ability and con 
fidence, going forward on solid ground firmed by experi 
ence and training—that was 31-year old John Roberts 
appointed outside salesman for supplies for Gough Indus 
tries in July 1953. But the pattern of training which the 
Gough executives have established to bring such a young 
man through the company to become a valuable new sales 
man can’t stop on the day Roberts goes out into a territory 
The Gough executives know how much more he has still 
to learn—and after a few days, salesman Roberts realizes 
his limitations and his need for continued improvement 
A few of the ways Roberts is being guided by Gough's 
the industry and himself, are seen in this limited sequence 
of ELECTRICAL WHOLESALING photos 


CONGRATULATIONS to first-day salesman Roberts by Presi 
dent Gough and beaming sponsor Karsten are mixed with cour 
sel to work toward ‘‘long haul build territory undly 


EVENING HOURS still have their value for reading up or 
electrical trade magazines, trade bulletins, new catalogs, ir 
never ending training of this new career supplies salesman 





Save ON-THE-JOB JOURNEYMAN KNOWS 

BUCKEYE FROM EXPERIENCE: “My 

boss learned that extra time spent on 

threading and rethreading a batch of poor 

P - quality conduit is money wasted. That's 
threading time why we use only Youngstown Buckeye 
rigid steel conduit now. When we work 

with Buckeye, threading goes fast and easy 

because high quality steel gives perfect 


. h threads every time.” 
wit 


ELECTRICAL INSPECTOR HAS HIS 
SAY: “As far as I’m concerned, poor 
threads open the way to troubles. One way 
to avoid poor conduit threads is to get the 

Youngstown best steel available. In my opinion, that’s 
Youngstown Buckeye standard threaded 
rigid steel conduit.” 


Buckeye Conduit 


Youngstown manufactures full weight 
rigid steel electrical conduit from start to 
finish. This enables Youngstown to con- 
trol the complete manufacturing process 
from ore to final inspection, which insures 
that each length of Buckeye conduit is 
made of top-grade steel. High grade steel 
makes perfect threading easier, saves time 
and money. On your next job, be sure you 
get Youngstown Buckeye full weight 
standard threaded rigid steel conduit. 


Shipments of Buckeye rigid steel conduit 
are now being made from our conduit mills 
at Indiana Harbor and Youngstown. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY Sv"! 0!sr __ Yousrow 


Manufacturers of Carbon, Alloy and Yoloy Steel Export Office-500 Fifth Avenue, New York 


COLD FINISHED CARBON AND ALLOY BARS - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - PIPE AND 
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A MESSAGE TO AMERICAN 


INDUSTRY ° 


ONE OF A SERIES 


No Room for 
Industrial Complacency 


Do you believe that American industry is 
equipped with remarkably up-to-date and 
efficient machinery? If you do, you are mis- 
taken. The fact is that a large share of 
American industry’s equipment is ancient, 
of obsolete design and incapable of attaining 
the efficiency that is made possible by modern 
production techniques. 


This fact is documented by the Seventh 
Inventory of Metalworking Equipment, just 
completed by AMERICAN MACHINIST, a 
McGraw-Hill publication. In brief, AMErI- 
cAN MAcHuInist shows that: 


1. More than half (56%) of American 
industry’s most basic production equip- 
ment— machine tools and metal-forming 
units —is overage, and much of it is so old 
that it has very limited usefulness. 


2. Since Korea, the situation has become 
dangerously worse. 
Facts vs. Plausible Theory 


These conclusions contradict the widely-held 
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impression that America’s industrial equip- 
ment is in better physical shape than ever 
before. The prevalence of this impression is 
not surprising. We, as a nation, have spent 
about $125 billion for new industrial plant 
and equipment since World War II. That is 
more than in any previous period in our his- 
tory. During 1953, American industry in- 
vested $21 billion in new plant and equip- 
ment, an all-time high. From this, it would be 
reasonable to infer that our industrial plant 
and equipment must be in fine condition. 


But the facts do not support that inference 
with respect to the machine tools and other 
metalworking equipment that are so crucial 
to our economy in war and peace. Here are 
the key findings of the AMERICAN MACHINIST 
Inventory: 


(1) More than one million machine 
tools — out of a total of less than two 
million in the metalworking industries 
—are at least ten years old. Many of 
these, after day and night operation 





during the war years and the recent 
rush to rearm, are actually much older 
production-wise than their age in years 
indicates. In most cases, these ma- 
chines are unable to produce goods as 
efficiently as modern equipment can, 
thus needlessly increasing costs. 


(2) Almost one out of five machine 
tools is more than twenty years old. 
Most of these machines are so outdated 
by modern standards that they have 
little more than scrap value. And an 
even larger portion.of our metal-form- 
ing equipment (presses, brakes and 
shears, bending and straightening ma- 
chines) has passed the 20-year mark 
and is beyond normal retirement age. 


(3) Two out of three machine tools 
are of designs predating World War II, 
though many of them have been built 
since the war. Thus, two-thirds of our 
machine tools fail to incorporate the 
many major postwar improvements 
in design and operating methods. 


(4) Never before has outmoded high- 
cost equipment been so widely diffused 
throughout American industry. In 
every one of fifteen major divisions of 
metalworking production, more than 
45% of the machine tools are at least 
ten years old. 


(5) Not since the depression days of 
the 1930’s has the average age of ma- 
chine tools risen so rapidly as it has 
in the past four years. Today, 55% are 
ten years old or older, compared with 
43% just before Korea. 


Quality vs. Quantity 


Why has the condition of our metalworking 
equipment been steadily deteriorating since 
the end of World War II? Part of the explana- 
tion lies in the fact that, in the immediate 
postwar years, production of metalworking 
equipment lagged behind the production of 
industrial equipment generally. The larger 
part of the explanation, however, lies in the 
tremendous postwar expansion of the Ameri- 
can economy. This expansion, which has more 
than doubled our total industrial capacity, 
has imposed requirements for metalworking 
machinery that have been met only by more 
extensive use of old and obsolete tools. In 
the critically important field of metalwork- 
ing, the job of providing up-to-date tools is 
bigger than it ever has been. 


There are those who argue that the time 
has come to cut back investment in new in- 
dustrial plant and equipment and divert more 
of the national income into current consump- 
tion. They cite both the great increase in the 
nation’s total industrial capacity since World 
War II and the fact that some industries now 
have more than ample producing capacity 
to meet their needs. But this type of calcula- 
tion leaves out the efficiency of that produc- 
ing capacity. 


The AMERICAN MACHINIST In- 
ventory makes it manifest that in the key 
field of metalworking we are alarmingly 
short of first-rate, low-cost producing 
capacity. If we fail to remedy this situa- 
tion by speeding the replacement of ob- 
solete tools, it will be at the peril of our 
prosperity, at the peril of a sustained 
increase in our standard of living and 
of our national security. 


McGraw-Hill Publishing Company, Inc. 
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RACO OFFERS 


a=... 


ONLY 4 BARS ENABLE YOU Pe. he 
TO INSTALL ANY DEPTH BOX akhn di va 
WHEREVER YOU WANT IT 

REGARDLESS OF STUDDING SIZE OR SPACING 


—— EXPANDED io EE 


CLOSED 114”——>| 








complete 
adjustment 


RTE OE EXPANDED 26%” | only four bars 
CLOSED 19%” ———>| | provide 
ee cee ee ee ane a ; 





NORMAL SAFETY PRECAUTIONS REQUIRE THAT A BAR MUST WITHSTAND THESE TESTS 


ALL-STEEL EQUIPMENT INC. Avrora « Illinois 
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ELIPTORS 


onus Aways 4 Leader — 


FOR REAL DESIGN AND CONSTRUCTION... 
You Can't Beat 


Sx) @ 


>a 








Every Inch 

a Master-piece 
With Features 
That Win Sales! 


1. 


Well designed cap which permits complete 
rotation of socket housing for horizontal 
positioning. Easily read degree markings on 
side. 

Degree marked vertical adjustment for set- 
ting and resetting after cleaning. 


Versatile types of mounting consist of cross 
arm for wood pole or wall, 12” or 2” pipe 
slip fitters, pipe clamp brackets and back 
to back pipe mounting. 

Single screw permits removal of reflector 
assembly without disturbing socket and set- 
tings. 

Gasketed junction between socket housing 
and reflector prevents chipping of reflector 
and lamp breakage. 


Broad eliptical shaped reflector provides ex- 
cellent throw of light on broad areas with 
minimum shadows. 

Reflector made of steel porcelain enameled 
white inside, color outside. Aluminum re- 
flectors Alzak finished. 


WHEN THE JOB DEMANDS OPEN TYPE FLOODLIGHTS 
YOU'LL MAKE FRIENDS WHEN YOU RECOMMEND 


Flevere, tL IPTORS. 


The efficient shape of this floodlight provides effective, uniform 
illumination for large areas. It is most ideal for parking and used 
car lots, service stations, factory yards, docks, switching areas, etc. 
Built sturdily to render years of useful service—easy to wire and 
maintain with all adjustments on the right side obviating the necessity 
of moving ladders or position of service man when cleaning or 
adjusting. 

Furnished in all aluminum where wind loads are a consideration, 
also steel porcelain enameled in a variety of colors to suit color 
scheme on location. Sizes available for 300-500 watt, 750, 1000-1500 
watt Incandescent Lamps or 400 watt Mercury. 


For detailed information on Revere Lighting Equipment get in touch with us 
at once. A local representative will call on you to render personal service. 


REVERE ELECTRIC MANUFACTURING CO. 


6011 BROADWAY 


© CHICAGO 40, ILLINOIS 


WE COVER THE FIELD WITH A COMPLETE LINE OF... SERVICE STATION ¢ AIRPORT « 
SPORTS © STREET e OUTDOOR THEATRE ¢ MARINE AND INDUSTRIAL LIGHTING EQUIPMENT 
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THIS IS THE MOTOR of a production grinder. Note dust and coolant on sEALTITE protecting lead wiring. 


How to keep foul-up and corrosion out of your lead wiring 


Use SEALTITE. Its tough outer cover 
resists all enemies of motor lead wiring. 


You can spray your wiring with oil. . . 
douse it in water . . . cover it with dirt 

. expose it to corrosive fumes... 
even let salt spray and chemicals do 
their worst — without fear of foul-up 
and corrosion—IF you run it in SEAL- 
TITE* Electrical Conduit. A special 
outer cover takes them all in stride. 

Yet tough as it is, sEALTITE is light 
and flexible. It installs easily in 
cramped spaces. It absorbs vibration— 
takes movement. It hugs motor con 
tours. It looks neat. 


Trademark 


Liquid-tight seEaLTITE is the first 
conduit of its type to be approved by 
Underwriters’ 
use where exposed to moisture and 

oils. (See N.E. Code, Art 
For tight bends on machine 
industrial 


mineral 
351.) 
tools 


and equipment, use 


SEALTITE Type EF (Extra Flexible), 


which meets standards set by J. I. ¢ 


Laboratories, Inc. for 


to-handle 
Approved 


Buy SEALTITE in easy 
coils; then cut without waste 
liquid-tight fittings for use with seal 


available 


(2 C NSancear2 
SEITE 

flexible, liquid-tight electrical conduit 
an ANACONDA product 


— 


rire are 


The American Brass Company, American Metal Hose Branch, Waterbury 20, Conn 


Please send me descriptive booklets on SEALTITE Electrical Wiring Conduit 


NAME... 
COMPANY 
STREET 


CITY 


TITLE 


PLEASE PRINT 


STATE 





FOR TOP SALES, AMPLEX 
brings you today’s 


complete, most popular 


specialty lighting line 


AMPLEX SPOTS AND FLOODS 


Full range of sizes and bulb 

types from 40 to 500 watts 
Premium-built for longest 

life, they’re the only com- 

plete line of Spots and Floods with 
seoted-beam pure silver reflectors. 


AMPLEX COLORBEAMS 


Absolutely tops for disploy 
jelolelet-bie)ap teres le)elers): color lighting. Fourteen bril- 
liant permanent colors; each 
bulb life. Writ 1 . an integral part of the lamp; 
won't fade, chip or crack. 
Amplock bases guaranteed never to 

loosen 


AMPLEX WEATHERPROOF LAMPS 


Today’s best buy for out- 
door lighting use! Spots, 
Floods and General Service 
Lamps made of special hard 
glass thot does away with all failures 
due to climatic conditions. 


AMPLEX STREET LIGHTING 
& TRAFFIC SIGNAL LAMPS 


Widely used by municipali- 

ties and public utilities. Built 

to withstand shocks of traf- 

fic... maintain high light 

output. Complete line includes Weather- 
proof Street Lighting Lamps. 


AMPLEX HI-BAY REFLECTOR LAMPS 


New R-57 Hi-Bay long-life 

lamps with pure silver sealed 

) beam reflector never need 

cleaning. Also full line of di- 

rect, concentrator and indirect reflector 
lamps 


AMPLEX “HI-HAT" RECESSED FIXTURES 


tke Designed for recessed mount- 

>} ing, Amplex “Hi-Hat” units 

: and Swivelites are an ideal 

p aman combination. “Hi-Hats’’ have 

plaster rings for concealed anchoring 

and support. Available with louver or 
open bottom 


Other Amplex products are: Incandes- 
cent, Fluorescent, Sealed-Beam Reflec- 
tor, Infra-Red, Rough Service, Mercury 
Vapor Lomps; Photoflash Bulbs; Dis- 
play Lighting Accessories 


The Amplex Franchise is today’s 
leader for sales and profits. 
National advertising and a wide 
variety of sales aids are boosting 
the demand for Amplex lighting 
products to continually new highs. 





FOR FULL FACTS. AMPLEX CORPORATION, DEPT. A-1,111 WATER ST., BROOKLYN 1, N. Y. 
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For Maximum Branch Cireuit Protection 


NQP QUICKLAG P 


Cireuit Breaker 


PANELBOARDS 


THERE’S a dual advantage in these new @ panelboards — 
out-of-stock delivery of almost every requirement for the 
electrical contractor and faster turnover, which means greater 
profit for the wholesaler. 


Smaller and more compact, these assemblies feature the 
new @ Quicklag P Circuit Breaker with thermal magnetic 
overload protection and manual or automatic quick-make and 
quick-break operation. 


Enclosures are made in eleven standard sizes which also 
mean smaller inventories. Six of the enclosures accommodate 
units with main lug connection and five for units with main 
circuit breaker connection — 50 to 200 amp capacity. 


These, plus a stock of individually-packaged, single and 
double pole @ QP Quicklag P Circuit Breakers will fit any 
job requirement. Too, all Circuit Breakers are interchange- 
able, which makes it a simple matter to make changes or 
add new units. 


If you want to reduce your inventories, facilitate deliveries, 
and thus add to your sales and profits, then stock these new 
and improved panelboards. You’ll find it a splendid invest- 
ment in the future of your business. 

For additional information, consult your nearest @ rep- 
resentative, listed in Sweet’s. He’ll be glad to give you full 
details. 





@ NQP QUICKLAG P PANELBOARD FEATURES 


1) Quick-make and quick-break operation manually or 
automatically on harmless overloads, short circuits or 
severe overloads. Handle position indicates “tripped.” 


f 
| 


Quick restoration of service simply by moving handle 
to “off” and then to “‘on” position. 


Screwless assembly (just slip breakers in) with one 
pressure type connection between circuit breaker and 
bus bar. 


“Sequence bussing” to balance the load and permit 
double pole, individual trip combinations. 


Boxes for main lug units only 14” wide, with 4” gutters. 
A few units with 200 amp., main circuit breaker, 192” | 
wide. 











Frank eCdam Electric Co. 


P. O. BOX 357 = ST. LOUIS 3, MISSOURI 


Makers of: BUSDUCT @ PANELBOARDS e SWITCHBOARDS e SERVICE EQUIPMENT © SAFETY SWITCHES @ LOAD CENTERS © QUIKHETER 
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MODEL 1021 for inside walls and ceilings 


VENTILATING FANS are no longer Considered at 
extra . but essential equipment. Tlome buyers are 
couscious of adeanatls entiation hey erapect Fasco 


Ventilating Fans in the kitehen and bathroom, 


plus utility and reere OL TOOTS. 


Kasco has the one complete line that appeals to 
builders everywhere. Kase-of-installation makes Fasco 
a favorite with contractors. Architects know the 
name Faseo for highest quality and matchless 


dep ndabilitv. Krery Kasco Ventilating Fan 


is guaranteed'for five years 


Be sure of the installation. Be sure it’s a Fasco 


WRITE today for Jetail 


complete 


all Fasco Ventilating Fans 


Booth 458 


cHERMAN 


Illinois 
pasco LINE 


A Must! 
HOTEL 


Chicago, 
COMPLETE 


41 Augusta Street « ROCHESTER 2, 


AMERICA’S 
MOST POPULAR 
VENTILATING 
FAN LINE 


MODEL 728 
for inside walls 


olare Ma -tiiiale hy 


) 
j 


> 


KEY, 


MODEL 880 
Jelmm Uriel | CohifelMelilgeltie a 


ceiling and roof 





MODEL 882-1082 
fol@moliiticl <M Ze) |p 


wall switch operation 


MODEL 847-1047 
for outside wall, 
alslelisme) ol-taehi-te| 





INDUSTRIES, INC. 


NEW YORK 
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the new LOW COST fluorescent luminaire with 


UPWARD 
COMPONENT 


TRIM MODERN 
APPEARANCE 


LODESTAR 


TRANSLUCENT 
4-FOOT MODELS: PLASTIC SIDES 
Available in 2 or 4 lamp lu- 
mingires, in a complete choice 


of all lamp types. 


8-FOOT MODELS: 
Available in 2 or 4 lamp lu- 
mingires, in a complete choice 
of all lamp types. 








MITCHELL engineering achieves remark- 
able standards of abundant, glare-free 
illumination in the ‘““LODESTAR’”’ Lumi- 
naires. Important lighting advantages are 
attained by the substantial upward com- 
Sterdy, concocted ponent which provides a “‘general diffuse”’ 


"General Diffuse" Semi-translucent side 


type luminaires; ap- 
proximately half the 
light goes up to be re- 
flected from ceiling 
and upper walls for 
comfortable, glare- 
free, uniform lighting. 


panels provide low 
brightness contrast, 
creating modern, 
streamlined appear- 
ance. Plastic sides and 
louver form one easy- 
to-handle unit. 


spring-loaded louver 
latch instantly releases 
or engages all-steel 
louver by snap-in ac- 
tion. Releases with 
slight pressure of 
fingers. 


lighting effect. Semi-translucent side pan- 
els provide pleasing low brightness con- 
trast. The superior louver design delivers 
properly shielded illumination to the work- 
ing area. Smooth styling, unusually low 


maintenance factor and surprisingly low 
cost make the new MITCHELL ““LODESTAR”’ 
Luminaires outstanding values in com- 
mercial fluorescent lighting. 
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Se 
New Rapid-Start units offer an 
unusual advantage: "No starters 
to replace.” Installation of Rapid- 
Start luminaires slashes mainte- 
nance cost by eliminating starter 
replacement expense. 


Two jack chains suspend entire 
louver and V-spine assembly from 
fixture body, making relamping 
easy and substantially reducing 
maintenance costs. This feature 
saves time and money. 


ae 
Mitchell Manufacturing Company, Dept. 1-A 
2525 N. Clybourn Ave., Chicago 14, Illinois 


Send full data on MITCHELL “Lodestar™ Luminaires 


where quality counts—SPECIFY MITCHELL 


MITCHELL MANUFACTURING COMPANY 
2525 N. Clybourn Ave., Chicago 14, Illinois 
in Canada: Mitchell Mfg. Co., Ltd., 19 Waterman Ave., Toronto 
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Make these ELECTRUNITE sales 
aids work for you 





lope stuffers for 
EaSCTRUNITE Disirib- . 
utor promotional mailings Reprints of our 8937 
Sweet's Catalog sect 
your distribution. 


ELECTRU- 
re T. advertise- 


STEEL AND TUBES DIVISION 
REPUBLIC STEEL CORPORATION 
215 EAST 131ST STREET © CLEVELAND 8, OHIO 


Export Department: Chrysler Building, 
New York 17, N. Y. 


Gc YoU MORE 


uc eAON 


wet 


MICAL 
“SSING 


This is the year when we're all going to have to 
get out and sell. You know it. We know it. 


That’s why we’re going to back you with more 
in’54. That means more advertising. More folders 
and booklets. More reprints of ads to architects, 
contractors, journeymen telling them about 
Republic ELECTRUNITE E.M.T. and why 
they should use it. 


We're going to do everything possible to keep 
the “Inch-Marked ®” E.M.T. the best-known 
brand in the country..make it easier for you to sell. 


ELECTRUNITE “Dekoron-Coated” E. M.T. is a 
Republic Distributor’s exclusive..a door opener 
for those hard-to-convince industrial contacts... 
it’s the answer to tough corrosion problems. 


We hope it means more business for you. That’s 
why we're backing you more...in’54. 











: 


ry, 
q sever S 


—————ny 


iW Tesponse to the industry's request, Advance Transformer 
p Co., announces its new open type low wattage lamp ballast. 


The LO-4-6-8 and the LO- 
14-15-20 QUIET CORE 
AND COIL BALLASTS 
for low wattage fluorescent 
lamps. Light weight, com- 
pact, sturdy. For low watt- 
age strip lights, medicine 
cabinet lights, electric 
range lights, counter dis- 
play signs and all other 
uses where small space and 
low noise level are a re- 
quirement. 


BY THE 
WORLD'S LARGEST MANUFACTURER 
DEVOTED Exelaacuely 10 It 
PRODUCTION OF FLUORESCENT BALLASTS 


“ADTRANS“ 


2950 N. WESTERN AVE., CHICAGO I8, ILLINOIS, U.S.A. 
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PYLET 
PRACTICAL DESIGN ; 
FEATURES A Modern Line of Improved 


Heavy-Duty Conduit Fittings 


1. FS AND FD PYLETS AND COVERS-—1, 2, 3 and 4 gang, 


Sot adencle' ows te ar oma square corner types, take all standard switch and receptacle 
Double weather-proof protection — plates. 


= ese onl pelican diaggaaay 2. ROUND BASE PYLETS AND COVERS—Ideal for Vapor- 
tight junction boxes—Flush and surface mounting. Take stand- 
ard 4-inch outlet box cover; also vaportight fixtures, plug 
receptacles and Flexible fixture hangers. 


3. VAPORTIGHT LIGHTING FIXTURES—With heavy cast 
metal bases, weathertight sealing and sturdy guards. Complete 
line, for 10 to 200 watt lamps, for conduit or wall mounting, 
universal 4 and 5 hub types, two and three gang, handrail and 
outlet box types, also midget fixtures. 


Smooth interiors, round edges and large a 4. FLEXIBLE FIXTURE HANGER PYLETS — Universal joint 

Fo ae nr heap e ane hub allows easy removal of fixture, free swing movement of 
fixture with stop to prevent wire injury, also cushion type for 
protection against vibration. Also rectangular Pylets with 
suspension hanger. 


5. CAST METAL SAFETY SWITCHES AND CIRCUIT 
BREAKER PYLETS—Heavy duty safety switches and fuse 
boxes with or without plug receptacles and circuit breaker 
Pylets with all features for reliable service under severe 
conditions. Safety switches have quick make and break, inter- 
locked cover and weathertight gaskets on both cover and hub 


Song Senet oe Soeee ent plates. Available with interlocking plug receptacles. 


Body Cover Joints are ground flat for tight 
qasket seal. Heavy hub sections of ample 
evess section are tapped straight and true @eeeeeeoeeeeeeeeeeeeeeee eee 
with eccurate, cleancut, TAPERED threads. 
Refer to your Pylet Catalog 1100 for complete listings includ- 
ing plugs and receptacles —explosion-proof pylets, cord and 
cable grips — flexible conduit couplings — unions — reducers= 
elbows and grip handles — portable hand lamps. 


eeeeeoeee 


THE PYLE-NATIONAL COMPANY 


ape call : quews poo 1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


wide easy alignment of covers—hold cov- DISTRICT OFFICES and REPRESENTATIVES in Principal Cities of the United States 
ex and geoket together during handling. EXPORT DEPARTMENT: International Railway Supply Co., 30 Church St., New York SINCE 1897 
CANADIAN AGENT: The Holden Co., Ltd., Montreal 


PLUGS and RECEPTACLES ¢ FLOODLIGHTS © EXPLOSION PROOF FITTINGS « MULTI-VENT AIR DISTRIBUTION 
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Highest quality in the lowest 
price range. 





Good profit margin. 


Few sizes to stock—6 lugs 
cover a wire range from No. 
14 to 1000 MCM. 


Outstanding sales features — 
easier to sell. 





Backed by national advertis- 
ing and promotion. 


Mail Coupon for Sample and Full Details 


Jasper Blackburn Corporation 


Send me sample and further information on BLACKBURN H1-Strength 
Terminal Lugs: 


Wire Size 


Your Nome 


35 MADISON ST. ad ST. LOUIS 6, MO, 
Phone CEntral 3007 





| Company 
City & Stote 
Mail to Jasper Blackburn Corporation « 35 Madison St. © St. Louis 6, ate. 9 


Ew 
$ 
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ensational 
introductory 


built-in 

electric clock... 
night lamp... 

2 electric outlets 
...all in one unit 


BUILD EXTRA SELL INTO 
A HOME FOR LITTLE COST 


pad 














@ Plus three demonstrating displays 
install in like this for counter or wall. 
New or Olé Homes Ps] No extra charge 

~ Hotels, Motels : 

» Apartments . 

* Neepitats cae eo @ Here’s Profit Assurance 
Not only on the 36 TEL-IN-WALL 


C TO INST units you order. But in the full price 
4 ° 





of the six TEL-IN-WALLS you get 
without extra charge. TEL-IN-WALL 
is ideal to help increase your 


residential electrical sales. 


5 
Here’s Sales Assurance 
Eye-catching display for your salesroom. 
Shows what the TEL-IN-WALL looks 
like, what it does, why it’s of 
interest to builders, how easy it 














is to install 


Call Your Local Representative 


ig , 
& ] Or write direct to us while the offer 
¢ C( / On is still open. Start making this extra 
< profit now. Telechron Department, 


General Electric Co., 71 Union Street, 


MARK OF TIMING LEADERSHIP 
Ashland, Massachusetts. 
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with the new additions 
to the Amprobe Jr. line 


600 VOLT MODELS: 


New Amprobe Jr. 
models for plant main- 
tenance men, plant 
electricians, and con- 
tractors specializing in 
industrial work: 


MODEL 525: 0-25 AMPS AC; 0-150/600 VOLTS AC 
MODEL 550: 0-50 AMPS AC; 0-150/600 VOLTS AC 
MODEL 500: 0-100 AMPS AC; 0-150/600 VOLTS AC 
$19.85 WITH VOLTAGE TEST LEADS 








250 VOLT MODELS: 


Amprobe Jr. models for 
electricians, contrac- 
tors, refrigeration, air 
conditioning and appli- 
ance service men: 





MODEL 10: 0-10 AMPS AC; 0-125/250 VOLTS AC 
MODEL 25:, 0-25 AMPS AC; 0-125/250 VOLTS AC 
MODEL 50: 0-50 AMPS AC; 0-125/250 VOLTS AC 
MODEL 100: 0-100 AMPS AC; 0-125/250 VOLTS AC 


$19.85 WITH VOLTAGE TEST LEADS 
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For only $19.85 (just a few dollars more than 
an ordinary voltage tester), you give your cus- 
tomers more value for their money—open a 
brand new market for yourself. To get your 
copy of the new Amprobe catalog, write to: 
PYRAMID INSTRUMENT CORP., LYNBROOK, N. Y. 


AM PROBE 


world’s largest-selling line of snap-around volt-ammeters 


83 





, THERE’S AN 


OZ BUSHING 


FOR EVERY JOB pi 4 
en KS 


TYPE "B" es, —— Strongest insulating bushing 
: available! Exclusive 


design permanently locks 
insulation into casting. S 
cf 


Same as proven Type “B” 

with lug for quick, positive , ? 

ground connections. Set 

screw in casting facilitates 

positioning. Finest, high-strength, all- 
Bakelite insulating bushing. 
A top quality bushing— 
competitively priced! 


All-Bakelite bushing with 
s see: , male thread for insulation of 
TYPE "BL' P exposed cables passing 
: through holes in metal boxes 
or troughs. 


Over 35 years of specialized 

experience in the design and 

manufacture of conduit fittings 

is behind the complete line of O.Z. insulating TYPE “A" 
bushings. Whatever your insulating bushing problem, 
you can be sure there is an O.Z. design to fit your 
application perfectly. Buy O.Z. bushings from 

your local electrical distributor. 


TYPE “BB” 


Representatives in all principal cities 
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and make sute it's , ve 


Columbia _ 


NON-METALLIC SHEATHED CABLE 


Ths electrician is specifying Columbia 
A.B.C. ARMORED CABLE 


Cable, Wire, and Conduit. And for good 
reason. 
From experience, he knows that Columbia 


products are easily installed... easy to 


ny 
Wage Cb fo FLEXIBLE STEEL CONDUIT work with. Take your cue from the man 
“Sang on the job...he knows...make your 


at next installation Columbia and see! 


Approved by Underwriters’ Laboratories 


pre 
Send for 


Columbia 
Electrical Data 
Guide Book 


COLUMBIA CABLE & ELECTRIC CORP. 


ving tne Ele aleli tie ae tiala 


255 iets St. freaidis 8, fi Y. 


Sales Representatives in Following Cities: 


Coral Gables, Fla. Glassport, Pa. Minneapolis, Minn St. Lowis, Mo 
Cincinnati, Ohio Highland Park, Mich New Orleans, Lo San Francisco, Calif 
Dallas, Tex. Houston, Tex New York, N. Y Seattle, Wash 
Denver, Colo. Kansas City, Mo Philadelphia, Po Thornwood, N. Y 
Cleveland, Ohio Detroit, Mich. Los Angeles, Calif Portland, Ore Tulsa, Oklo 
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Show your customers why 
It’s wise to buy 
On over-all cost... 

not price 
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Engineered for dependable, economical circuit protection 


With I-T-E Circuit Breakers 
- you can sell safety too! 


Safety is a prime consideration when a 
customer buys an electrical protective 
device. He should get the safest equip- 
ment human ingenuity can devise. 

That’s just one good reason why i 
pays to sell I-T-E Circuit Breakers. 
They’re safety-engineered—to protect 
your customer —as well as hisequipment! 

I-T-E Circuit Breakers are completely 
enclosed by insulated molded cases. They 
cannot be held closed against overloads 
or short circuits. Thus, accidents 
are averted. 


Yes, in electrical protection (as with 
most purchases), over-all cost is the cost 
that counts. Show the penny-conscious 
buyer how much more economical mod- 
ern I-T-E Circuit Breakers really 
are—compared with fusible-type pro- 
tective devices. 


I-T-E Circuit Breaker Co., 19th and 
Hamilton Sts., Philadelphia 30, Pa. 


I-T-E 











“TEN REASONS WHY” 


i-T-E CIRCUIT BREAKERS 


PROVIDE THE UTMOST 
IN MODERN CIRCUIT 
PROTECTION 


They offer the highest degree of 
safety to personnel 


. They reduce ‘production down- 


time. 


. They eliminate replacement costs 


and maintenance. 


. They are completely tamperproof. 
. They are pretested to insure uni- 


formity of operation. 


. They prevent single phasing when 


a fault occurs. 


. They safely carry their continuous 


current rating indefinitely. 


. They save mounting space. 
. They offer a wide range of special 


attachments and enclosures. 


. They incur low watts loss. 


© 


I-T-E CIRCUIT BREAKER CO. 


Philadelphia, Penna. 


Individually Enclosed Circuit Breakers 
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‘“VARI-SPOT”’ 


hx 


CATALOG No. 2246 
Curtis ‘*Vari-Spot”’ is a shall 
recessed downlight, utilizir 


olal-tan A OLOER Zoli mmlakitiel-Mhidelii-temnl; 


j 


fofalel-siq Jal mleliil eM iM Mel-St[elal-te| 


for use in residential foRalemmarelis 


mercial interiors. An adjustable 


PN bdel Moll lillsltli Mati) -lede) al ol 1; 


mits the diameter of the circle 


fehl light to be 


faolsbagelii-te| al 


ave hale tclemmek Mel-1 114-10 Mm Bl leet gel in Z- 


oles in the finishing alate Wm olae) 
de In attractive light patterr 


at the eiling 





SPOT 
LIGHTING 
WiTH 


CORN 


“PUNCHY” 


fi 
ie 
— lO fa" 


CATALOG No. 2240 


Curtis Punchy is a shallow 


ig-ta 341-10 Molol ltr tie) eli -mmelehoaaliielall 
utilizing one PAR-38, Side 
Prong 150-watt projector spot 
rol mmm ikelelo Mm loli) om Lamm, Mmel-1 tle fal-te| 
to provide punch lighting for 
counters, displays, sh« 

fefoho A Meelale Mol ial-i cme laren’ 
interiors 

Punchy features ronan ae 4é 
aluminum gimba ale] 
permits adjustment of the lamp 
to any angle 0 to 35° from 
the vertical, and 0 to 360 


alelapaeliiiol 





“SPOTTY” 


/044- a 
CATALOG No. 2244 


Curtis ‘“Spotty"’ is a shallow re 
cessed fixed downlight utiliz 
ing. either one PAR-38 or R-40 
screw bdse 150-watt spot or 
flood lamp. It has wide appli 
ation. for accent supplemer 
Kola mmelsle Mel -tal-tcel Mile lalilate| 
Three horizontal steel baffles 
integral part of each unit 
Na-meol-t ile lal-toMelslomelol ti slelal tomate 
provide an exceptionally low 
brightness incandescent unit at 


normal viewing angles 


WRITE FOR FREE DESCRIPTIVE LITERATURE 


Curtis Lighting, Inc., 6135 W. 65th Street, Chicago 38, Illinois 


ELECTRICAL 
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fill your 


electric motor 
needs! 


To drive important machinery, you need dependable 
electric motors. ACEC motors have been harnessed to 
nachinery of every description for over seventy years, 

the world over. In the United States, ACEC has become 
the symbol of efficient le-free performance. 

Compare ACEC with other motors of the same frames and 
ratings—comparative costs will show substantial savings! 
And ACEC’s guarantee of world-wide service is backed in 
the United States by Belgian El ic Sales Corporation's 
more than 300 distributors and service shops—fully equipped 
to handle all your motor needs speedily, skillfully 

ACEC motors—built to al] NEMA specifications— 

are now available for quantity distribution from a chain 

of warehouses located all over the country. 


For information on any of the applications shown above, 

or for assistance on your specific motor requirements, 

contact the ACEC sales office serving your area 
BELGIAN ELECTRIC SALES CORPORATION (: (Dept. I 


Y : 40 EAST 49th STREET, NEW YORK 17, NEW YORK 


. . { } s s ” 
“world-wide quality— | —world-wide service 
' y Please send me 1 information about the types of ACEC 

motors whose numbers | circled, and their applications 


ACEC Motors are sold in the U.S.A. by 1 2 3 


BELGIAN ELECTRIC SALES CORPORATION = ‘ame 

Main Office: 40 East 49th St., N. Y. 17, N. Y. Tel. PLaza 8-310] : 
Branches: 423 East 3rd St Los Angeles 13, Calif 

Belcan Electric Setee | Ltd., 1396 St. Catherine St. W Vontr eal, Can. : 

S.A., Paseo de la Ret 1-301, Mexico, D. F. =: ,appagess 
Sales Ottices and Representative on, Buffalo, Chicago, } 
leveland, Detroit, Hox Milwaukee, Minneapolis, : 

54-2 Orlando, Phila., Portland (Ore San Francisco, Savannah. : CITY 


COMPANY 


January, 1954—ELECTRICAL WHOLESALING 





U.S. Electrical Wires and Cables 


for every purpose 























U.S. ROYAL PORT- 
ABLE CABLE. Before 
any construction of 
U.S. Royal Port- 
able Cords or 
Cables is offered 
to the trade, it is 
put through a series 
of seven grueling 
laboratory tests that 
guarantee depend- 
ability. 





U.S. LAYTEX CON- 
TROL CABLE. Insu- 
lated with 90% pure 
natural unmilled 
grainless com- 
pound, whose insu- 
lation resistance 
improves in wet lo- 
cations. Not one 
reported failure in 
its twenty years of 
manufacture. 





U.S. POWER CABLE. 
Insulated with co- 
rona resistant Us- 
korona or Buty! 
compound, these 
cables offer an un- 
beatable reliability 
on overhead and 
underground high 
voltage power ap- 
plications in wet or 
dry locations. 








PRODUCTS OF 


UNITED 


STATES 


Electrical Wire and Cable Department « 


Pie power houses to homes, from mines to mills, 
from farms to factories— United States Rubber Com- 
pany has Electrical Wires and Cables to fit every need. 
Where dependability, long life and economy are essen- 
tial, U.S. Rubber has the answer to almost any wiring 
problems your customers may meet. 

U.S. Rubber pioneered in developing Laytex® Insu- 
lation made of 90% pure natural unmilled grainless 
rubber. From U.S. Royal Portable Cords and Cables, 
Aluminum Wires and Cables, Service Entrance and 
Drop Cables, to Power and Underground Cables, the 
U.S. Rubber line includes Electrical Wires and Cables 
of every description, including cables fitted to IMSA 
Specifications for traffic, fire and police needs. 

Write today for our general catalog covering the 
full line of U.S. Electrical Wires and Cables. 


RUBBER COMPAR T 


1230 Avenue of the Americas, New York 20, N.Y. 
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for CONNECTORS... 

















IT ALWAYS PAYS TO CONSULT 


YOUR BASIC SOURCE 
FOR LATEST DEVELOPMENTS 


IN ELECTRICAL CONNECTORS 


eeeeeveveveeveveveeveeeeeveeeeeeeeeeeeeeeeneeee 


REPRESENTATIVES 
AND DISTRIBUTORS 
IN PRINCIPAL CITIES 


Beeeeeeeeeeee es 
eoeeseeeses7e3eeee*ees: 


SERVIT SCRULUG VERSITAP 


oo : 
‘Weta 
ss 


QIKLUG HYLUG 


With more than 30,000 individual 
Burndy connector designs—Burndy 
is ready to serve your connector 
needs promptly, efficiently. 

70 graduate engineers will help you 
solve any connector problems in 
joining, terminating, clamping, or 
grounding every size and type of 
electrical conductor. 


3urndy connectors and tools 
provide maximum mechanical 
strength and electrical efficiency 
—at low installation cost. 

Write for free technical counsel 


or catalogs... to 


BURNDY—NORWALK, CONNECT. - FACTORIES: NCW YORK - CALIFORNIA 
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: 


BM) 21 


OUTSTAND 


| 


Briegel, the Original Indenter Fittings 
are neater in appearance, easier and faster 
to use. Installation is simple and less 
expensive. Two quick squeezes sets them 
forever. Try B-M Indenter Fittings and get 


more profits from each job! 


MMICOLL &* 


GALVA, * abe CO. 
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ONLY BULLDOG 


DUO-GUARD 


PUSHMATICS 


PROVIDE DOUBLE 
PROTECTION 


Duo-Guard Pushmatic circuit breakers provide double pro 
tection because they use separate protection elements. Only 
BullDog Duo-Guards have both a thermal element and a wound- 
coil magnetic element. 


The thermal element (bimetal strip) protects branch circuits 
from “normal” overloads, and guards against nuisance tripping 
The magnetic element (wound coil solenoid) protects branch 
circuit wiring and insulation, and properly connected lamp and 
appliance cords, against damage from shorts and dangerous 
overloads of high intensity. 


Add BullDog’s exclusive push-button control to the Duo 
Guard feature, and you have the world’s most efficient circuit 
breaker. No other breaker—at any price—offers as much. Many 
cost more. Get complete details about the Duo-Guard Push 
matic—the standard BullDog breaker—and_ Electri-Center 
panelboards. Write, today, for free new Bulletin PM-365. BullDog 
Electric Products Company, Dept. WH-14, Detroit 32, Michigan. 


REPCO 


Extra protection at 20 amp. 


The new 20-amp. Duo-Guard provides the 
same short-circuit protection as the 15-amp. 
Cords, lighting, appliances and branches get 
quicker acting protection from dangerous 
electrical faults. At the same time, the 20- 
amp. Duo-Guard carries its full-rated load 
and prevents nuisance tripping. 


BULLDOG 


THOROUGHBRED IN ELECTRICAL EQUIPMENT ELE CTRIC PR ODUCTS ¢ OMPA NY 
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Three quality 
tapes-—friction, 
rubber and plastic... 


If the job requig®s taping 
b-it calls ir ACCURATE 


Make ACCURATE Electrica é pein Re ex, | 
ACCURATE FRICTION TAPE 


Cf High grade carefully com- 

and positive electrical and mecha a pounded rubber with finest 
gic Tio™ p cotton base provides maxi- 

ical protection. Both friction a ae mum mechanical protection 
4 for every wrap. Made in 


rubber, ACCURATE tapes are strong, plia Stenderd eed ASTM: 


Tapes your choice for easier tapin 


easier working. These quality elect 


tapes are non-raveling, tear off clean, ACCURATE RUBBER TAPE 
C Features high elasticity, ex- 
celient cohesion, high di- 


tight and firm... make neat, high effiq 


wraps even over irregular s : electric and super aging 
2 qualities. Available in 


= , : . : Standard and A.S.1T.M.- 
For special jobs where a reduction i iS a A.A.R. grades. 


essential, specify ACCURAT stic 
electrical tape. Thin caliper, comb ith MCERAI ACCURATE PLASTIC TAPE 


Offers a bulk-reducing com- 
bination of thin caliper, 
for faster wiring p } hction! e good mechanical and di- 
electric strength. Recom- 
mended for use wherever 
plastic tape is practical. 


xcellent dielectric strength, make i ideal 


NEW TAPE CATALOG AVAILABLE NOW! 

Just call or write for the handy new Accurate catalog. 
A handy brochure for electricians, maintenance 
engineers and purchasing agents which includes al}, 
the facts on electrical tapes. Address: 

Accurate Mfg. Company, Garfield, New Jersey. 


Spocift ACCURATE 


— YOUR BEST BUY IN TAPE 


d 
MORE THAN A QUARTER CENTURY OF TAPE SPECIALIZATION 
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B&elice Pull Receptacle. 
Combination 344” — 4” 
Three piece —Shadehold- 
er Groove. Open double 
terminals for continuous 
wiring. 250W— 250V 


202-0 


Bakelite Keyless ourler 
box receptacle. Combina- 
tion 344”"—4”. Flush back 
— Open double terminals 
for continuous wiring — 
Shadeholder Groove 
660W — 250V 


Trapped by high Prices? 


Snap! .. 


Just order Circle F! No high prices there — Just to oP quality 
Wiring Devices at an easy-on-the- a price. Send fo 
and see for yourself. Order Circle F . 


212-0 


Porcélain Keyless outlet 
box receptacle. Open ter- 
minals. Flush back with 
Shadeholder Groove. 660 
watts-250 volts. Supplied 
with drain holes to meet 
R.E.A. specifications. For 
31%” or 4” box. 


...Tty Circle F! 


. There’s another fellow trapped by high costs! my to avoid. 


uaranteed 
t our catalog No. 18 
. and save! 


Porcelain Pull Receprta- 
cle. Convenience outlet in 
base and Shadeholder 
Groove. 250 wartts-250 
volts. For 314” or 4” box 
Available with pendant 
or insulator. 


Circle F’ Mig. a 


TRENTON 4, N. J. 


| / 
Or 


Saving You More Since 1904. 
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Cable Protection—plus Maximum Strength—with 


Penn-Union MULTIFIT Connectors 





The design of Penn-Union Multifit Connectors retains the full 


strength and rigidity of the silicon bronze bolt. The saddle which The Penn-l 


nion Line also in 
provides a wide surface to grip and protect the cable is perman cludes numerous other types of Tees 
: , gs 1 Se rhe Con to S 

r . yr ly ana raign onnectors, ; 

ently fastened to the U-bolt; one piece. The strongest and most 7 ' : 
. . ; ll as Service Connectors, Bus Sup 
satisfactory fitting of this type. High copper content alloy; sili ports, Grounding Clamps, Cable 
con bronze Nuts and Lockwashers as well as Bolts. . . . Each 7 tc. Experienced users 


vi ; : ha ol the Penn-Union 
Multifit Connector takes a wide range of conductor sizes; only a mark on is the best guar 


small stock will provide for many needs. Made in a complete intee of satisfactory performance 
range for cable up to 2,000,000 cm. 


al Sold by Leading Wholesalers 
| &~—C*PENN-UNION ELECTRIC CORPORATION ERIE, PA. 


Canada: Dominion Cutout Company, Ltd., 250 Richmond St. West, Toronto 


U ee 


_PENN-UNION 


— 


January, 1954—ELECTRICAL WHOLESALING 





a MW protitmaker for you-- 


30 AMP. RATING 
Single-Pole 
Single -Throw 


SANGAMO QUALITY 


at $1350 list ee as < SAE OO 


Trade Discounts Apply 


* STANDS ROUGH HANDLING—Sturdy all- @ WORKS BETTER—Sangamo-proved timing 
steel case, no glass to break. mechanism needs no maintenance. 

Py EASY TO INSTALL—Plenty of wiring room, e LASTS LONGER—Long life heavy silver 
4 multiple knockouts. contacts—minimum arcing. 

@ TROUBLEFREE OPERATION—-Assured by the DEAD FRONT SAFETY—Insulating shield 
Sangamo slow-speed motor. eliminates shock hazard. 

s EASY TO OPERATE—Simple dial setting, can e FULLY GUARANTEED—Backed by liberal 
be hand tripped, too. 18 month Sangamo guarantee. 


SANGAMO ELECTRIC COMPANY 








SPRINGFIELD, ILLINOTUS 
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the SANGAMO Tyne F 


A HIGH QUALITY SANGAMO TIME SWITCH 





FOR THE LOW PRICE FIELD 


NOW, for the first time, you can offer your 
customers real Sangamo Quality and 
Dependability in a sturdy NEMA Standard 
30 ampere time switch for just a fraction 
more than the very lowest priced time 
switch! 

Sangamo’s new Type B is enclosed in an 
attractive all steel case with a hinged cover 
and a sealable hasp. Your customers will 
recognize the value of using the same slow- 
speed motor that powers Sangamo heavy- 


Stock én 
and youll 
sell en 


The days are past when 
customers were willing to wait 
for a new item—so be sure 

to have a stock of 

switches on hand when the 
orders start rolling in. 

Just use the coupon at right. 
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duty time switches. This switch is built 
with the same care and will give them the 
dependability, accuracy, and long lasting 
troublefree performance that will avoid the 
costly annoyance of replacing defective 
switches. 

Because we know that there will be an 
immediate demand when this new switch 
is announced to your trade—we urge you to 
order your stock of the new Type B now, 
so you can get your full share of the profits. 


SANGAMO ELECTRIC COMPANY, SPRINGFIELD, ILI 'WOIS 
We agree that the days ore past when customers were willing to woit, 
therefore, please ship us immediately: 


(_] Type B Time Switches (six to a carton) 
[] free Catalog Pages, flat (50 per pkg. for counter) 
(] free Catalog Pages, folded (50 per pkg. for mailing) 


Company___ 





Address 
City__ 
Authorized by 





seLL DUEHL § pistinctivety DIFFERENT | 


It’s for year-round profits! 


New sales-stimulating fans, with new outstanding 
features — plus Diehl’s established and diversified 
line of fans for residential, commercial, institu- 
tional and industrial uses—assure quick, profitable 
turnover the year round. 


Get an Early Start 
helps you sell... 


New colorful selling kit packs a power punch. 

New demonstrator displays let customers convince 
themselves. 

New four-color catalogs — envelope enclosures — 
window streamers — counter cards. 

Also manuals, newspaper mats, window decals. 


WHEN YOU SELL FANS YOU SELL 





16-INCH CON. ATTIC VENTILATORS 


VERTIBLE VENTILATOR popular-size addition to the 24 to 48-Inch 
with detachable Fam: As Dieh! Exhaust Fan Line (sizes Standard and Package 
sembly for use on table 16 to 28-inch diameter). Unit Models. 


or floor. 


AIR CIRCULATORS 
24-Inch Oscillating 
24 and 30-inch Non- 
TABLE ; Oscillating — Floor, 
AR CRULTOR : oe 
i's a fon—It's a table. Year- DESK AND BRACKET FANS — “*llng Models. 
round dual utility. 10, 12, and 16-inch 


rg 16-INCH OSCILLAT- 
Popular and Quiet Oscillating Models. ING PEDESTAL FAN 


24-INCH WINDOW- 
TYPE VENTILATOR 
Componion to the popular 20- DIEHL MANUFACTURING COMPANY 
inch model. Electrical Division of THE SINGER MANUFACTURING CO. 
~ Finderne Plant, SOMERVILLE, N. J. 
BP oy ! District Offices: Atlanta Baltimore Boston Chicago Detroit New York Philadelphia Worcester 


canttel tee Atlanta * Boston * Chicago * Detroit * New York * Philadelphia 
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GRIPS LIKE A VISE..COOL AS A BREEZE 


Federal Noark’Fuse Holder 
abolishes trouble and wins 
Safety switch customers 





SAFETY SWITCHES that heat up 

’ and make trouble are obsolete... and 

one look at the high pressure fuse 

holder in Federal Noark Front-Oper- 

ated Safety Switches shows why! The 

steel coil spring in this fuse holder... located in the 

block beneath the fuse and unaffected by its heat 

... applies tremendous leverage against the fuse and 

holds it like a vise. Minimum contact resistance is 
assured, with resulting cool operation. 

But that’s just the beginning. The heat-creating 

joints found near the fuse clips in most safety switches 


The Federal Noark High Pressure Fuse 
Holder never makes trouble... no 
screws to vibrate loose or to forget 
to tighten... no springs near fuse to 
anneal...no heat-creating joints. 


are entirely eliminated by Federal. On these Type A 
Heavy Duty Safety Switches, each fuse clip and its 
adjoining part are formed from one piece of metal... 
Only two joints per pole (exclusive of fuse clip joints) 
is a unique Noark improvement that spells coolest 
operation and longest service life. 

In addition, special design features make these 
the safest safety switches available today ...and the 
easiest to install and maintain! Concentrate on Federal 
Noark Type A (NEMA Type H) Heavy Duty Safety 
Switches and assure top customer satisfaction .. . 


maximum sales. 


FEDERAL ELECTRIC PRODUCTS COMPANY 


Federal Noark wets: Stab-lok Circuit , Breakers, 
Motor Controls, Safety Switches, Service Equipment, Indus- 
trial Circuit Breokers, Panelboards, Switchboards, Control 
Centers, Bus — Pacific Electric Manvfacturing 

ion products: High voltage circuit breakers and 
power switches % Sales offices in principal cities. 
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50 PARIS STREET, NEWARK 5, N. J. 

















; | ELECTRICAL CAB 
y A 


























SUPERIOR SERVICE. The Roebling Wire and . . PRICED FOR SALES. 
Cable line is complete . . . meets every require- Roebling manufacturing standards and quality 
ment. Strategically-located warehouses assure control insure the best—priced competitively to 
prompt deliveries. boost sales. 











CONSTANT ADVERTISING BUILDS DE- ROEBLING ENGINEERS WORK FOR YOU 
MAND. Full page advertisements, in color, . .. their technical assistance is available when- 
reach all your prospects, every month. ever needed to help sales. 


Ask us about Roebling distribution in your territory 
JOHN A. ROEBLING’S SONS CORPORATION 


Trenton 2, New Jersey 


A subsidiary of The Colorado Fuel and Iron Corporation 
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W ALL WHITE 
TS Lifetime Porcelain Enamel 


Titanium Finish 
AVAILABLE ON ALL ABOLITE REFLECTORS 


Now, in addition to standard green and 
white finish, all ABOLITE Reflectors are 
available in the new deluxe ABOLITE 
ALL-WHITE lifetime porcelain enamel 
finish, and at no additional cost. 


ABOLITE Titanium white is the whitest 
white you've ever seen . . . it floods 
more brilliant light to provide maxt- 
mum lighting efficiency. The ALL- 
WHITE finish is vitreous fired, inside 
and outside; it is smooth as glass — 
resists weather, chemical and oil fumes. 
Cleaning is easy, less maintenance 
required. 


In addition, the new ALL-WHITE 
ABOLITE Reflectors are highly attrac- 
tive in appearance . . . add a modern 
note wherever they’re used. 


There’s An ABOLITE Reflector 
For Every Lighting 
Requirement! 


ABOLITE is your first choice in lighting 
reflectors. First with new ideas — all- 
white porcelain finish, ventilator slots. 
First with practical features for easy 
installation. First with new designs for 
new type lamps. Write for catalog! 


tHe JONES METAL PRODUCTS co. 
WEST LAFAYETTE * OHIO 
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XTKA DEPEWOAEILITY 


by specifying... 


CHESTER means dependability plus in wires 


a 


January, 


and cables for every electronic and electrical 
application. The compounds used in all 
CHESTER Wire and Cable constructions are 
made in the CHESTER plant. Thus, complete 
control over selection of raw materials and man- 
ufacturing techniques, provides full control of 
quality ... your assurance of uniformity in every 
foot of conductor bearing the CHESTER label! 


f 
* 


TW BUILDING WIRES 





WEATHERPROOF WIRES 
THERMOSTAT CABLES 


FLEXIBLE CORD 





FIXTURE WIRE 
HEATER CORD 
OFFICE & BELL WIRES 


TELEPHONE WIRES 


ALARM & SIGNAL WIRES 


NEON SIGN & OIL IGNITION CABLE 


*Solid colors or spiral marking 


“ td 
ASK lhelly FOR the New Chester Liter- 


ature. Complete data on wires and cables 
for electrical and electronic wiring. 
Request yours, today! 


REGISTERED 
U.S. PAT. OFF. 


roe N E W 
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- Sherardizing 





Re RIC PRop) 


UNDERWR 
LABORATOR 
INSPEC 
RIGID STEEL 
CONDUIT 


herarduct 
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It’s the Sherardizing process that fortifies 
Sherarduct—a dry galvanizing process that 
actually alloys corrosion-resistant zinc to the steel 
wall under heat. This is galvanizing at its best! 


Sherardizing provides a 100 per cent uniform 
protective zinc coating over all surfaces, including 
the hill and valley of every single thread—safe- 
guarding the conduit system against rust and 
corrosion for all time. This is Sherarduct, 
galvanized conduit at its best! 


Still further protection is provided by the 
baked-on Shera-Solution, an alkyd-like enamel 
that seals the zinc against acids and other 
corrosive elements. Sherarduct Conduit provides 


positive protection for all wiring! 


AIA 


phanabpot 


Proof of SHERARDUCT quality: 


Write for the booklet, “Facts about Sherarduct.” 
Learn more about the Sherardizing 
principle—how it makes Sherarduct 
“galvanized conduit at its best.” 


Insist on National Electric 


SHERARDUCT. 


Threaded before Sherardizing 


Sherarduct threads are cut before, not after, galvanizing. 
Even the base of the clean, sharp threads has uniform, 
full zine protection. 


Protection for Threads 


Surfaces and threads of the Sherarduct coupling are 
fully zine protected. Accurately cut threads permit 
butting of conduit within the coupling— provide complete 
protection of the entire conduit system. 


Works easily... Fishes easily... 
Bends without flaking 


Gradual heating and cooling of the Sherardizing 
process normalizes the metals. Result: easier working, 
forming and bending on the job. Butted joints 

leave no gaps to interfere with “easy fishing.” 


EVERYTHING IN WIRING POINTS TO 
—— ie 


National Electric Products 


PITTSBURGH, PA. 
3 Plants « 7 Warehouses + 34 Sales Offices 
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ess DRY TYPE TRANSFORMERS 
PASS ANOTHER 


OMPARISON TEST! 


If you're one of those fellows who has said “‘All transformers Q E Pp Oo a T 


are alike because they look alike’’ — then here's some sur- 


prising news for you. Acme x 
Ses ; - . T-2795-8 
It isn't often that a comparison test can be made on “‘identi- eindinenee Transformer 


cal’’ transformers as produced competitively. A complete and no = 
thoro comparison requires special facilities and testing equip- °¢ (Resistonce Method) 
ment to obtain unbiased information. But here's a comparison Primary copper 65.2°C. 124°C. 
test made under conditions that determined every factor. Secondary copper 80.1°C 124.5°C 
Note for example that the Acme Electric transformer has an Lamination 
81% lower temperature rise on the primary windings; 65% (Thermometer) 69°C. 86° C. 
less temperature rise on the secondary windings; 20% less 

temperature rise on laminations. nae ~s g gt iapodenee 45% 8.75% 
operate cooler — and that's better. Then note that the im- Net Weight Pounds 120 163 
pedance of ‘'X"’ transformer is almost 100% more than the 
Acme Electric transformer. In addition the Acme Electric trans- 
former is 26% % lighter, less bulky. This comparison proves 
positively that purchasers of Acme Electric dry type transfor- 
mers are getting more value as compared to the engineering Outdoor — Yes Yes 
design, the high quality materials and the performance. Construction 

















100% Penetration No penetration 
Varnishing (Baked) apparently air dry 
Dolphs Pulmerizing motor varnish 








Approx. 
100% Class B 85% Class B 
15% Cass A 


Class A Class A 
UL Type AVA (Rubber with 
Asbestos Var-Caombric} cotton braid) 


lf you want to be proud of the transformers you sell your 


; Type of Internal 
customers, write today for details about the Acme Electric line. 7” 


Insulation 





Type of Insulation 
on Lead Wire 





Primary & Secondary 


Lead Supports Yes None 





Double — 2 on each 
side, 1 on bottom 
none on back 


Double — 2 on each 


Knockouts side back & bottom 





Diagram name plate Yes No 





NEMA Standard 


Labeling on Leads Yes Yes 





Smooth Finish Rough crackle 
Paint 1 coat primer finish 
2 finish coats No primer 





Enclosed wood box, 


unit securely bolted None 


Packing 











*NEMA SPECIFICATIONS — TR 1-20 Limits of Temperature 
Rise 80°C. maximum. 

MASA SPECIFICATIONS —C57.22 Methods of Loading for 
Temperature Tests, Figure 22.100a 


ekg ° ACME ELECTRIC CORPORATION 

Aeme a> Floetric Main Plant: 671 Water Street * Cuba, N. Y. 
West Coast Engineering Laboratories: 1375 W. Jefferson Bivd., Los Angeles, Cal. 

wean: See A ME R 5S In Canada: ACME ELECTRIC CORP. LTD. * 50 North Line Rd. © Toronto, Ont. 
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Peerless MIDDLE-SIZE job plan helps 
wholesalers sell more fans and blowers 


a 4 


Bes 
SE 


search and en 


For technical assistance 
write, wire or phone 
collect. 


Technical engineers an- 
Swer your inquiries — 
no red-tape delay. 


Technical data may be 
supplied by mail —spe 
cial delivery 


8 


~*~ 


Peerle men will fly ir 
the Peerless plas e to he 
uu On special job 
Peerless prices are competi 
tive. There's a full guaran 
. including fans and 


Peerless’ line is completely 
manufactured under one root 
This includes motors and fans 


FAN AND BLOWER DIVISION 


THE PEERLESS ELECTRIC COMPANY 
1403 WEST MARKET ST. . WARREN, OHIO 
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ewest inthe 
a family 


of molded = 
Cord sets... }RR\XOS 


RANGE CORD SET 


range connector 


i 


... with ALL the features 
a quality range cord 
should have . . . 


CATALOG NO LENGTH RATIN 
M-4000 B26. Be 0Y" 
Molded-on rubber range plug ¢ adjustable 
zinc-plated steel strain-relief 

ROYAL quality rubber-covered range cable 





Conductors crimped and soldered to con- 
tact blades which are permanently sealed 
in molded rubber body 

Stranded, flexible copper conductors ex- 
tended to tips of terminals—can’t pull out 


Complete, ready to install, for maximum 
service and long life 


& Every component part fully listed by 
Underwriters’ Laboratories, Inc. 


J 
| 


It’s an accepted fact in the electrical trade that Catalog ; Standard Pkg. | 
. : ee stuenber Conductors Length Rating a Weigh 
you just can’t beat a Royal molded cord.” And, jl _ Quant. Weight 
here is further proof, to fill the growing 
demand for a range cord set with the quality M-4000/ 2 #6 — 1 #8 | 36” | 50A — 250V 23 Ibs. 
characteristics that Royal builds into its full 


molded cord set line. So, M-4001/ 2 #8— 1 #10] 36” | 35A— 250V 19 


buy ROYAL..- M-4002| 3 #6 36” | 50A — 250V 25 
you'll sell better / 




















M-4005| 2 #6-—1 #8 “ 1 50A — 250V 18 























ROYAL ELECTRIC COMPANY INC! PAWTUCKET* RHODE ISLAND 


WIRE @ CORD SETS @ FUSES @ DEVICES @ DECORATIVE CHRISTMAS LIGHTING 
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NEWS OF THE INDUSTRY 


Barrett General Chairman, 
Wiring Conference 


ST. LOUIS, MO. — Lester E. Bar- 
rett, president, Barrett Electrical Sup- 
ply Company, 2936 Locust Blvd., this 
city, has been selected to act as gen- 
eral chairman of the National 
Adequate Wiring Conference to be 
held in Chicago, February 25 and 26 

Mr. Barrett is chairman of the St 
Louis Adequate Wiring Bureau, 
chairman of the Plan Committee, Na- 
tional Adequate Wiring Bureau, and 
vice president of the National Associ- 
ation of Electrical Distributors. 


Staff Members Added 
By North Central 


MINNEAPOLIS, MINN. — North 
Central Electrical Distributing Co., has 
added several new staff members. 

L. G. (Ham) Hamilton is in charge 
of the lamp and lighting department. 
He is well known in the upper Mid- 
west lighting field. 

Robert (Bud) Budewitz now han 
dles the electrical quotations depart- 
ment. He had been handling electrical 
quotations in the upper Midwest. 

Merle Pratt is now traveling south- 
ern Minnesota and northern Iowa as 
North Central’s sales representative. 

The distributor is located at 2001 
Broadway St., N. E., Minneapolis. 


Organization Changes 
At G.E. Supply 


BRIDGEPORT, CONN.—The fol- 
lowing changes were effective January 
1, in the organization of the General 
Electric Supply Company. 

The Lubbock ( Tex.) district is now 
known as the Lubbock division of the 
Dallas district. The division operates 
under the direction of a manager, a 
sales manager-appliances and electron- 
ics, and a sales manager-supplies and 
apparatus. Accounting and financial 
matters previously handled in Lubbock 
are now handled in Dallas. 
houses comprising the Lubbock divi- 
sion are in El Paso, Amarillo, Abilene 
and Lubbock. 

The Bridgeport and Hartford dis- 
tricts have been consolidated. The new 
district headquarters is in Bridgeport, 
Conn., and is designated the Bridge- 
port district. 


Local 
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SOME MEMBERS OF NAED’S Planning Committee take a 
the recent conference with McGraw-Hill editors. (L. to r 


executive director, NAED; Francis E 
Stern and Co., Inc., 


port, Conn.; 


Mo.; Benjamin Gross, Gross Distributors, New York, N.Y.; and 
Ltd., Monroe, La 


Weaks Supply Co., 


““break’’ during 
Charles Pyle 


Stern, who recently retired as head of 
Hartford, Conn.; 
Inc., Long Island, N.Y.; Ralph J. Brown, General Electric Supply C 
Lester E. Barrett, Barrett Electrical Supply C Inc., St. L 


Herbert ,Metz, Graybar Electric Co 
, Bridge 


T. A. Pitt, 


See $5 Billion Year in '54 


EW YORK, N.Y.—"There appears 

to be every reason to expect an- 
other $5 billion year for the electrical 
wholesale distributors. We are not so 
enthusiastic that we can predict any- 
thing much higher than a $5 billion 
year—but that would be a pretty good 
year.” According to Arthur W. Hoop- 
er, editor, ELECTRICAL WHOLESALING, 
the leading task for electrical whole- 
salers in order to attain this goal, is the 
development of “a hard hitting, ag- 
gressive sales force.” 

These remarks were included in a 
talk before the Tenth Annual Confer- 
ence of NAED’s Planning Committee, 
with McGraw-Hill editors, held in the 
McGraw-Hill Building, New York 
City, in December. The committee 
heard various editors review 1953 and 
discuss the new year in their special 
ized fields 
e Added Efficiency — Many distrib- 
utors, said Mr. Hooper, have launched 
energetic programs to gain added effi- 
ciency. An impressive number of new 
warehouses were erected in 1953, with 
more and more modern materials han- 
dling methods and equipment intro- 
duced to the electrical wholesale oper- 
ation. Many distributors also experi- 


mented with a wholesale form of self 
merchandising in a _ limited 
Among other things, one of the un 
usual points of today’s market is that 
changes are taking place 
active and healthy market,” and ar« 


way 


in a strong, 


not sponsored out of desperation 

Last year was the fourth consecutive 
year that total annual sales volume of 
electrical goods distributors topped the 
$5 billion mark, Mr. Hooper added 
The 
mately $5.7 
high volume, 1953 can be called a 


annual sales are 


billion but despite this 


total approxi 


year of “profitless prosperity.” A pro 
gram for high volume has made it difh 
cult to force sound pricing and selling 
practices to prevail. This is perhaps the 
one outstanding area where a basic 
problem exists regardless of whether 
a full-line, 


appliance specialty or apparatus and 


the distributor concern is 


supply house 
e Downtrend Kenneth 
executive editor, Business Week, in his 


Kramer, 


talk indicated that the business down 
trend has not yet run its course. Steel 
may go down faster than aluminum 
may sell better 
said, but 


(Continued on page | 14) 


and air conditioners 


than refrigerators, he there 





Distributor Nets Thugs; 
Doesn’t Like ‘Punks’ 


NEW YORK, N.Y.—The business 
end of a revolver pressed against the 
assistant manager's right ear. The six- 
inch knife wasn’t for cutting cake. 

It was 11 a.m., and the only noise 
in the exclusive Union League Club 
was from the whisper of turning news- 
paper pages and the gentle clicking 
of ivory billiard balls. In fact, mid- 
morning coffee was being served. Then 
— clang - clang - clang — and the bur- 
glar alarm blasted the peaceful tran- 
quility of the hallowed clubrooms. 

e Robbers Bolt—Two robbers bolted 
through the service entrance, several 
club employees taking off after them 
Down Park Avenue fled the thieves, 


Gerald F. Griffin 


with $851 in bills plus change as their 
“take.” It looked as if the getaway 
might come off. And it nearly did— 
if Gerald F. Griffin hadn’t stopped his 
car for a red light. 

Mr. Griffin, president of Acro Elec- 
trical Supplies, Inc., Jamaica, Queens, 
New York City, had served as a 
marine in World War II and previous 
to that had been a Pennsylvania Rail- 
road detective for five years. The crooks 
darted past his car, the club em- 
ployees still a rather distant second 

“I saw the bellhops tearing after 
those two and right away figured it 
was a holdup,” Mr. Griffin said later 
He jumped the traffic light and took 
off after the fleeing men, weaving in 
and out a couple of blocks. He passed 
another red light, and then caught up 
with the pair. The car jerked to a 


Basic Materials Exposition 
Chairman Don G. Mitchell 


CHICAGO, ILL. — A group of 14 
leading industrialists are serving as a 
board of sponsors for the second Basic 
Materials Exposition, the product de- 
velopment show. Don G. Mitchell, 
chairman of the board, Sylvania Elec- 


112 


stop and Mr. Griffin jumped out. 
e Grabs Gun—In his own words: “I 
grabbed one. Pretended I had a gun 
I cuffed him a bit to quiet him and 
gave him a quick frisk. I slammed 
him up against the wall of a building 
and then the bellhops came up and 
I said ‘hold this guy’. I tore off my 
topcoat and my suit coat and gave them 
to some one and made off after the 
other one.’ 

Down some more, long city blocks 
ran the remaining holdup man, with 
Mr. Griffin in hot pursuit, but puffing 
hard. But gaining ground. Suddenly 
the thief whirled and pointed his re- 
volver at the ex-marine and seemed 
to be trying to fire it. The now pant- 
ing Mr. Griffin however finally found 
succor. A police car—it had stopped 
for a red light—brought the assistance 
of two detectives. 

“I was hollering like hell,’ Mr 
Griffin remarked. “They jumped out 
and we surround him. I shouted that 
he had a gun and one of the cops 
pulled his out. They frisked him but 
couldn’t find the gun. We found it. 
It was under his hat on a wall behind 
him. I’m glad those cops were there. 
If he had blown at me he would 
have blown me was about 
through.” 

The two thugs weren't about to be 

through. They were! 
e Missed $12,000—The crooks, one 
of whom had worked in the club as a 
bus-boy, had narrowly missed a $12,- 
000 payroll. The money they did get 
was recovered. The only loss suffered 
was by Mr. Griffin. In catching and 
running down the armed men he had 
lost his pen and pencil set. 

Mr. Griffin's story made the front 
pages of the New York Times and 
New York Herald Tribune as well as 
the other New York dailies. A grate- 
ful Union League Club and Insurance 
company rewarded him. 

But Gerald F. Griffin, when queried 
later, said something like this, “I just 
don’t like punks.’ 


over. | 


Ed—and they want to do 


with wholesalers! 


away 


tric Products Inc., is the chairman 

The show will be held at Chicago's 
International Amphitheatre, May 17- 
20. A three day conference will be 
held concurrently in which project 
engineers, products designers, mate- 
rials engineers, production experts, 
research men and sales and marketing 
executives will participate. 





ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


e ELECTRICAL URGE 


QUALIFIED 
CONTRACTOR 


whose combined circulation 


reaches many of your 
important customers 


ADS LIKE THESE every month 


.. plus DIRECT MAIL 


plus pRODUCT SAMPLING 


n and point out to them 


ex lai 
° eatures. 


T & B product f 

REMINDS THEM, TOO, that T&B 

$ are available only 

our authorized 
1312 


product 
from you --- 
distributor. 


General Soles Monager 


The THOMAS & BETTS CO. 


incorporated 
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@) Watertight Service Entrance Cable 
Connectors 


NOW with NEOPRENE Bushings 


e Fit double range of cable sizes 
e Color-coded for convenience 


2 styles for complete 
range of service entrance 
That's right, T & B watertight SEC connectors now have Neoprene pg 

i ; . ae 2 and two-screw ...color- 
bushings to accommodate a wide range of cable diameters ... you need stock 974 quper Gtk col 


only one-half your usual inventory. Neoprene bushing. 


What’s more, these newly-redesigned SEC connectors are double 
color-coded. First, 5 different bright Neoprene bushing colors give at-a-glance 
size identification even after installation. Second, identically-colored 
push-out paper discs in same colors are imprinted with catalog number and 
cable size—there’s no time lost through trial-and-error matching of 
connectors to cable. 


Be sure to order a supply . . . you'll always know the size . . . never make a 
mistake. For complete information, write to address below. 


CHECK THESE T & B FEATURES 


Brass retaining ring minimizes friction keeps 
bushing and cable fromtwisting during tightening 


Tabolite-finished steel gland nut resists corrosion 


Color-coded, Neoprene sealing bushing 
unaffected by oil, water, sun, or chemicals 
Taper on both body and bushing gives double the 
take-up to assure a positive watertight seal. Each 
fitting accommodates wide range of cable diam 
eters you need stock ‘only 2 your usual in: 


ventory 
T & B die-cast zine alloy can't rust. Tapered pipe 
threads make up tight in threaded openings 


also accept standard conduit locknuts 


Punch-out paper disk gives double identification 





color-coded to correspond with bushing 


Nb 
LOOK FOR THIS SIGN— [dgbissia IT’S THE MARK OF AN AUTHORIZED TF & B DISTRIBUTOR 
The complete line of T & B fittings for conductors and raceways Is sold only by 
recognized electrical wholesalers. it’s our way of assuring you the service and savings 
of @ friendly local source. Call him for all your electrical needs. 142 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Lid., Montreal, P. Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 





ARROE 


a 


Be 


ANCHORING and DRILLING DEVICES 
Mlways Spreeyy ARKO 


Ssseee® 


ARROFLUTE CARBIDE MASONRY mf 
; 
& 


6 2 mai) 
TWO WING 


SPRING-TYPE 
TOGGLE BOLT 


LAG SCREW EXPANSION SHIELD 


—— —— om) 
A-C-E EXPANSION SHIELD 


SPRING HEAD 
STEEL TOGGLE BOLT 


> RIVETED HEAD 


TOGGLE BOLT 


Cea) 


LITTLE MAJOR TURNBUCKLE 


=> 


FOUR-POINT HAND STAR DRILL 


DOUBLE EXPANSION SHIELD 


O-E EXPANSION SHIELD 


MACHINE SCREW ANCHOR 


THREE-POINT ORILL POINT 


SS —_—_—— > 


FOUR-POINT DRILL POINT 


eS 


LEAD SCREW ANCHOR — TWIST DRILL POINT 


BS 


DRILL POINT HOLDER 


y 


STUD BOLT ANCHOR 


MAL-LEAD BOLT ANCHOR 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


Boone Ave., Marion, Ohio 











Sales Sights 


(Continued from page 56) 





Have you coached the inside salesman 
on how to handle your “prima donna” 
accounts to get the most out of them? 
Have you got the credit manager out 
talking to the accounts that you want 
to sell more to but can't because 
they're financially weak? Do you keep 
the sales manager really informed 
about what's going on in your terri- 
tory so he can get in some good sales 
punches for you when he sees your 
customer? 

10. Is your percentage of pros- 
pects sold as good as it should be? 
Is it better than last year? Ir should be 
if you've been refining your techniques 
and sharpening your sales tools. Batting 
300 is excellent for a baseball player, 
but not for you, my friend. The other 
territories have price comscious cCus- 
tomers and sad sack operators, too. 
Don't lean on the crutch that your 
territory is different from the rest of 
the world. 

Oh, yes, there are other little things 
like making a lot of calls, organizing 
your work and planning everything 
you do. There’s a good chance that 
your sales manager has touched on 
these a time or two before. 

In any event, you're not selling as 
much merchandise as you know how 
to, and there's a good chance that the 
reason is that your sales sights just 
aren't as high as they might be. Come 
on, confess. Isn't there at least 25 per 
cent more sales in your territory than 
you're getting today? 





NEWS 


(Continued from page !11) 





is not liable to be a too great variation 
among industries. 

“It looks as though the general pat- 
tern will be uniform as the decline sets 
in. Or perhaps, I should say that’s the 
way it looks as the decline has started.” 

He continued that most business 
executives, he has talked with, are plan- 
ning what to do about the situation. 
Such things as new products, more 
efforts to serve their customers. “They 
know that sales and service go to- 
gether,” Mr. Kramer remarked. 

The Business Week executive editor 
concluded that the economy is in good 
shape, money is there to be spent, but 
it will take some doing to keep the 
economy going in high gear. 
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e High Employment, Income As- 
sured—The basis for continuing high 
employment and high incomes would 
fairly well seem assured, said Laurence 
Wray, editor, Electrical Merchandising. 
He based his opinion on the evidence 
that governmental expenditures for 
defense have not been slated for drastic 
downward revisions and that manufac- 
turers plans for spending for new plant 
and equipment in 1954 does not show 
any great decline from the amount 
actually spent in 1953. 

“As long as people have jobs and 
money to spend,” Mr. Wray told the 
committee, “to say nothing of pretty 
substantial savings, the outlook for the 
appliance-radio-TV business in 1954 
looks bright. Perhaps the best estimate 
at this time would be a total volume 
in 1954 only five to ten per cent less 
that 1953 unless prices take a dive.” 

Most major appliances sales were 
up in 1953. The public's anticipation 
of color television sets is expected to 
have sort of a dampening effect on 
the sale of the black and white sets 
in 1954. All types of radios continued 
to sell well despite the TV competi- 
tion. Electric dishwasher and garbage 
disposal units, while selling rather 
well, have not yet hit their stride. 
According to Mr. Wray, the most 
“exciting new appliance to emerge in 
1952 and 1953 was the room air con- 
ditioner.” Sales hit close to a million 
in 1953 and are expected to be some- 
were around the million and a half 
figure in 1954. 

In conclusion he stated that the 

chief obstacle of sales of major ap- 
pliances being added to the nation’s 
homes is inadequacy of wiring. 
e Expresses Doubt — Fischer Black, 
editor, Electrical World, expressed 
doubt that utilities would increase 
their direct appliance selling activities 
and promotional activities to any ex- 
tent in 1954. He noted that there 
was some indication the utilities would 
concentrate more heavily on coopera- 
tive activities with local retailers and 
distributors in their service areas. 

“Utilities will expend considerable 
effort in connection with the celebra- 
tion of Light’s Diamond Jubilee. Most 
of them are now making plans for 
their local celebration coordinated 
with the national program.” 

Light’s Diamond Jubilee is expected 
to provide a good opportunity for stim- 
ulating lighting equipment sales. The 
Electrical Industry Coordinating Com- 
mittee’s theme, “Electrical Moderniza- 
tion for 1954-55”, has not yet been 
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NEW 


Efficient, Easily Installed 
PROPELLER FANS 


for Factory Ventilation! 


New 
NV-BREEZO 
Line 
In Size 
Range 
Up to 
84 Inches, 
or 
90,000 
CFM 


Heavy Duty 54” Design 65 
NV 


These new, larger “Buffalo” 
Package Units are specifically designed 
to solve practically any factory venti- 
lating problem. Often, they can handle 
jobs that formerly called for much 
more expensive units. And, they pro- 
vide steady performance with minimum 
power pull, either on free air delivery 
or against pressures of up to 1”. Special 
pede for high temperature and/or 
corrosive fume applications 


Send NOW for Complete Data on New “Buffalo” “NV” 


Disk Fan 


Direct or V-belt types available, 
in sizes from 24” to 84”, or from 
4,000 to 90,000 CFM. They're 
huskily built in the “Buffalo” 
tradition for long-run performance 
with practically no maintenance. 
Get FULL DETAILS TODAY on 
this new line of “Buffalo” Breezo 
Fans. You can cash in on sizeable 
profits by recommending them. 
Write now. 


Propeller Fans 


BUFFALO FORGE COMPANY 


214 Mortimer St. e 


Buffalo, New York 


PUBLISHERS OF "FAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Led., Kitchener, Ont 


Sales Representative in all Principal Cities 


PANEL BREEZO FANS 


BELTED VENT SETS 


BELT-AIR FANS 


BREEZ-AIR ATTIC FANS “LY” BREEZO FANS “NV” BREEZO FANS 





se’... WHEN YOU SELL 


QUAD LIGHTING 


YOU SELL CUSTOMER SATISFACTION 


Wide Field for Sales 


In many plants there are 
sections where it is only 
possible to obtain satis- 
factory lighting by mount- 
ing reflectors considerably 
above the usual mounting 
heights. Here then is op- 
portunity for reflector 
sales in addition to the 


QUAD types you sell for 
normal installations. 


QUAD High Mounting 
Reflectors are made in RLM HIGH MOUNTING 


two sizes and designedfor PEEL EF C T Oo RS 


ith G I i 
ee ee Particularly Adapted for use in Industrial Plants 


incandescent lamps 300 
. This type reflector is entirely weatherproof making it possible 
watt to 1500 watt inclu- for you to get sales for outdoor installations as well as in- 
sive and 400 watt Mer- door. Made in solid neck socket-type reflector style as 
shown or equipped with QD interchangeable socket-fitting 
cury lamps. for mounting on vertical or horizontal pipe supports. 





Gymnasiums offer another source for sales. 


QUADRANGLE MFG. CO. 


32 S27 ORLA I. CHICAGO7, ILL. 











decided on for active support by the 
utilities. 

e Outlook Good — The outlook for 
1954 in the electrical contracting and 
maintenance industry is good. A study 
by William T. Stuart, editor, Electrical 
Construction and Maintenance, “fails 
to disclose any important current 
trend in opposition to the modest but 
regular progress which has become 
the accepted industry pattern.” 

The warning signals have not yet ap- 
peared in current construction statis- 
tics, Cousumer appliance acceptance, 
kilowatt hour records or in the satu- 
ration of electrical industry objectives 

Mr. Stuart summarized his forecast 

for 1954 as follows: Construction 
even to 5 per cent over 1953, with 
electrical work up 5 to 8 per cent in 
physical volume, maybe 10 per cent 
in dollars; labor rates up 5 to 7 per 
cent, materials even, industrial work 
down and commercial work up; resi- 
dential work even or down and insti- 
tutional work even or up; electrical 
work 10 to 15 per cent up in the 
building dollar ratio. 
e Run Ahead — W. W. MacDonald, 
editor, Electronics, told the NAED 
Planning Committee, “Electronics will 
continue to run ahead of most other 
businesses in 1954. There are two 
reasons why this is a safe prediction; 
electronic equipment is essential in 
any military plan, and electronic equip- 
ment has not yet achieved anything 
like its full growth in communications, 
in industry or in research applica- 
tions. 

Color TV receivers, he said, will 
not be available in large enough quan- 
tity to more than sample the 1954 
market. Not until 1955 or later will 
appreciable production be attained. 
The promise of color can scarcely be 
expected to improve the black and 
white market. Color television will 
eventually replace the existing equip- 
ment, but it will take at least 5 or 6 
years to do so. 

“Modest increases in the production 
of transistors will occur in 1954. Ap- 
plications will be largely in apparatus 
and in telephone systems. There will 
be some applications in research and 
test apparatus. The public will buy a 
few in electronic apparatus which 
must be extremely portable. There 
may even be some hidden away among 
the many tubes used in equipment 
designed for the home. But if tran- 
sistors are destiaed to bring about a 
revolution in electronic equipment de- 
sign it will be a slow and orderly 
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JACK M. DUNDON, formerly district 
power apparatus manager for Graybar 
Electric Co., Inc., in San Francisco, 
has succeedec Art R. Fryklund as 
Sacramento branch manager. Mr. Dun- 
don has been with the company for 
17 years, starting in Oakland under 
Mark Wilkins. Mr. Fryklund, who re- 
tired January 1, had 43 years service 
with the company. 





revolution over a span of at least ten 
years.” 

Mr. MacDonald concluded that, 

despite spurts in this direction, auto- 
mation or automatic control for fac- 
rories, to be fully realized is at least 
20 years away There is in the elec- 
tronics field a trend to the use of 
printed circuits and automatic assembly 
of component parts, but it is still 
largely experimental. Military cut- 
backs were chiefly “paper cutbacks” in 
1953. 
e Significant Highlight — The total 
output of chemicals, W. Alec Jordan, 
editor, Chemical Week, remarked, was 
higher in 1953 than in any previous 
year, which is a significant highlight. 
The year ahead is expected to be an 
active one. 

The chief competition chemical 
makers face is from the foreign manu- 
facturers, thereby creating one of the 
most widely discussed issues in chem- 
ical circles, the tariffs. 

Mr. Jordan pointed out, “The word 
‘dumping’ is jutting out more fre- 
quently in trade analyses. There's 
every reason to believe that foreign 
competition will become more and 
more intense.” 

The chemical industries have grown 

steadily and large over the past dec- 
ades. Compared with ten years hence, 
today’s chemical industry is “hardly 
more than a toddler.” In 1963 the 
chemical industry may well be double 
what it is currently. 
e Cost Reduction — M. J. Murphy, 
editor, Factory Management and Main- 
tenance, placed cost reduction as num- 
ber one on the list of problems that 
manufacturing executives face. 

“Competition has steadily become 
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SY. [NEW RUBBER CAPS 
With Cord Clamps 


WALL PLATES 
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EAGLE means an organization of trained engineers, produc- 
tion experts and experienced factory employees, quality- 
conscious. All EAGLE products are sturdily built—attractively 
boxed. Prices are kept low by 3 modern plants that basi- 
cally produce all materials whether plastic, screw shells or 


screws 


SOLD THROUGH 
WHOLESALERS 
ONLY 


EAGLE ELECTRIC MANUFACTURING CO., INC. 


LONG ISLAND CITY 1 * NEW YORK 


“Perfection ¢2 uot aa 


keener in manufacturing. The result 
is a cost-price squeeze that has led 
the great majority of manufacturing 
executives to substantially increase 
emphasis on cost reduction activities 
in their plants.” 

Where demand continues reason- 
ably high, main cost-reduction activi- 
ties will continue to be modernization 
of productive facilities and expansion 
programs to improve production meth- 
ods. Where demand drops off, these 
factors become more important. The 
big problem, Mr. Murphy pointed out, 
is that of distinguishing between “ex- 
cess” and “obsolete” capacity. 

Inventory adjustment and control is 
also another important item on manu- 
facturers’ minds. The aim is the de- 
velopment of an optimum inventory 
from a cost standpoint that will give 
insurance against sudden changes in 
the economic climate. Over-all eff- 
ciency from the operating standpoint 
is a secondary result of solving this 
problem. 

Automation, said Mr. Murphy, is 
expected to be important in 1954. 
“Interest has by no means been con- 
fined to the giant mass producers. The 
smaller, diversified producers see un- 
usual opportunities in automation, too 
This is definitely one of the big direc- 
tions of interest and activity for 1954, 
regardless of the economic climate 
In the diversified industries particu- 
larly, automation can be undertaken 
piecemeal.” 

The advantages of automation fall 
mainly into two classes: lower unit 
costs resulting from faster, more uni- 
ferm production and lower labor costs; 
improved quality of production. The 
applications for automation, Mr. 





HERMAN L. SCHREINER is retail sales 
manager of the lighting division of Syl- 
vania Electric Products Inc. He is re- 
sponsible for developing retail lamp 
sales with national department, vari- 
ety, drug and grocery chains. Also as- 
sists the 18 sales districts in furthering 
retail sales through Sylvania whole- 
salers and local chains. 
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Murphy concluded, promise to be 
spectacular in 1954 and the years fol- 
lowing. 
e Housing Starts—Elsie Eaves, man- 
ager, business news department, En- 
gineering News-Record, stated that 
housing starts are expected to reach 
1,075,000 in 1954, the fifth year they 
have topped the million mark. 
“Construction is rolling up another 
new set of records this year (1953),” 
she advised. “The highest estimated 
total for work put-in-place, the second 
highest total of new contracts awarded 
for heavy construction, the highest 
recorded backlog of proposed construc- 
tion, the most money to finance con- 
struction, the largest supply of mate- 
equipment, the largest 
number of contractors (with capacity 
to handle even mere than the current 
volume of work), the most active con- 
sulting engineers and architects. Con- 
never had a 


rials and 


struction has stronger 
foundation for continued high rate of 
activity.” 

Miss Eaves, reported that new con- 
tracts for heavy construction will add 
up to $14.3 billion for the year, and 
measured backlog of proposed con- 
struction is up close to $73 billion 

In conclusion, she noted that con- 

struction backlog, nationwide, is large 
enough now without further additions, 
to sustain the current record rate of 
construction for 5 years. 
e 95 Billion — “Metal working will 
do a total business of more than $95 
billion in 1954—better than 10 times 
the pre-World War Ii dollar volume,” 
said H. E. Linsley, associate editor, 
American Machinist. Judged by any 
other standard than the super-boom 
1953, 1954 will be an ex- 
tremely good year. 

Armament 
planes, guided missiles, communica- 


year of 


manufacture, such as 
tion devices, will stay on a high level, 
despite some slackening from the 1953 
pace. Outlays for new plant and 
equipment, especially the latter, prom- 
ises to equal 1953. New products are 
expected to be responsible for high- 
level capital spending. 

One big item mentioned by Mr 
showed that late in 1953, 
“56 per cent of all production equip- 
ment was at least 10 years old and 19 
per cent more than 20 years old. The 
rise in Over-age equipment (10 years 
or older) was the steepest since .. . 
1925, except for the depression years 


Linsley 


| 
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FISH WIRE 


Pullman Manutacturing Qo. 


in the early 1930's.” 
e Ample Supplies — The manufac- 
turing industry can look forward to 


JEFFERSON STREET 


Oe 


1209-1215 


LATROBE. 
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A New Trade Mark for Established Quality Wire 


Trade Mark Reg., Copyright 1953 


by Diamond Wire & Cable Co. 


Get ready for action... team up with Diamond 
Wire Products mow, For action is what you'll get from 
the new Diamond Wire Merchandising 
Laboratory! Here is an entirely new concept in 
modern marketing...a Merchandising 
Laboratory scientifically developing hard-hitting 
sales aids to help you build more business and 
increase profits! Look for the Red-“d”...a new 
symbol of highest quality wire products... 
new symbol of improved merchandising techniques. 
Watch for new hard-hitting wire products 
now being developed in our Technical Laborator- 
ies... backed by Red-“d” selling aids 
designed to put YOU out in front of competition! 


DIAMOND WIRE & CABLE 


SYCAMORE, FLUEInN Ors 


Manufacturers of Red-'d” Electrical Wire 


ampie metal supplies in 1954 said A. 
W. Knoerr, managing editor, Engi- 
neering & Mining Journal. 

He based his prediction on the 
billions of dollars being spent on do- 
mestic and foreign projects to enable 
metal production to keep pace with 
population increases plus other econ- 
omic factors. Huge exploration cam- 
paigns are being undertaken all over 
the world to develop mines and 
mineral deposits as tangible assets 
since investment and major mining 
companies have found mineral re- 
serves in the ground are better than 
money in the bank. 

New forms of mining, techniques 
of milling and smelting, also make it 
possible to extract metals from ores 
which heretofore could not be treated 
economically. Government support, in 
various forms, has been given in order 
to insure the U.S. of self-sufficiency. 

“Some of the best-informed metal 
sellers predict,” Mr. Knoerr said, “that 
during the next few years (again bar- 
ring some surprise move by Russia) 
we can look forward to relatively 
tranquil markets. Since World War II 
the metals markets have been rocked 
by price and supply oscillations that 
have taxed the endurance of both 
consumers and producers.” 

“Metal market men,” Knoerr sum- 
marized, “who are familiar with both 
the domestic and foreign metal field 
feel that many of the foregoing factors 
will be eliminated in the period to 
come and prices will level off at sane, 
economic points, and discontinue the 
heretofore aggravating fluctuations.” 
e Wind Up—Dexter Keezer, Direc- 
tor, McGraw-Hill Department of Eco- 
nomics, made the point in his remarks 
that 1953 seemed to be winding up 
with business generally at a high level 
but with industrial production sliding 
slighrly. 

“The boom is beginning to taper 
off,” said Mr. Keezer. 

As to 1954, he told the committee, 
“The best answer we can give now is 
that a continued slow slide, with em- 
phasis on the slow, is in prospect, at 
least for the next six months. This 
slide may be interrupted by a seasonal 
rise in production in one industry or 
another. But the dominant movement 
is likely to be downward.” 

He went on to say that there was 
nothing really in sight at the end of 
the mext six months to indicate a 
marked change in the direction of 
business at that time. 

In speaking of the electrical appli- 
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PROTECTION 


JOHN KEITH AND ALFRED BUTT of INSTALL! 
Butt’s Electrical Supply Co., Charles- >. Pierce 


ton, S.C., discuss sales angles in pro- 

moting electric lamps of the stage- Fuses Operate 

coach design 10 to 40% Cooler! 
ance production, a decline of 5 to 10 
per cent after the Christmas season 
was to be expected. Inventories of the 
big dollar items, such as refrigerators, 
washers, ranges and vacuum Cleaners 
are still quite large. Radio and TV set | 
Output is expected to drop, with the | 
first half of 1954 production consider- in ordinary fuse 
ably below early 1953 levels, although Pierce construction. 
it is expected to hold better than ap- 


pliance production. Fuse Cases 


Public and private construction 


should stay close to present near record Last 6 to 8 
levels through 1954's first half. The e 
home building decline is likely to Times Longer! 
come in the second half of the year 
Any industrial construction declines Yes, this venting actually 
will be largely offset, in early 1954, | | makes Pierce Fuse cases last 
by a continued rise in commercial 6 to 8 times longer! No 
building and in state and local outlays wonder these time- 
for highway, schools and sewer and proved, renewable 
water works. | fyses are so Unnecessary 

Mr. Keezer concluded, “So to our | | popularl Blows! 
forecast of a continued gradual slide : 
in business over the next six months, Pierce Screened vent 





Unique screened venting 
permits air to circulate 
freely through Pierce Fuses. 
This allows free escape of 
excess heat — prevents rapid 
charring and deterioration 
of the fuse case, as 








we simply add a caution as to the ing and balanced lag COLD r 
: links prevent wasted links AIR 
during safe overloads. 


unpredictable nature of things to come 
thereafter. It seems highly unlikely 
to us that there will be a revival of No More Danger of Afterblows 
serious inflation. But otherwise, the 
range of possibilities is sufficiently have free escape, Pierce Fuses 
wide to suggest that the best policy are your insurance against 
for 1954 is to be very much on one’s afterblows. 

toes. 





Since dangerous gases and heat 


EASY TO SELL! “REPEAT” BUSINESS ! 
Dallas Post To Owen Pierce quality construction — its reputation for 
NEW YORK. ) a a C Owen. safety, long life and freedom from the troubles 


of ordinary fuses reflects prestige — helps you 


has been appointed district man- , 
Jr. be PP build soundly for future business. 


ager of the Graybar Electric Company, a 
Inc., at Dallas. He replaces W. F. Gay ry 
who has retired after 34 years of serv- U 
ice. Mr. Owen joined the company in : 
1948 in the Jacksonville operating de- 

partment. In 1950 he became credit- REN EWA BLE FUSES l IN C . 
man. The next year he was transferred | LEICESTER NEW YORK 
to Miami as credit manager. 


WRITE TODAY for this factual bulletin. Start now 
to enjoy Pierce profits. (Also a complete line of 
quality non-renewable fuses 
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WwW AG NES | CALENDAR OF EVENTS 
Southeastern Electrical Wholesalers 
4th Annual Industry Day 


the complete line of Alaa Bilore. Hotel 


January 14-15 


ee A T FITTINGS Speakers, meetings, banquet 
e * . “A 


National Association of Home Builders 
Annual Convention and Exhibition 
Conrad Hilton, Sherman Hotels 

No. 602—CO >MBINATION COUPLING Chicago, II. 


January 17 


FROM BY. TO THIN WALL Exhibits 








Plant Maintenance & Engineering Show 


Sth Annual Show 
Two-piece International Amphitheatre 
compression Chicago, Ill. 
Connectors- a 
three sizes, January 25-28 ; 
concrete Exposition, conferences, technical sessions 
tight 
Missouri Valley Electric Association 


Industrial & Commercial Sales Conference 
President Hotel 

Kansas City, Mo. 

February 4-5 

Meetings 





The WAGNER B-M Line 


We are licensed to merchandise orig- 
inal B-M all steel thin wall Fittings 
and Tools 


Western Winter Market 
Western Merchandise Mart 
San Francisco, Calif 
February 8-12 
Exhibits of lamps, housewares, radio- 
television, appliances. 








WAGNER Set Screw Type 


National Adequate Wiring Bureau 


REPRESENTATIVES 7 a ‘ Conference 


LaSalle Hotel 


listed below will answer your ques- _ Chicago, Ill 
: ' February 25-2¢ 
tions and work with you. Stars Sea 
HY Meetings, panel discussions 


indicate local warehouse stocks. 


7 : North Central Electrical Industries 
Atlanta 3, Ga—Edgar BE. Dawes & Co., 401-402 Rhodes Building Electrical Industry Convention 
=1€C C Cc Ae: y 


iisaugutsele-conmadalaneniundsoshepans Compression St. Paul Hotel & St. Paul Municipal 


N. -Paul Lumpkin, 222 Builders Buiiding. Phone—6-8428 ‘ 
10, iM.—J. A. Jaques Company, 618 W. Monroe St Type Auditorium 
Chicago 6, Ill, Phone State 2-5671 St. Paul, Minn 
Cincinnati 2, Ohio—Arthur L Ehlers Company, 49 Central Ave. Phone 7 > 
. 5251 . March 21-24 


13, Ohio—Kilkenny Company, 223 Rockefeller Bldg. Phone , Trade Show (Electrical supplies-appli- 


1-507 
pens, Anderson Company, 1901 Griffin St | ances), speakers, meetings, technical 
Riverside 593 
caver 2; Colo.—Fred E. Staible & Sons, 2046 Arapahoe St. Phone sessions, panel discussions 
99 
*% Detroit, Mich.—Hemphill & Company, 12638 Hamilton Ave. Phone 
Townsend §$-6258 
—W. F Howe A Company, 500 Porter Bldg., Broad Southeastern Electric Exchange 


4g al 
* Lee Angeles 12, Calif.— Mi rphy ‘Hain Company, 720 East Second St . > 
ichigan 5619 . er ' Connectors for Thin Wall Con- 21st Annual Meeting 
*% Minneapolis {, Minn.—R. H. Cupples, 718 N. Washington Ave ° . R, 
Pao tease shes D ing duit—Rain Tight Boca Raton Hotel & Club 
St. Paul—Phone Nestor 56 Boca Raton, Fla 
New York 22, N. ae pve on & Nagle, 444 Madison Ave. Phone 79.9 
Murray Hill 8-7980-1-2-3 March 22-24 
* .Philadelphia 7, Pa—James T. Heagarty & Company, 918 Vine St ( : 
Phone—Lombard 3-7472-3.4-5 , es - onference 
Pittsburgh 22, Pa — Ares ent Sales Co., Inc., 50—26th St. and A.V.R.R 
Phone—Grant 1-383: ata 
Francisco 3, Calif Hodges & Glomb, 1264 Folsom St. Phone j ie \ SS x 
oi . : dh didi nes ahs E } Modern Living Exposition 
Northwestern yencies a irs Ave S80 *ho t x ~ . : ° 
ea ; “ Electric Association & Metropolitan Home 
aes <Arbeiter-Steele Company, 8147 Delmar Blvd. Phone / Builders Assn 
-—Walter E. Daw, 1155 Oswego Blvd. Phone—Syracuse Navy Pier 


64 
Washington, |D- C.—J. P. Quick, Room 433, Munsey Bldg. Phone April 3-11 
terling 88 i i ~ " , 
Toronto 3, Canada—Steel Electric Fittings. Ltd., 35 Golden Ave. Phone Couplings for Thin Wall Con Exhibits, demonstrations (appliances, 
Lioydbrook 2139 it—Rai | r 
Hawaiian Representative Garnett Young & Company, 390 Fourth St duit—Rain Tight | radio, TV) 
San Francisco 7, California. Phone—Douglas 2-4220 | 
Langguth-Olson ( ompany, 11 Park Place, New York 7, N. ¥ 
7-79 


x 
Phone—Barclay 7-7293-4-5 

National Packaging Exposition 
American Management Assn. 


WAGNER MALLEABLE PRODUCTS CO. \| ces", 


General Sales Office: 222 W. Adams St., Chicago 6, III. April 5-8 


Feuadey cat lent: Desens 66, Mt. Conferences, exhibits, committee meet- 
ings, packaging operation features 











ELECTRICAL WHOLESALING—January, 1954 





Electrical Manufacturers Representatives 
of New England 
1954 Trade Show 
Mechanics Building 
Boston, Mass. 
May 5-7 
Exhibits 


| 


there’s a pAINF anchor 
for every purpose 


. Fig. 900 
Fig. 910 


» designed 
right — to de 
the job 
right 


EXPANSION SCREW ANCHORS. For 
anchoring heavy objects — from 50 to 
10,000 Ibs. — to masonry and concrete. 
lead expansion sleeves and special alloy 
heads are rustproof and indestructible. 
Objects can be removed and replaced 
without disrupting anchor. Setting tool 
in each box. 


Chicago Electrical Industry Show 

Conrad Hilton Hotel 

Chicago, Ill. 

May 10-12 

Exhibits limited to products in electri 
cal construction, industrial, industrial 
lighting and industrial appliance fields 
(not open to public) 





Pacific Coast Electrical Association 

Annual Convention 

Hotel del Coronado 

Coronado, Calif. 

May 19-21 

Speakers, panel entertain- 
ment, banquet, golf, ladies program 


EXPANSION BOLT ANCHORS. These 
bolt and nut type anchors have tapered 
heads ond lead sleeves for fastening 
heavy objects to masonry and concrete. 
Will not loosen from jarring or vibra 
tion. Made as shown at left and also 
with additional cones and sleeves. Set 
ting tool in each box 


discussions, 


Edison Electric Institute 
Annual Convention 
Atlantic City, N. J. 
June 1-3 
Conference 

FIBRE WOOD SCREW PLUGS. For new 

NATIONAL ASSOCIATION OF installations in plaster, marble, tile, 

ELECTRICAL DISTRIBUTORS slate, etc. and for bushing existing 
16th Annual Convention screw holes. Tough, pressure-cemented 
Convention Hall | fibres take expansion under screw pres 
Atlantic City, N. J sure without tearing. Made in various 
June 6-11 lengths for wood screw sizes, Nos. 5 


. ‘ th 14 

Speakers, committee ‘ 
ence booths, awards, ladies program LEAD WOOD SCREW SHIELDS. 

Easily and quickly installed with 

Canadian Electrical Association Fig. 950 {i out a setting tool on new work or 
Annual Convention ® for bushing old holes. The wood 
Murray Bay screw cuts its own deep thread and 
Quebec, Que the shield, expanding, grips screw 
June 4-26 , and sides of holes securely. For 
Meetings, speakers 


“ 


meetings, confer- "ae 
ty 


: use in tile, masonry, plaster, etc 


DIE-CAST LAG SCREW SHIELDS. For 
heavy-duty anchoring in solid materials 
with square or flattened head lag screws 
Deep, accurate threads inside shield and 
the exterior: serrations take stress effici 
ently. Lag screws will not strip or bind 


Michigan Electrical Association 
Annual Convention 
Grand Hotel 
Mackinac Island, Mich. 
June 27-30 
Meetings, speakers, entertainment 
BRASS EXPANSION SCREW SHELLS. 


National Housewares & Home Appliance 
Manufacturers Exhibit 
Convention Hall 
Atlantic City, N. J. 
July 12-16 
Exhibits 


Rocky Mountain Electrical League 
Fall Convention 
Stanley Hotel 
Estes Park, Colo. 
Sept. 12-15 
Speakers, committee meetings, demonstra- 
tions, banquet, golf, entertainment 


International Association of Electrical 
Leagues 
The Bellevue-Stratford 
Philadelphia, Pa. 
September 29-October 2 
Meetings, discussions 


Eastern Canada All Electrical Show 
Show-Mart Exhibition Hall 
Montreal, Quebec 
October 6-10 
Exhibits 
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For delicate installations where relative 
ly light objects — Venetian blinds, val 
ances, door chimes, etc.— must be 
anchored in plaster, tile or other sur 
faces that chip or craze easily. Require 
a 1” deep, 5/16” diameter hole. No 
Setting Tool Required. 


write for 
the NEW 
catalog of 
PAINE 


roducts 


es i 


STEEL EXPANSION SCREW ANCHORS. 
For anchoring light to mediumly heavy 
objects — Venetian blinds, valances, 
shelving, etc.—to walls where par- 
ticular care must be taken to avoid 
damage to the surface. The one size 
takes a 10-24 machine screw and re 
quires a hole only 1” deep and %' 
in diameter. No Setting Tool Required. 


THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 





PARE: 


Quality features available 





in no other lighting fixture 


Fixture illustrated is 
Garcy No. 50821 with 
illuminated side panels 
of metal. Light from 
special apertures is 
redirected to light the 
side panel. Also avail- 
able with . . . plastic 
side panels: No. 5082P, 
opaque metal side 
panels: No. 5082M. 
Two-lamp or four-lamp 
units; fluorescent or 
slimline; 4-ft. or 8-ft. 


atl 


THE "GAR-SEE-LITE”’ 
BY GARCY 


Sliding Clamp Hangers 
mean stems can be located 
anywhere on fixture. 
Adjustable stem (just turn 
to raise or lower fixture) 
means you have both ver- 


tical and horizontal align- . 


ment. Contractors say 
Garcy fixtures are least 
expensive to hang. 














Relamp two fixtures 
from one Ladder Posi- 
tion. Single louver 
shield {even on 8-ft. 
fixtures) hinges down 
at either end . . . per- 
mits relamping of two 
8-ft. fixtures from one 
ladder position. 


Louver cannot rattle or 
“sing”. The V-shaped 
backbone of the louver 
exerts pressure on the 
cross-fins... holds them 
in a vise-like grip that 
prevents looseness, rat- 
tle or “sing”. Shielding 
is 35° crosswise and 
27° lengthwise. Louver 
just snaps into place 
+++ MO screws to be 
manipuloted. 





New Salesroom Opened 
By Indiana Distributor 


RICHMOND, IND. — Universal 
Electric Company, Inc., formally op- 
ened its new salesroom late last month. 
The 6,500 sq. ft. of mew sales area is 
expected to aid greatly in the display 
and demonstration of many types of 
electrical merchandise to contractor 
and industrial customers. It is situated 
at 308-20 Northwest F St., Richmond. 

Additional conveniences are also 
aimed at helping customers shop with 
more ease. An 11,000 sq. ft. stockroom 
is used to store conduit, wire reels 
and overstock. The wide pull-up park- 
ing area contains 8,000 sq.ft. of space. 
Teletype service is maintained be- 
tween four large stocks. 

The main house of Universal Elec- 
tric is located in Muncie. C. Buen- 
nagel is president and treasurer. The 
company was founded in 1929. 


Hughes Supply Names Birch 
ORLANDO, FLA.—W.H. Birch is 
manager of the electrical department 
at the Hughes Supply, Inc., branch at 
Lakeland. Mr. Birch was formerly 
manager of the electrical department 
at the Daytona Beach branch. He is 
succeeded by Harold Edwards. 


Thermador Division 


Starts Operations 

LOS ANGELES, CALIF.—The new- 
ly occupied 77,000 sq.ft. plant of the 
electronics division of Thermador 
Electrical Manufacturing Co., is now 
in full operation. Movement of pro- 
duction lines from their two former 
locations was done without interrup- 
tion of output 

Production rate of transformers at 
the new electronic plant will be at 
least two and a half times greater 
than before, with an ultimate of four 


PLUS ALL THESE ""EXTRAS"’ THAT MEAN BETTER QUALITY! 


Fixture ends are easy to Ornamental end plates are Safety link chain su rts 
wire-through. Large open- die-formed and ssn detignes louver when it is leased 
ings simplify wiring con- especially for each fixture. for relamping or cleaning. 
nections for continuous Another example of Garcy All “Gar -Lite” fixtures | onne . . 
runs, cut installation time. thru-and-thru quality. naw chains at each end of | Millionth Dwelling Unit 
xture. 


times greater by the operation of two 
shifts 


Started in November 


Compare—see for yourself why ‘“‘Gar-See-Lite” fixtures are known WASHINGTON. D. C—Nonfarm 
< J . © an" we ari 


as the lowest-priced quality fixture on the market. See how their : ; 
features fit in with the specific need on so many of your installa- housing starts declined less than 
pen Awa with your Garcy distributor for full details on cost, seasonally in November 1953 to 80,- 
specifications, etc. 000. The decline was in privately 


owned housing, and reflected some 
GARDEN CITY decrease in activity in all sections of 
PLATING & MFG. CO. 


the country except the Pacific states, 
where volume held the same as in 

1740 |. ASHLAND October. Included in the November 
CHICAGO 22, ILLINOIS total were 1,600 new units begun by 
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public housing authorities. 

Although starts of privately owned 
housing were down by almost 11 per 
cent, the decline was less than usual 
for November; in each of the 3 pre- 
vious years (1950-52) the October- 
November drop amounted to around 
18 per cent. On a seasonally adjusted 
basis, private starts in November were 
at an annual rate of 1,069,000—the 
highest rate since April, 1953. 

The million mark for new dwelling- 
unit starts in 1953 was reached in 
November, with 1,031,300 new non- 
farm dwelling units begun during the 
first 11 months, compared with 1,- 
055,500 for the same months in 1952, 
and 1,030,500 for the like 1951 
period. The downward drift in pri- 
vate housing starts which began last 
May has been gradual, so that the 
total thus far in 1953 (997,100 units) 
was almost equal to private volume 
for the same period of 1952—the 
second best housing year on record. 
Publicly owned housing totaling 34,- 
200 units, was down by more than a 
third from the January-November 
1952 figure. 

The information is based on pre- 
liminary estimates of the U.S. Labor 
Department's Bureau of Labor Statis- 
CICS. 


Pyle-National Expands 


CHICAGO, ILL. — Pyle-National 
Co., has purchased the patterns, tools, 
dies, jigs, fixtures and inventory of 
two lines of electrical products from 
the Adapti Co., Cleveland. H. V. Engh, 
Pyle-National president, said that the 
firm will manufacture and sell these 
products — consisting of conduit fit- 
tings and vaportight lighting fixtures— 
under the trade name “Pylets.” 


Changes At Gesco 
BRIDGEPORT, CONN.—The fol- 
lowing changes have taken place in 
the General Electric Supply Company: 
J. W. Pontius, manager-treasury serv- 
ices, transferred to General Electric 
Co., Schenectady, N.Y.; At Newark, J. 
Russell Nelson has assumed the respon- 
sibilities of T. W. Eaglesham, Jr., as 
sales manager, supplies and appara- 
tus. Mr. Eaglesham is manager-light 
control and specialty components unit 
of the G.E. apparatus sales division, 
Schenectady, N.Y.; J. W. Grierson is 
manager at Paterson, N.J.; H. E. 
White has replaced William Parks, 
resigned, as service manager. 
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Porcelain Products’ 


the real answer for new one-story ranch 
type houses that simply have fo 
have elevated service entrances. 


BEST 2 INCH PIPE MAST 
ON THE MARKET 


The only pipe mast with exclusive patented roof 
plate to carry the load. Adjusts to any roof pitch. 


Pull of service drops distributed over the rafters 
by roof plate, fastened to the mast. Stronger 

than other styles with same wire clearance above 
roof because of its shorter cantilever. Roof plate 
absolutely prevents leaks from pipe sway, even 

in heavy storms. All parts hot-dip galvanized or 
aluminum alloy. Good looking. Simple to 
install—saves hours of labor. Ask for Series 
No. 2070. 








ELEVATED ROOF BRACKETS 


Low labor cost...low material cost 


Built for strength and easy mounting. All 
three legs have pivoting mounting shoes, 
which lie flat against any roof. Simply mount 
front legs on rafter and rear legs will automati- 
cally find rafters. Because of pivots, and 
tripod design, there’s minimum pull on threads 
of lag screws. Pull on brackets from any 
angle results in stress across screws. Bracket is 
die-formed and welded from hi-strength 
structural steel, hot-di alvanized after fab- 
rication. Ack i Series No. 2080. 














Mount service drops directly on roofs, this 
approved inexpensive way. Hot-dip galvanized 
steel plate mounts wnder shingles. Mounting 
slots on 16” and 18” centers allow lag screws 
to hold plate to rafters. Practically no dead-end 
pull on lag screws, because pull of service 

drops results in stress across lags. Strong. Leak-free. 

Ask for Series No. 2090. 








COOLER OPERATING 


WARE... FUSES 


Lag 


Prevent Needless Blows Due to Loose Contact 


», 


Every electrician knows whenever a sold- 
erless connection is made . . . that tight 
contact must always be assured. Among 

renewable fuses, only WARE Hi-Lag 
provides a never loosening vise-like grip 
between links and knife blades. Link 
ends are bracketed in double surface 
contact in WARE Hi-Lag’s exclusive 
design. 


Extra wide spring tension washers 
grip entire link-end assembly in 
a never-loosening grip. Extra 
wide WARE FUSE link ends 
fully match the width of knife 
blades and distribute cur- 
rent flow and heat over a 
wider area. Links stay 
cooler and absorb sudden 

surges easier. 


FULL COVERAGE 

Extra wide link ends 
match width of 

knife blades assuring 
even distribution of 
heat and current flow. 
Operates cooler longer. 


SPRING TENSION 
WASHERS NEVER 
LOSE GRIP 
Square Design 
Grips Overall 
Width of Link 


Lower Your Costs 
Give Full Protection 
Speed Production 


VISE-LIKE GRIP LOCKS 


LINKS IN CIRCUIT \\ SINCE 1915 
\ WARE fuse engi- 
neering dates to 
1915. Now WARE 
is internationally 
accepted for best 
protection and 
performance. 
UNDERWRITERS 
APPROVED 


Vise-Like 


Bracket 
Extra Wide Spring 


J Tension Lock Washers 
Double 
Contact 


Knife Blade 


GUARANTEED TO MEET 
THE SEVEREST TEST 
Write for Prices and Name 
of Distributor Nearest You 





| locations 
| Knoxville and Chattanooga. 


R. B. Sayre Elected 
Graybar Vice President 
NEW YORK, N.Y.—R. B. Sayre 


has been elected a vice president of 
the Graybar Electric Company. W. E. 
Henges, president, made the announce- 
ment. 

Mr. Sayre had been assistant vice 
president. He started as a warehouse- 
man at Memphis, Tenn., in 1921. Two 
years later he became supply salesman 
at the same branch. For more than 
16 years Mr. Sayre traveled the country 
territory of northern Mississippi, west- 


R. B. Sayre 


ern Tenessee, Arkansas, southeastern 
Missouri and western Kentucky. 

In 1939 Mr. Sayre was appointed 
manager of the outside construction 
department of the southern district. 
He supervised sales at Atlanta head- 


| quarters and at the district’s branch 


at Birmingham, Columbia, 


Returning to Memphis in 1943 as 


| manager, Mr. Sayre served there until 


1948 when he was appointed penin- 
sular district manager at Jacksonville, 
Fla. In 1952 he moved to New York 


| as assistant vice president. 


Mr. Sayre was recently elected to 
the executive committee of the Na- 
Electrical Dis- 


tional Association of 


tributors. 


|‘ Alberta Electrical 


Celebrates 25 Years 


EDMONTON, ALBA.—Commenc- 
ing a wholesale electric business in 
1928 appeared at that time to be a 
very promising affair. However, it was 
not known that the 1929 crash was 
just around the corner. The depression 
that followed in the early thirties, 
were lean years of experience for H. 
S. Craig, president of Alberta Elec- 
trical Supplies, Ltd. which recently 
celebrated its Silver Anniversary. 

The Canadian wholesale distributor 


| now serves central and northern Al- 


4420 WEST LAKE STREET e CHICAGO 24, ILLINOIS | berta, part of British Columbia and 


126 ELECTRICAL WHOLESALING—January, 1954 





the North West Territories. The com- 
pany, which carries a complete line of 
wiring supplies as well as one of the 
largest stocks of lighting fixtures in 
western Canada, weathered the de- 
pression and supplied essential mate- 
rials during the Second World War. 

In order to cope with an expanding 
business, Alberta Electrical erected 
their new premises in 1951 in the 
heart of the wholesale district. The 
building was planned by Arthur R 
Craig, vice president and secretary- 
treasurer, and was designed to give 
quick access to all departments. A 
Matthews conveyor enables the quick 
handling of merchandise. The show- 
room is designed to accommodate 
some 400 lighted fixtures. 


Jack Mann, sales manager, has been | 


associated with Mr. Craig for the past 
17 years. Jack is well and favorably 
known to the electrical trade. 

Due to the large 
velopment which followed the dis- 
covery of oil in the northern section 
of the province, the company 
acquired the services of W. Ron Ver- 
non, B. Sc., as professional engineer 
in order to further assist the con- 
tractor in major developments. 

A staff of twenty are at 
employed in order to expedite the 
handling and distribution of electrical 


industrial de- 


present 


merchandise to this ever-expanding | 


district of western Canada. The com- 
pany has been an active member of 
the Canadian Electrical Distributors 
Association (CEDA) since its incep- 
tion. Mr. Craig has served on the 
board for a number of years. He is 
now an honorary vice president of the 
association. 

Arthur R. Craig, the president's son, 
has assumed active operation of the 
company’s affairs. Mr. Craig is now 
more or. less free to follow his hobby 
of painting. He is a member of the 
Edmonton Museum of Arts and the 
Edmonton Art Club. 


Westinghouse Holds 
Color TV Service School 

METUCHEN, N.J.—What is be- 
lieved to be the television industry's | 
first color television service school was 
held in this city by the Westinghouse 
Electric Corporation last month 

The school’s purpose was to famil- 
iarize 
problems of maintaining and servicing 
color TV receivers. All key Westing- 
house field service engineers took part 
in the classroom and laboratory ses- 
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service engineers with the 


When it comes to putting your cus- 
tomers’ products in a more appealing 
light, tell them about Sylvania’s new 
line of improved recessed troffers. 

Sylvania Fluorescent Troffers make 
lighting an integral part of the ceil- 
ing, and offer a practically endless 
variety of lighting patterns. Available 
in lengths from 2 feet to 8 feet, Syl- 
vania Troffers come with six different 
types of shielding and with instant or 
standard-start lamps. 

In addition, Sylvania offers match- 
ing corner spotlights for dramatic 
accent lighting. New illustrated folder 
gives complete information and de- 
tailed application data. Write Sylvania, 
Dept. 4X-2701, for your copy NOW! 


Sylvania’s new fluorescent 
troffers offer great variety 
of attractive ceiling lighting 
patterns and effects. 


SYIVANIA 


1740 Broadway, New York 19, N. Y. 


Sylvania Electric Products Inc. 


c 


n Canode 
University Tower Bidg 


LIGHTING: RADIO: 


vonia Elec 


tr 


lid 


ELECTRONICS = 


TELEVISION 
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Friends, we must learn 

to be kind to our conductors. We 

must not hamper their movement, but give 

them all the freedom we can. We must never pinch our 
conductors or squeeze them tight. So get on 

the right track and join the 


BE-EIND-TO-CONDUCTORS SOCIETY 


We would like to have you 

as a charter permanent lifetime member. 
Membership in the Be-Kind-to-Conductors Society 
is automatically conferred when you 

faithfully use Bronco 60 Certified portable 


cords and cables. 


Never before were conductors 

given such staunch and loving care. A 60% 

by weight Neoprene jacket wards off oil, acids, sunlight, 
ozone, and such. When the whole shebang 

is joined together, vulcanization is carried through in 

a civilized manner that does not squeeze, 


bind, or hamper the conductors. 


GRIN ay 97h 


gives all the protection a conductor could ask for. 

Would you like a free button and membership card? 

Just tear off the end of a BRONCO reel or carton and mail it together 
with a streetcar token or valid transfer to cover cost of handling to 
WESTERN INSULATED WIRE CO. 

Los Angeles 58, California 

(BE SURE TO PRINT YOUR NAME AND ADDRESS) 


| sions. Subjects included: colorimetry, 
the study of colors; composite color 
signals and their function; transmitter 
requirements and variables; basic color 
TV receiver design requirements; and 
| adjustment of color receivers. 
Special emphasis was placed on the 
design, construction, circuitry features 
| and test equipment which are peculiar 
to color television transmission and 
reception. 


E. R. Masback, Jr., Heads 
New York House 
NEW YORK, N.Y. — Edwin R. 
Masback, Jr., has been elected presi- 
dent of Masback Inc., wholesalers of 
| hardware and allied lines. He took 
| office on January Ist. 
Mr. Masback, Jr. succeeds Harold E. 
| Masback, Sr., who has been elected 





J. B. O'Neil 


E. R. Masback, Jr. 


| chairman of the executive committee 
| of the company. 

James B. O'Neil has been appointed 
merchandise manager of the company, 
also effective January Ist. In his new 
capacity, Mr. O'Neil supervises the 
operations of the purchasing depart- 
ment. 


Fife Supply Opens 
Flint Warehouse 


FLINT, MICH.—Fife Electric Sup- 
ply Company, Detroit, began opera- 
tions at its second wholesale ware- 
house last month in this city. The new 
building is located at 2312 Lapeer St. 
D. Lyle Fife, president, said, “The 
warehouse was established here in an 
effort to better serve this fast growing 

| industrial community. I've always 
| wanted to return here.” 
| The one story building fronting on 
| Lapeer St., is designed for maximum 
| efficiency in receiving and shipping 
| equipment. Predominately of rein- 
| forced concrete block, the facade is of 
| face brick with a large window area. 
| There is 12,000 sq.ft. of floor space. 
| The warehouse includes a multiple 
conduit rack against the back wall, 
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which has been reinforced to support © 
250,000 pounds. . M1 = OC 
K 


A two-ton jib-hoist near the back . TRADE.MAR 
entrance trailer runway, expedites 


loading and unloading of trucks. The 

Bic? mas ilies and extra-strength | 3 L E C T gq , © A L 
concrete floors allow heavy-weight | » 

trailers to be driven into the building. Y CONNECTORS 


A parking lot adjoins on the east. 

An easily accessible balcony storage a re 
area makes up for space used by two : me oe 
modernly equipped offices. 

Owen Boren, Flint general man- 
ager, stated, “It is one of the most 
up-to-date electrical jobbers, ware- | 
houses in the state.” He went on to 
say that efficiency of operation will be 
facilitated by specially designed 
storage shelves and bins plus the 
latest type wire cutting are reeling | 
equipment. | 

Ben Smith is sales manager and 
Mark Perreault is chief warehouseman. | 
Mark has 23 years experience in the 
business. Initially, Fife Electric Supply 
has employed 15 salesmen and ware- 
housemen to serve the Flint area 





Name California Firm 

DEERFIELD, MICH. — California 
Distributing Co., Oakland, will dis- CG 
tribute Revco freezers throughout the For Greater CONVENIENCE, SAFETY and 


state. The California firm until re- : 
EFFICIENCY h i - 
cently distributed Revco products only | in the Operation of Meter 


in the northern part of the state. 


Buffalo Club Honors | NEVER DISCONNECTS ACCIDENTALLY 


Retiring Officers eacondin 
e Hubbell Twist-Lock locking action insures a posi- 

BUFFALO, N. Y. —A number of tive contact that will not ie loose anabdnonalle 
key executives of this city’s area indus- regardless of rough treatment, heavy vibration, or 
tries, were guests of the Buffalo Elec- other conditions that might cause down-time ond 
tric Co., Inc., at a dinner honoring production loss. Twist-Lock is made in two-wire, three- 
Vice President Charles J. Schwab and | wire and four-wire sizes. The three and four-wire 
Chief Engineer Fred I. Sigman. Both sizes are available grounded and not grounded. 
have retired after 35 years service. For complete information, write Harvey Hubbell Inc., te, many of your 

President Karr Parker was the toast- Dept. D, Bridgeport, Conn. io ae teledee 
master. Speakers were Vice President | — 
Albert T. O'Neill of the Niagara Mo- 
hawk Power Corp., and vice president 
John K. Hodnette of the Westinghouse | 
Electric Corp. 


driven Tools or Portable Electrical Apparatus 


Here's the answer 


I-T-E Buys Control 
of Chase-Shawmut Co. 
PHILADELPHIA, PA.—The I-T-E 
Circuit Breaker Co., has acquired a 
controlling interest in The Chase- 
Shawmut Co., of Newburyport, Mass. 
William S. Edsall continues as pres- 
ident of Chase-Shawmut. P. G. John- 
ston has been elected vice president. nn) 
Laurence B. Cheney is treasurer and WIRING int ) DEVICES 
David Greer, secretary. 
@ 


HARVEY HUBBELL, INC, 
BRIDGEPORT, CONN. 


HEAVY DUTY 








MANUFA 


CTU RER Do you Distribute through 
“=== The Electrical Wholesaler? 








—» THEN YOU WANT TO KNOW: 


1 Every Wholesaler of Electrical Products 
2 Their Financial Responsibility 


The Names of Newly Established Wholesalers 
as soon as they are organized 


4 All Important Changes in the Industry 
immediately as they develop 


This COMPLETE 

Credit Information 
is available through the 
ELECTRICAL MANUFACTURERS’ 
CREDIT BUREAU, INC., which 


serves a vast number of leading 





Electrical Goods Manufacturers. 








ELECTRICAL 


165 W. 46th St. 


New York 36, N. Y. 


MANUFACTURERS CREDIT BUREAU, INC. 


205 W. Wacker Dr. 2911 W. 11th St. 
Chicago 6, Ill. Los Angeles 5, Calif. 








SAVE TIME ON WIRING INSTALLATION JOBS WITH 
KEYSTONE WIREWAYS AND AUXILIARY FITTINGS! 


Next time you're figuring a wiring installation job, you'll 
find it pays to specify Keystone WireWays and Auxiliary 
Fittings. They’re quality built from end to end . . . designed to 
permit quick, easy, economical installation of wiring for main 
power lines, feeders, branch circuits, meter boards, service 
boards, loadside switches, etc. And they're available in both 
flanged and flangeless styles in the most complete range of 
sizes and lengths ... 214" x 21%" x 1’ through 8” x 8” x 5’... 
to meet your exact requirements. 





Kirlin Co. Completes, 
Occupies New Addition 
DETROIT, MICH. — The Kirlin 


Co., manufacturers of recessed fixtures, 
have occupied their new plant addi- 
tion. It is said to be one of the most 
modern in the lighting fixture in- 
dustry. 

The company, composed of Ivan 
and Jack Kirlin and Walter Qual- 
mann, partners, employs 38 salesmen 
covering the U.S. and foreign coun 


tries. 


W. R. Persons New Head 
Of Emerson Electric 

ST. LOUIS, MO.—Wallace R. Per- 
sons is president and a director of the 
Emerson Electric Manufacturing Co 
He succeeds W. S. Snead who remains 
as board chairman. 

Mr. Persons, 44, has been vice presi- 
dent and general sales manager of the 
Lincoln Electric Co., Cleveland, for the 
last seven years. He started with Lin- 
coln in 1934 as a sales engineer in 
western Pennsylvania. A graduate of 


Wallace R. Persons 


the Case Institute of Technology in 
1931, Mr. Persons holds a B.S. degree 
in engineering. He obtained his mas- 
ter’s degree a year later and was also 
elected to Sigma XI, honorary research 
society. He was awarded a president's 
fellowship. 

This is the second time Mr. Snead 
has “retired.” He previously retired in 
January, 1952, as vice president and 
treasurer, but continued as director. He 
returned to Emerson Electric last May 
to succeed, as president and board 
chairman, the late Oscar C. Schmitt. 


National Radiator Buys 
Viking Air Conditioning 
CLEVELAND, OHIO — The Na- 
tional Radiator Co., has purchased the 
principal assets of the Viking Air Con- 
ditioning Corp. Marion I. Levy, presi- 
dent of Viking, has been elected a vice 


FREE CATALOG describes and 
illustrates the entire line of Keystone 
WireWays and Fittings, Cutout Boxes 
Pull Boxes, Outlet Boxes, Switch 
Boxes, Covers, and Bar Hangers 
Contains complete specifications and 
prices. Send for your free copy today! 


KEYSTONE MANUFACTURING COMPANY 


23328 SHERWOOD AVENUE 
CENTER LINE (Detroit), MICHIGAN 


Sold Through Leading Electrical Distributors Coast-to-Coast 
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R. L. WILDAUER, manager of the 
Chicago office of The Arrow-Hart & 
Hegeman Electric Co., since 1919, 
retired on December 3|st. Mr. Wil- 
dauer had completed 53 years in the 
electrical industry, 44 years with Ar- 
row-Hart G Hegeman. He is retiring 
to his Crystal Lake, Ill., home. H. J 
Fonda, who recently completed 25 
years with the company in various 
sales capacities, succeeds Mr. Wil- 
dauer as Chicago Manager. 





president of National Radiator. 


Mr. Levy is also general manager of 


Viking, which now operates as the 
Viking Air Conditioning division of 


The National Radiator Co. President | 


T. B. Focke has stated that no person- 


nel changes are contemplated in the | 


new division. The same policy also ap- 
plies to the manufacturing and mer- 
chandising methods. 


The National Radiator Co. head- 


uarters are located in Johnstown, Pa. | 
q : 


Efengee Names Bergman 


CHIGAGO, ILL.—James H. Berg- | 


man is apparatus manager for the 
Efengee Electric Supply Company. 
The apparatus department is a newly 
created one. Mr. Bergman was for- 
merly branch manager of Federal Elec- 
tric Products Co. 


New Offices For Tomic 


DETROIT, MICH. — Tomic Sales 
and Engineering Co., have moved into 
their own new building located at 


20000 Sherwood Ave. The. Detroit | 
headquarters provides larger and more | 
modern facilities to handle increased | 
sales. Charles G. Lifka, president, made | 


the announcement. 


CORRECTION 


The December 1953 issue of ELEC- | 


TRICAL WHOLESALING reported 
that the U.S. Electrical Supply Com- 
pany, New York, N.Y., had recently 


issued a new 218-page catalog. The | 


address of the wholesale distributor is 
55 Warren St., New York, not 44 
Warren St. as erroneously printed 
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Ideal Lighting for Assembly 
Repair and Inspection Benches 


FOSTORIA 


LOCALITE 


\ MODEL 18HX600 


— $980 
Overall length 27%" with LIST 


18” flexible steel tubing arm 


Reflector rotates 360° Accommodates 
DIRECTS A-21 medium screw base lamp includ- 
LIGHT ing 100 watt. 


EXACTLY . P 
AS NEEDED illumination medium asymmetric in 


excess of 150 footcandles from 100 watt 
DUPLEX ouT- /2mp 12” above work area. 
(her IN BASE Wired Complete with medium screw 
for plug in of keyless porcelain socket and 6 ft. SJ 
electrical extension cord. Toggle switch in base. 
tools, glue Duplex outlet wired to be constantly 
pots, etc. hot with lamp on or off. 


Clamps to. Finish — exterior smooth Gray baked 
bench or cab- enamel—reflector interior high tempera- 
inet back rail, ture White. 

Or mounts on 


sw = “Te > a 
flat surface. Write for complete catalog of Localite 


models for every industrial use. 


THE FOSTORIA PRESSED STEEL CORPORATION 
FOSTORIA, OHIO 


Localites are available 
through wholesalers 
everywhere 





ight ON 


Ree US Pe OF Oa 











7 a © Loe 


CHAN yy, LOCK & 


Here's a quality line with real profit possibilities. To get the 
most out of it carry the complete Champion DeArment Chan- 
nellock line. Millions of national magazine subscribers will read 
about the Channellock lime every month .. they are being told 
and sold. Use display boards, stock the full line for real profit 
possibilities. You can sell more pliers than ever before when you 
feature the complete Champion DeArment-Channellock line 


THE PLIER DESIGN THAT OBSOLETES ALL OTHERS 





CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 




















LIGHTING EQUIPMENT PEOPLE IN THE NEWS 
USE 
FOR CUS SATISFACTION D. Lyle Fife, president, Fife Elec- 


HERE ARE TWO UNITS WHICH WILL DO SPECIAL LIGHTING tric Supply Co., Detroit, is a director 
SORE: OTLY OS WS Oe vanes of the Detroit Lions professional foot- 


ball team and its first president under 
the current management. 








SHOWER ROOM FIXTURE] THE “ILE-LITE”’ 
DESIGNED FOR RUGGED USE DESIGNED WITH THE EYE IN MIND 
Edward A. Murray is Detroit dis- 
trict manager of sales for the Amer- 
ican Steel & Wire division, United 
States Steel Corp. He succeeds Max- 
well D. Millard, new assistant general 
manager of sales at the division's 
Cleveland headquarters. Mr. Murray 
had been vice president-sales, of the 
Appleton Electric Co., for two years. 

















one Eddie Topping, Cadillac Electric 
D LIGHTING WHERE NEEDED IN STOCK- ee 
ROOMS. LIGHT SPREADS OUTWARD G DOWN- Supply Co., Detroit, was elected a 
WARD WITHOUT GLARE TO THE EYE. SOCKET the board of directors of the Detroit 
VAPOR PROOF FOR 150 WATT LAMP. FITTINGS INCLUDE PENDENT, BOX COVER, 

WHITE PORCELAIN ENAMELED STEEL FEED THROUGH AND ANGLE. PULL CHAIN Housewares Club. 

CANOPY, HEAVY GAUGE WIRE GUARD OR KEYLESS. REFLECTOR 1S ALL WHITE . , ; 
PLATED G PAINTED. CAT. NO. 3071. PORCELAIN ENAMEL. Dan A. Kelly, General Electric 


SEND FOR OUR NEW HANDY CONDENSED CATALOG Supply Company, Omaha, and Fred 
Sholders, Graybar Electric Company, 
Inc., Omaha, are members of the 


E L E C T R | (* Mi f | \ be board of the Nebraska-lowa Electrical 


Council for 1953-54. 
» 4223 W. LAKE ST CHICAGO 24 











John H. O’Toole is general sales 
manager of General Electric Appli- 
ances Co., with headquarters in Louis- 
ville, Ky. He had been vice president 
in charge of merchandising, sales and 
advertising for the Phoenix Hosiery 
Co., Milwaukee. Mr. O'Toole was grad- 
uated from Holy Cross College, 

The World’s Largest Line of Worcester, Mass., in 1929 and has 
ORNAMENTAL LIGHTING FIXTURES | Studied at Boston University Business 

200 Beautiful ond Artistic School, and the Harvard Graduate 
LAMP POSTS BRACKETS School of Business Administration 
Modern — Colonial — Gothic 

z —— Small or Lorge for Don Huntoon, formerly associated 
ZEASY Di RIVES = mfastellation with the U.S. Grant Distributing Co., 


gs 





PUBLIC BUILDINGS, i i Wy : 
CHURCHES, Custom Houses, | ‘8 DOW managing the new office of 
IES 


Easy-Drive RESTAURANTS, FACTOR California Distributing Co., 2515 West 
1" i EL STAPLES We otse Design ond Create | Slawson St., Los Angeles 
(Pat. #2632356) © Hand Wrought Iron « Brass 


© Copper « Silver « Aluminum ¥s . F 
Engineered to take punishment J. N. Roos, HR resident and 
The sales manager, Electrical Supply Co., 


. WON’T BEND OR SQUASH Established 
’ WON'T SPLIT po woop 1907 HERWIG and S. A. Greco, Graybar Electric 
Co., Inc., are members of the Elec- 


Lomtracters wane ae strong, rugged 

flat-top T cL Staples because they ° — 

save worry and waste in time and ma- trical Association of New Orleans 
terial—they don’t have to baby”’ 1759 : ° 

them. THIEL Easy-Drive-Staples go in executive commiuttee 


straight and true and are the greatest 
improvement in staples for cable work 


~ 
(metallic and non-metallic) in 25 . 
years. Send for FREE ‘samples—s D. C. McDermand has rejoined 
alow convince anyone. ul 
Twlee okAsYjoRive “NAIL IT” and THIEL ! the sales staff of the home appliance 


‘ - STRAPS th » © lec- a) Bo ah P 
rieal men. ~ acral Mas division of the Hamilton Manufactur- 
@ Sold by Leading Electrical Wholesalers — ing Co., Two Rivers, Wis. He has 


write for information on open territories. ‘ , 
been tentatively assigned to an east- 


THIEL TOOL AND * 
H i EL ENGINEERING Sead for \ ern territory. 
ye ag Spl ~ C. O. “Orrie” Hollen, sales repre- 


1417 North Market Street, St. Louis 6, Missouri No. 50 ~~ 








sentative of the Ridge Tool Co., Elyria, 
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Ohio, since 1925 in New Jersey, Penn- 
sylvania, Maryland, Delaware, Virginia 
and Washington, D.C. has retired. 
Ralph W. Hamlin replaces him in 
New Jersey, Pennsylvania east of 
Lewistown and Wilmington, Dela. 
M. B. “Pat” Williams takes over 
sales in the District of Columbia, Dela- 
ware (except Wilmington), Virginia 
and North Carolina. 


Edwin Skillman is sales promotion, 
advertising and merchandising man- 
ager for Globe Lighting Products, Inc., 
New York and California. Formerly 
a by-line writer for newspapers, maga- 
zines, and trade papers, Mr. Skillman 
has recently instituted successful sales 
and advertising promotions in home 
furnishings for leading retail opera- 
tions and for cooperative manufactur- 
ing interests. 


Richard F. Woelfel is sales man- 
ager for electrical products in the Chi- 
cago area for the Minnesota Mining & 
Manufacturing Co. Mr. Woelfel has 
been an electrical products salesman 
for 3M since 1948. 





MANUFACTURERS NAME 
SALES REPRESENTATIVES 








QS yy 


SERVE 
YOUR 
CUSTOMERS 
BETTER 


Sold Exclusively through 
Electrical Wholesalers 


he WADSWORT HeetgeCTRICMEGE INC. 
Wr ( Covington ial Retacy Wr 











Burndy Engineering Co., Inc., has 
named the Henderson Sales Company 
for the St. Louis area, replacing W. L. 
Rose who has retired. Henderson Sales 
is located at 8131 Manchester, Brent- 
wood, St. Louis 17, Mo. 


Great Western Fuse div., Titetlex, 
Inc., has appointed Herbert A. Earley 
of Earley Sales Co., as sales represen- 
tative for the complete line of electric 
fuses in northern New Jersey. The 
representative is located at 10 Hem 
lock St., Paterson, N.J. 


Signal Electric Mfg. Co., has re- 
aligned the following territories. W. 
H. Lassiter Sales Co., Charlotte, N.C., 
will cover North Carolina and South 
Carolina. W. H. Lassiter Sales Com- 
pany, Richmond, Va., will add to their 
present Virginia territory, the District 
of Columbia and western Maryland. 
S. M. McKenzie Sales Co., Cincinnnati 
will add to their present territory of 
Kentucky and southern Ohio half of 
Indiana, south of Indianapolis. 


Furnas Electric Co., Batavia, Ill, has 
appointed Muth-Richards Co., exclu- 
sive sales agent for motor controls in 
Washington, Oregon and northern 
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i i 
ay 
if 7 


6 SIZES 
*14-1000 MCM 


COPPER TUBE AND PRODUCTS, INC. 


S746 MARIEMONT AVE. © CINCINNATI 27, OHIO 





Idaho. The Muth-Richards Co., is lo- 
cated at 700-Sth Ave., South, Seattle 4, 
Wash. 


Abolite Lighting div., Jones Metal 
Products Co., has appointed as Texas 
representative, Harry A. Miller, 1925 
Cedar Springs Ave., Dallas. 


Garden City Plating & Mfg. Co., 
Chicago, Ill., has appointed B. L. Cook, 
Houston, Tex., as its representative in 


are built to give the Gulf Coast area of Texas 
extra long-life Columbia Cable & Electric Corp., 


has appointed Joe Ackerman sales rep- 


a 
service resentative for Florida. His head- 


, ~ aaa P quarters are at 813 Sistina Ave., Coral 
A special bronze a loy of the highest con uctivity an Gables. F. E. Shoff Company, sali 
strength is used in Sherman's extra heavy Rigid-Type , 
Ground Fittings. Rugged bodies provide maximum headquarters at 12600 Hamilton Ave., 
strength and additional stock for extra threads. This Highland Park, represent the manu- 
extra thread length, plus long, heavy-duty bolts and 


facturer in Michigan. 
lock washers provide more clamping pressure. 


GF13B for ground wires up to No. 4 stranded AWG. Electro Silv-A-King Corp., Chicago, 
Fits %4” to 1” pipe and %” to 1” ground rods. 


Ill, announces the appointment of 
GF23 for 4%” conduit. Swivel conduit hub is adjust- Arthur Principe as a member of the 
able to any position. Capacities same as GF13B. Walter E. Daw Co.. 794 Seventh Ave 


GF23 
SOLDERLESS ; ! 
CLAMP , Buffalo, N.Y. He has been appointed 
to the vacancy created by the recent 
ae f y = rl rt > 
BATTLE CREEK, MICHIGAN death of Donald Byrne and will service 
accounts in the Rochester, N.Y. area. 








OBITUARIES 











Charles H. Bunch 
charles H. Bunch, 61, chairman of 
SIGNALS and SYSTEMS Char 3unch, 61, chairman of 


the board and treasurer of Acme Elec- 


® 
ic Corp., Cuba, N.Y., died 4 
ADD SPEED eee SA FETY peed ae = <aigp ke sil 
Born in Ravenna, Ohio, Mr. Bunch 


Properly designed and installed signals and systems are ie? 
per'y & 8 y began his business career in Cleveland. 


real time-savers that smooth out many a plant problem— 
help stop wasted motion. And solving individual signal- 
ing problems has been Faraday’s business for seventy- 
eight years. These years of experience assure correct 
plans, correct inailidinn. To be sure that your signal- 
ing system is operating at top efficiency, check with 
Faraday. No obligation. 


Charles H. Bunch 


Se e.: ° 


ina emote etutiiiectee,™ He later moved the firm to Cuba. Mr. 

details on the complete Faraday line. | Bunch was a founder and an officer 

: | of the Acme Electric Supply Co., of 

HOLTZER-CABOT FARADAY STANLEY & PATTERSON | Montreal and Acme Electric Corpora- 
tion of Toronto. 





CONSOLIDATED BY 


CPERTI FARADAY INC. xoran. mich. [i AcVi/lacabaanal 


| Walter F. Knebusch, vice president 


AND SYSTEMS sey re 
BELLS « BUZZERS - HORNS - CHIMES - VISUAL AND AUDIBLE PAGING DEVICES | in charge of manufacturing of The 
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F. E. Myers & Bro. Co., Ashland, Ohio, 
died November 26. 

Mr. Knebusch, who had been asso- 
ciated with Myers since last January, 
supervised the production, manufac- 
turing engineering, plant engineering, 
quality control and production control 
departments of Myers. Until joining 
Myers, he was director of manufactur- 
ing for the Harris-Seybold Co., Cleve- 
land 





ASSOCIATION NEWS 











CHARLESTON—J. W. Viser, charge 
of purchasing at Butt’s Electrical Sup- 
ply Co., Charleston, S. C., was elected 
vice president of the Electric League of 
Charleston. W. H. Barnwell, South 
Carolina Electric & Gas Co., is presi- 
dent, succeeding W. H. Zeigler, Hood 
Electric Co. The League plans active 
promotional campaigns during the 
year with adequate wiring featured in 
the first drive. There will also be light- 
ing and appliance selling campaign 
promotions. 


CHICAGO—Newly elected members 


of the Electric Association's board of | 
directors are: W. J. Goerisch, Graybar | 


Electric Co., Inc.; George B. Bogart, 
J. R. Pershall Co.; Jack W. Collins, 
Electrical Contractors Assn., City of 
Chicago; S. K. Culver, S. K. Culver 
Co.; Blaine Cummings, Illinois Bell 
Telephone Co.; T. B. Ellis, General 


Electric Co., Robert L. Sampson, The | 


Sampson Co.; and C. B. Thorsen, Day- 
Brite Lighting, Inc. 

New members approved by the 
board of directors in the distributor- 
wholesaler group include 
Electrical Supply Co., Madison Elec- 
tric Co., Standard Electrical Supply 
Co. 


MINNEAPOLIS—AIl display space | 
in the 1954 Electrical Trade Exposi- | 


tion, to be held in St. Paul, March 21- 
24, has been taken. The number of 
booths sold (110) will make it the 
largest in history of the organization. 
Location of the show is in the Exhibit 
Hall of the St. Paul Auditorium. It is 
sponsored by the North Central Elec- 


trical Manufacturers Club and is be- | 
ing held in conjunction with the 17th | 
Electrical Industry Conven- | 


Annual 
tion. 


NEW ORLEANS—George F. Sins, | 
Woodward Wight & Co., Ltd., is presi- | 
dent of the Electrical Association of | 


New Orleans, Inc., for 1954. W. A. 


rene s POSITIVE PROOF 
fry 


Py (| a 
SHOOTS | 
STAPLE UP! 


Hundreds 
of potential buyers 
favorably responded to 
a test editorial item which 
appeared recently in CONTRACTORS’ 
ELECTRICAL EQUIPMENT magazine. 


This is only ‘an indication of the tremendous 
SALES ARROW GUN TACKERS offer you... 
PLUS a steady repeat of GUN TACKER 
STAPLE BUSINESS. 


5 TIMES FASTER then hammer and 


tacks for wiring. 


MRrrow FASTENER [0../NC. 


1 Junius Street, Brooklyn 12, N.Y. 





American | 





BERKO 


In this 


BROCHURE 
for you? 


More Business in GLASS 
RADIANT HEATING 
with BERKO’S 

3 EXTRA BONUSES 


qT More Heating Equipment Sales to the Contractor 
helps build surprising volume for the merchandising minded wholesaler. 
Many report substantial increases. 
2 {dded Control and Wir- 
ing Equipment Sales—-Every installation 
requires wiring, many need controls, fuse boxes, etc. 


an New Contractor Accounts. 

Experience proves wholesalers who feature 
BERKO GLASS RADIANT HEATING PANELS 
not only increase their volume but also 

open up new accounts, 


| Berko Electric Mfg. Corp. 
‘ * | 212-40 Jamaica Avenue, Queens Village, N. Y 
Get all the facts now. | PLEASE SEND MERCHANDISING KIT 
Send today for your copy of the BERKO | Compeny Nome . 


MERCHANDISING KIT. Use coupon. | 


och 


See how easy it is to make immediate sales 


Your Name 





Better Heating 
Panels Are 
Built By 





}| The . 
| Electrical | Address 
ontratare ] City Zone Seate 











January, 1954—ELECTRICAL WHOLESALING 








Trine’s newest display with beauti- 
ful, simulated wood grain back- 
| gy provides a perfect setting 

your 24 proven best selling 
push buttons—all different—in as- 
sorted finishes on solid brass. Size 
15%” x 22\4” x 3/16” thick. Easel 
for standing; eyelets for hanging. 
Packaged al includes sample 
display and introductory “back 
up” stock of 39 assorted push 
buttons (packed in _ individual, 
colorful Trine boxes) for a total 
of 63 push buttons. You pay only 
for push buttons. Labeled shipping 
carton suitable for mailing to 
your customer. 


TRINE MANUFACTURING CORP., 


for you 
and for your customers 


spaces for 
your retail prices 
+ + «+ detachabl 


utor-Dealer price 
information for 
selling and re- 
ordering. 











See Better! Work Better! 
f 


| UX LAMP 


—Acclaimed the World over 
as the best light 
to work under! 


|] Board, Lathe, Bench, 
J Wall or Table 


/ (Floor Mount also Available) 


Raises, Lowers, 
Tilts, Traverses, Turns 
Fingertip Stay-put Control 


Stamnes Steel Tube Arms 


& JOBBERS 
Line up with LUXO LAMP. 
Write Today! 
REPRESENTATIVES 
Territories still open 


LUXO LAMP CORPORATION 


TUCKAHOE, NEW YORK 











Hondle heavy reels easily and 
safely; remove wire or cable from 
top or bottom, front or back of 
reel with 


2,000 ibs. cap. 

37.50 

Style B: 

4,000 ibs. cap. 

75.00 

F.O.B. Cincinnati 
~e 


—— 


Low slanted tront and 
positive front tock 
insure quick loading 
or unloading. 


Eliminate jacks, cum- 
\\bersome handling. 


}] Carried easily 
|} to reels, job 
Y of storage. 
Sold through 
wholesalers only. 
Write for details of 
ng proposition. 
Generous discounts. 




















Barnes, Crouse-Hinds Co., is executive 
vice president. Other officers are: C. 
Epsy Reed, Reed Unit Fans, vice presi- 
dent of wholesalers utilities and manu- 
facturers; W. H. Bramblett, Industries 
Sales Corp., vice president of appli- 
ances section; A. G. Siegel, National 
Electrical Co., Inc., vice president elec- 
trical contractors; and Emmett A. 
Smith, Southern Heater Co., vice pres- 
ident, air conditioning and ventilating. 
Robert Schumert, Bann-Schumert, is 
vice president of radio and television. 
W. E. Clement, New Orleans Public 
Service, Inc., is director of publicity. 


PHILADELPHIA — The board of 
governors of The Electrical Association 
of Philadelphia has elected the follow- 
ing officers to serve in 1954: Presi- 
dent, J. B. Harris, Jr., president, Rum- 
sey Electric Co; Vice President, 


J. B. Harris, Jr. 


William E. Rubert, president, Union 
Electric Contracting Co.; Treasurer, 
Philip H. Ward, Jr., president, Ward 
Electric Co.; Secretary, Stanley M. 
Cameron, vice president, Howard P 
Foley Co. 


OMAHA—Enrnie Olsen, K-K Com- 
pany, Inc., is president of the Ne- 
braska-Iowa Electrical Council for 
1953-54 fiscal year. Mr. Olsen has 
served as chairman of the distributor 
group for the past two years, as well 
as a board member, and 1952 treas- 
urer. Ist vice president, electrical con- 
tractors, B. Stahmer, Industrial Elec- 
trical Works; 2nd vice president, 
utilities, Dewey Baker, Omaha Public 
Power District; secretary, representing 
manufacturers and manufacturers rep- 
resentatives, George C. Méittauer, 
George C. Mittauer & Associates; 
treasurer, representing appliance deal- 
ers, Benjamin K. Gudden, Davidsons 
Furniture Co. 

Electrical wholesalers on the board 
include Dan A. Kelly, General Elec- 
tric Supply Company and Fred Shol- 
ders, Graybar Electric Co., Inc. 
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for eacier cafer 
faster 
testing... 


the KNOPP 


Voltage Tester 


with the patented 


PROD - MOUNT 


Has 5 Safety Features 
ooemany uses 


When you sell the pace-setting Knopp Voltage 
Tester your customers soy “Goodbye to risky, 
time-wasting fuss in testing’ becouse of 5 main 
safety features: (1) exclusive Prod-mounting 
Socket in housing, making this tester easier, 
faster, and safer to use, and ending time-wasting 
“three-handed” testing; (2) protection through 
Dual indication of voltage by solenoid and neon 
lamp working independently; (3) positive scale 
readings; (4) signal by hum and vibration; and 
(5) thorough insulation throughout, even to the 
sharp point of each prod. 


Well-built and shock-proof in a LAMINATED 
Bokelite housing (not molded plastic), the Knopp 
Voltage Tester tells immediately and simply if 
circuit is open or closed; magnitude of voltage 
between 110 and 600; a-c or d-c; pure or recti- 
fied; 25 or 60 cycles for testing old and new 
circuits, fuses, locating grounds, etc. 


Some of the nation’s largest utilities, ofter 
testing all brands, use Knopp Voltage Testers by 
the hundreds. 


Sell the widely-used, reliable Knopp Voltage 
Tester with the original time-proved Prod-mount 
and other safety features. Write for illustrated, 
free new descriptive Bulletin No. 425, prices and 
discounts. 


THE KNOPP 
Phase Sequence 
Indicator 
60 v. to 600 v.; 
25 to 60 cycles; 
Rotating Indica- 
tor shows  se- 
quence A-B-C or 
C-B-A. Light- 
weight. Compact. 
Big time saver. 


4283 HOLDEN ST., OAKLAND &, CALIF. 
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NEW LITERATURE 











Electric Signaling Devices — Com- 
plete information, with illustrations 
and price list, is contained in an electric 
signal device catalog. Some of the prod- 
ucts included are lamp and drop type 


annunciators, bells, electric matting, | 


mail boxes, nurses call systems, rectory 
call button panel, relays, sirens, tele- 
phones and transformers. The catalog 


is published by the Partrick & Wilkins | 


Co., 51 North Seventh St., Philadelphia 


6, Pa. 


Distribution Panels — Fusible serv- 
ice equipment is described in detail in 
a 4-page bulletin. Examples of how the 
line can be used on residential, com- 
mercial and light industrial applica- 
tions is included. The bulletin may be 
obtained from the Murray Manufactur- 
ing Corp., Brooklyn 16, N. Y 


Relays — Commercial production of 
relays has been undertaken by de- 
signer and builder of shipboard com- 
munications. A brochure describes 
operation of relays which are claimed 
to be fast, reliable operating and 


sensitive with controlled contact pres- | 





GLUTTONS ¢o- 
PUNISHMENT 











and CORD SETS 


“MADE BY 
ENGINEERS 
FOR 
ENGINEERS” 


* QUALITY-controlled wires 

that you KNOW will stand the goff — on smart 
spools, in convenient lengths for fost over-the- 
counter action. * Also Neoprene-jacketed cords 
(types SVO, SIO ond SO) for valiant resistance 
to oil, heat and light. © U-L approved 
Cord Sets for every conceivable purpose 
. - « foes of CORDelirium. 











CORNISH WIRE COMPANY, wc 


50 Church Street. New York 7. N.Y. 





JACKSON 


900-910 W. Van 


CHICAGO 7, 


BROODER PRODUCTS 


4-light 
#7414TG 
Infra-Red 


BROODER 


Brooding capacity 20 
sq. ft —accommodates 
300 to 350 chicks. 
Wafer thermostat au- 
tomatically controls 
two of four lamps 
and can be adjusted 
to regulate burning 
of lamps as needed 
18” dia. steel reflec- 
tor—infra-Red Baked 
Enamel finish—6-foot 
approved cord and 
plug — completely 
wired — ready to in 
stall 


3-light 
#73138 
Infra-Red 


BROODER 


Simple, sure method 
of bringing a brood 
of 250 chicks to ma- 
turity. The three 
lamps provide effec 
tive heat pattern of 
about 16 sq. ft. As 
chicks mature some 
space can be made 
available by raising 
the broeder approx! 
mately 3” a week 
which increases the 
heat pattern 


1 -light 
#72086 
Infra-Red 


BROODER 


This Universal 
Brooder is versatile 
in application—ideal 
for breeding poultry 
of all kinds — pigs, 
lambs, calves, 
keys, ete. Can 
used many other ways 

arm. Com- 
pletely assembled and 
factory wired—ready 
for instant use by 
pivesing inte electri 
cal outlet. 


« The Jackson Line 
Reflectors 
and Yardlights, is a 
geod business build 
er. Jackson Quality 
is well known thru 
out the country 


e Sold only thru 
Wholesalers 


ELECTRICAL 
COMPANY 


Buren St 


ILLINOIS 





MARK-TIME 
COIN 
METERS 


“PUBLIC USE” 
APPLIANCES 


Here’s a dependable, always- 
on-the-job collector for public use 
of washing machines, radios and 
TV, typewriters, sun lamps in 
gyms, tennis court lights, tourist 
camp lights and similar installa- 
tions . . . it collects the coin, makes 
the electrical circuit, and breaks it 
at the end of the pre-set time 
period. 

Mark-Time Coin Meters are 
slotted for dimes and quarters — 
either may be deposited without 
the other. Standard timing is 20 
minutes for 10 cents, 1 hour for 25 
cents; other timings ranging from 
seconds to hours available in 1 to 
3 ratio. 


Head assembly and timing 
mechanism only are available for 
special applications. 


ELECTRICAL DATA 


UL approved. 

3400 series—standard unit—AC only 
20 amperes, 125 volts; 10 am- 
peres, 250 volts. 

3200 series—special unit — AC-DC — 
10 amperes, 110 volts; 5 om- 
peres, 220 volts. 

For drier vse on 220 volt AC circuit, 

relay may be connected to Coin Meter. 

Wiring diagram on request. 


Write today for catalog 
sheet and full information. 


M. H. RHODES, INC. 
HARTFORD 6, CONN. 


SPERRY GYROSCOPE OTTAWA, Limited 
3 Hoemilton St, Ottawa, Ontario, Canada 





sure. Products are also said to resist 
normal vibration and mechanical 
shock. The brochure is published by 
the relay division, Henschel Corp., 
Amesbury, Mass 


Electric Power Drive — Slow speed 
electric power drive scale drawings 
(templets) are used for engineer's 
layouts, scale drawing work and by 
estimators. All ratings for 12 hp. to 
30 hp. are included in a folder offered 
by Sterling Electric Motors, Inc., Los 
Angeles 22, Calif. 


Outdoor Equipment — Service en- 
trance, receptacle type, dual control 
and three-phase unit outdoor service 
equipment is described in a 12-page 
booklet. Typical assemblies of circuit 
breakers and the various enclosures are 
listed for each type equipment. Also 
included is a guide to the entire line, 
showing catalog numbers, hub sizes, 
voltages, ampere ratings and other 
specifications. Copies may be obtained 
from the Heinemann Electric Co., 
Trenton 2, N. J. 


Transformers — An 18-page catalog 
illustrates and describes the full line 
of variable transformers. Standard 
bench or panel mountings as well as 
ganged assemblies are included. A 
special section discusses uses for tor- 
oidal winding. Catalog published by 
Standard Electrical Products Co., 2240 
East Third St., Dayton, Ohio. 


Lighting Guide—Standard guide for 
home lighting, the “LES. Recom- 
mended Practice for Residence Light- 
ing,” is fully illustrated and consists of 
44 pages. It is primarily devoted to the 
basic lighting requirements for family 
activities involving close vision. Desir- 
able types of table and floor lamps are 
shown. Types of installed lighting fix- 
tures for living rooms, dining rooms, 








ELECT OUR 
QUALITY FITTINGS 


#901 


Non Metallic 
Connector 


#523 


Entrance 
Cap 











ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 











WANT TO BUY 


MANUFACTURING 
BUSINESS 


@ Electrical supplies or appliances 
e Hardware, tools or mill supplies 
@ Electronics, nucleonics or industrial 
Negotiations completely confidential 
Fee paid by client 
Brokers Protected 


John C. J. Wirth 
Marketing Engineer 


52 Vanderbiit Ave., New York 17, N.Y. 
Murray Hill 3-1756 








SWITCH 


AND 


WALL 
PLATES 


Packed in in- 
dividual en- 
velopes with 
screws. 
Chrome plates 
protected 
with paper un- 
til installed. 
. 

industry’s No. 
1 pletes at 
competitive 
prices — head- 
quarters for 
satisfaction 
and economy. 
Buy from this 
reliable 
source. Get 
info on com- 
plete HONER 
line. 


NOTHING TAKES THE PLACE OF STEEL 


HONER MFG. CO. 


Electric Division of Honer-Norton 
115 S. Clinton St. Chicago 7, Ill. 
RA6-7662 
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Trade name (vague), 
oot you up a tree? 
Just “look it up” 


in the 
G 


You'll find the trade names, com- 
pany names, and addresses of 
more than 2,500 manufacturers 
in the COMPANY & TRADE 
NAME DIRECTORY (Pages 33- 
52) of the ELECTRICAL PROD- 
UCTS GUIDE .. . the 13th issue 
of ELECTRICAL CONSTRUCTION 
AND MAINTENANCE. 


, . and for product data that fits to a tee, 
Just refer to the ads in the E 


P 
ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


January, 1954—ELECTRICAL WHOCESALING 


| 
| 


bedrooms, kitchens and bathrooms, 
with directions for obtaining maximum 
efficiency and value are included. The 
report also covers the lighting of spe- 
cial areas. Copies may be had, for a 


| small fee, from the Publications Office, 


| Illuminating Engineering Society, 1860 
| Broadway, New York 23, N. Y 


Fittings—Channel and fittings appli- 
cation catalog contains pertinent in- 
ot 
framing products in both materials 


formation to utilization steel 


handling and construction fields. It is 


presented so that engineers, architects, 


contractors and others interested 


those fields will be able to take max- 
imum advantage of the products listed 


in 


The catalog is issued by Flexa Steel 
Inc., 17 North May St. 
( hicago 7, ill 


Products, 





| 


Ceiling Lighting — Descriptions of | 


11 major types of lighting equipment 
are supplemented by structural draw 
ings and illumination data, including 
computation formulas for the com 
pany’s several types of translucent ceil- 


ings. Some facts on acoustical effective 
| ness of baffles and use of plenums as 


| heaters, 


air diffusers are given. The 8-page 
booklet may be had from the F. W 
Wakefield Brass Co., Vermilion, Ohio 


Electric Heaters—a 1954 edition of 
electric heaters and heating devices 
describes the units in terms of applica- 
aon, special features, installation and 
pricing. More than 175 photographs 
and drawings 
products, including immersion, strip, 


illustrate the various 


cartridge, tubular, insertion and fin 
melting 
switches and oven heaters. Date and 
specification sheets included. The 60- 
page, 2 
General Electric Co., Schenectady 5, 


N.Y 


FLEISCHER & YOHEY 


Sales Agents 
Serving the Industry 
THRU 


ELECTRICAL 
WHOLESALERS 


1245 Commercial Trust Bldg. 
Philadelphia, Pa. 
Phone LOcust 7-3829 


pots, thermostats, 


color catalog is published by 














oremost in 
contemporary lighting 


gREXOOLITE 


ail 


dud 


Prescolite manufactures 
a complete line of Swivel Lites, 
Architectural and Recessed 
fixtures for any installation. 
Write for complete catalogs to: 
Prescolite, 2229 Fourth St., 
Berkeley 10, California. 





R-7 Recessed 
S-2 Swivel Lite 
A-1 Architectural 


Call your nearest Prescolite Sates Representative: 


Atienta, Ga.—Charies |. Woodyard, 161 Simpson, N.W 

Baltimore, Md.—T. H. Bailey, jr, 409 National Marine Bank Bidg 
Boston 10, Mass.—John W. Fay, 176 Federal Strest 

Cedar Grove, N. 1.—P. M. Sales Co., 118 Sunrise Terrace, Box 14 
Chicage, Iliineis—-Rudolph H. Soukup, 1585 Merchandise Mart 
Cleveland, Ohio—Cam Norton Company, 2725 Derbyshire Ra 
Dalias, Texas—John Hancock Company, 2921 Fairmount 

Dayton 2, Ohio—Gary Roof & Assoc., 1147 Third National Bidg 
Denver, Colo.—Kenneth 8. Schumann, 1073 Galapago St 

Detroit, Mich.—1. H. Beck, Electric Sales Co., 13050 W. Chicago, 2F 
Erie, Pa.—D. S. Pollock Co., 622 W. 9th Street 

Flourtown, Pa.—Bond & Kyack, 1510 Bethiehem Pike 

Kansas City, Mo.—-Cari W. Thorsell, 1195 E. 77th St 

Knoxville, Tenn.—C. E. Pitner, P. 0. Box 693 

Los Angeles, Calif.-Barney DeRamus & Assoc., 125 S. Santa Fe 
Milwaukee, Wisc.—Willis H. Murphy, 4520 N. Woodruff Ave 

New Orleans, La.—-£. ). Hagan, 3820 Louisiana Ave 

Oklahoma City, Okla.—Tom Fielder Company, 313 N.W. 4th St 
Omaha, Nebr.—Geo. C. Mittaver, 11122 Farnam Street 
Richmond, Va.—W. H. Lassiter Sales Company, 300 E. Main Street 
Salt Lake City, Utah—/. R. Christensen Agency, 247 E. Sth South 
Sacramento, Calif.—A. \. Perdue, 4305 Ravenwood Ave 

St. Lou's, Mo.—J. A. Noser, 3204 Bailey Street 

St. Paul, Minn.—Charies L. Schwab, 345 N. Wheeler 

St. Petersburg, Fia.—-Frank C. McPherson, 6417 - 7th Ave., North 
San Diego, Calif.—John Alien Ware & Assoc., 301 West G Street 
Seattie 5, Washington—G'easons Migs’. Reps., 657 E. 45th Street 
Syracuse, WN. Y.—Fay-Sullivan, inc., 1117 Cumberland Ave 
Vancouver, 8. C.—). S. Edwards, 1206 Hamilton St 


Mexice City, BD. F.—Egon Mabardi, 45 Uruguay 
Expert Avents: Uniworld industrial Mart, 31 E. 10th St., New 
York, N.Y 


PRESCOLITE MANUFACTURING CORP. 
Berkeley, Calif. Neshaminy, Pa. 





You Can Make A 
Good Wiring Job 


BETTER 


WITH 


UNIVERSAL 
PORCELAIN 
INSULATORS 


aS. 








Your wiring installations will be right 
from start to finish when you use 
UNIVERSAL porcelain insulators! They 
have uniform body density, high dielec- 
tric and physical strength, resistance to 
temperature extremes, moisture, fumes, 
smoke and most acids... your positive 
assurance of long, trouble-free service. 


~~ UNIVERSAL 
ij tai 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 








SALES AIDS 











NuTone, Inc., Cincinnati 27, Ohio— 
Ventilation fan display has switches 
which may be used to demonstrate 
fans. Unit measures 7534 in. high, 
20% in. wide, 5 in. deep and weighs 
110 lbs. shipped. Wired and ready to 
be put into service 


Walton Laboratories, Inc., Irvington, 
N. J.—“Have You Ever Felt Cold 
Steam,” is a window streamer which is 
to draw attention to portable residen- 
tial humidifying equipment. A counter 
card, placed next to the unit, illustrates 
the benefits of humidification and lists 
the product's features. 


The DuKane Corp., St. Charles, IiL— [| 


Sound slidefilm projector uses long- 
playing records to give uninterrupted, 
fully automatic 22 minute sales pres- 
entation or technical training lecture. 
Entire equipment is said to fit into 
a portable container no larger than a 
salesman’s briefcase. Pictures on screen 
are changed by a “synchrowink” film 
advance. Also stowed away in the 
bantam unit is a pushbutton extension 





SODERING 
BRAZING 
WELDING 


L. B. ALLEN CO., INC. 


6701 Bryn Mowr Ave. 
Chicago 31, U. S$. A. 











1458 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 





° WIRES 
° FLEXIBLES 
° CABLES 


For the Electrical, 
Wireless and Motor Trades 


INSULATED WITH 
THERMOPLASTIC (P.V.C.) 
and RUBBER 


A Cable for every purpose 
A Purpose for every cable 


Send us your enquiries. 
Illustrations and prices 
sent on application 


COMMODITIES TRUST LID. 

12-13 HENRIETTA STREET 

STRAND, LONDON, W.C.2 
ENGLAND 














For all your power and light 
installations, get 


IMMEDIATE 
DELIVERY 


right to your plant or to-the-job 


Single and 3-Phase 


PRECISION 


air cooled 


TRANSFORMERS 


Vv 
1000 KVA * Voltages te is K 
Y% 


f A 
@ Class ‘'B"’ insulation eu 
SS 


@ Long, trouble-free service © 


@ Easy installation, maintenance 


Chicago's only transformer manufac- 
turer building a complete tine of power 
and distribution transformers 


SEND FOR CATALOG 
and valuable tech 
nical data sheets 


PRECISION 


hic 
TRANSFORMER CORP. 


10, Ill 


660 W. Grand Avenue, Chicago 
A Phones: SEeley 8-2740 
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SPERO ‘HB’ 


ALUMINUM SHIELDS!! 


LS 
and oe R-57 LAMPS. 


Protection from moisture 
assures full lamp life. Supply the best* 
- Spero H-B Shields!! 
ai One piece heavy aluminum “inte 
affords greater heat dissipation. 
* Ventilated. 
* Two piece spring contact socket. 
* ¥%" and ¥%" pipe mounting. 
* Wire guards available for bottom of units. 
SPERO also makes “GUARANTEED” PORCELAIN 


ENAMEL REFLECTORS... FLOODLIGHTS...VAPOR- 
TIGHT UNITS ... INSULATORS . . . SWITCHPLATES 





THE SPERO ELECTRIC CORPORATION 


14838 EUCLID AVE. + CLEVELAND 12, OHIO 





cord for electrical film advance when 


projecting non-automatic sound slide 
film or silent filmstrip. Thus compa- 
nies with inventories of older-type 
films and records may effectively use 
the machine. Tone arm plays standard 
and micro-groove up to 16 in., with- 
out cartridge turnover or other attach- 
ments. 


Fasco Industries, Inc., Rochester, 
N. Y.—Two new wing attachments for 
existing display boards form a com- 
plete ventilating department. Featur- 
ing remote control fans, the attach- 
ments are for use with the model 900 
boards. The package includes 8 and 
10-inch remote control ventilating fans, 
all brackets and screws for attaching 
and complete instructions. 


Plymouth Rubber Co., Inc., Canton, 
Ohio—New carton for Slipknot fric- 


tion tape is available in all standard | 


commercial sizes including counter 
displays. Cartons come in blue, with 
trademark, and a contrasting border in 
bright orange. Display cartons for no. 
2 and no. | sizes feature large, bright 
lettering and colors for retail prices 
Splicing compound carton is now 
offered in red and black with white 
lettering. 





MINERALLAC 
“PULL-IN” 


COMPOUND 


No. 100 


LISTED 
and 
APPROVED 


by 
UNDERWRITERS 
LABORATORIES 


For Rubber, Synthetic, Plastic 
or Lead-Covered Wires or Cables 


Approved by Underwriters Laboratories 
for lubricating wires and cables to facil- 
itate pulling them into conduits. Not in- 
jurious to wire or wire covers. Free of 
objectionable odors. White in color. Will 
not drip or run. Convenient pint, quart 
“ gal., gal. and 5 gal. cans. Available 
through your electrical jobber. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street, Chicago 7, Iilinels 


MINERALLAC 
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| tures, Lanterns, and Fluorescent Light- 


MANUFACTURERS 
REPRESENTATIVE 
WANTED 


Salesmen specializing in Lighting Fix- 


ing to Electrical Wholesalers, and Job- 
bers, to carry a complete line of Lamp 
Parts, Lighting Fixture Parts, and Elec- 
trical Specialties. Excellent opportunity 
for live wire representative. Choice ter- 
ritories open. Excellent remuneration. 
State lines now carried, and territory 
covered, with complete resume. 


RW1075 Electrical Wholesaling 
330 W. 42 St., New York 36, N. Y. 

















"NOTICE TO MANUFACTURERS 


@ Sales Executive of distributor in 
Western New York and Pennsyl- 
vania with headquarters in Buffalo, 
New York wishes to become manu- 
facturer’s agent for reliable and na- 
tionally advertised line of electrical 
apparatus and supplies. 


Can furnish resume and best of 
references to proper party. 


PW 1230 Electrical Wholesaling 
330 W. 42 St., New York 36, N. Y. 














cael ol itelale]| 
quality... 


el elataeliste Me}! 
aaleliicrelelicmiaels 
castings and steel 


admium plated 
Telmaelagettiols 
acttiaielalae 


ver-all 
completeness 
of line 


educes 
Takivelitehitels 


AVAILABLE 
ONLY 
THROUGH 
70-53 ELECTRICAL 
WHOLESALERS 


makes 
“the best 
connections" 


Write for 
Illustrated 
Catalog and 
Price List 
ELECTRICAL 
FITTINGS 
CORP. 
Dept, L-18 
Woodside 77, 
New York 





FASTER—EASIER | 
éé LIL wy” 
SAW ATTACHMENT 
for... 
woop 

FIBRE 
PLASTER 


METAL 
PIPE 


Zips easily through 
the most difficult 
jobs. Built to stand 
up under constant, 
on-the-job contractor 
or industrial use. 
Check these excep- 
tional features: 

No side torque or 

spin 

One shot 

tion 


lubrica- 


Completely re- 
placeable high 
speed bearings 


Improved dirt seal 


Needs no starting 
hole to cut wood 


*Fits V4” or 5/16 
High speed drill 


Write today for catalog of the complete 
line of “JIFFY” Labor Savers. 


JiFfy Line 
Saued TIME 


be TROUBLE 
ClydeW Xint 








MONEY 
2323 W. 18TH STREET - CHICAGO 8, ILL. 
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FINEST 


leas 





Sold ONLY 
Through Recognized 


Wholesalers 





An old thought that is as 
NEW as 1954 
We are passing it along to our 
Wholesaler Salesmen friends 
for what it is worth to them. 


“YOU HAVEN’T ANY CUSTOMERS 


... they are ALL prospects” 


Let’s think that over. 
You sell a user—but is he a customer? 


isn’t everyone of our so-called “customers” being con- 
tinually worked on by other salesmen? Aren’t other 
brands continually being offered to replace the ones we 
are selling? Doesn’t the advertising of every type of com- 
petition continually work against us? 


If we think any user’s business is “‘in the bag” aren’t 
we likely to lose it? 

But if we treat each user like a prospect and from time 
to time remind him of the advantages of buying the prod- 
ucts we sell—what chance will a competitor have to “horn 


in”? on our “customers”? 


Even on leading lines it pays to keep users informed as 
to their features. If we don’t, aren’t we leaving the gate 
wide open for some competitor to walk in and take the 
business? 


And so it is with all products that we sell—we must 
keep in mind that our customer of yesterday is our best 
prospect for today. 


Another practical sales suggestion 


On the BUSS price sheets in your binder there are brief sales 
talks for your use. From time to time refresh your memory by 
referring to them—or better still, talk to the BUSS Fuse Man in 
your territory. He is continually getting new ideas from head- 
quarters to pass along to you. He is always ready to help you 
when he can—use him. 


BUSSMANN MFG. CO. 


ST. LOUIS 7, MO. 
Division McGraw Electric Co. 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


FOR INST 





